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Hot water jacketing on Brodie Meters and throughout system maintains 
150F temperature in the blend of two crudes, one averaging 12° grav 


and 20,000 S.5S.U. visc., the other 15° and 3,800 S.S.U. at 100F 


4 This compact Union Oil Company installation, with two Brodie BiRotor 
Meters, replaces conventional high tankage requirements for custody transfer 


2,200 bbl. daily of low gravity, highly viscous crudes are 
L A C T TI ai transferred to Union Oil Company through their Yorba Linda, 
seiaitactaiates proves prac ic California, Automatic Custody Transfer System. Flow is accu- 
is dli iy fg rately measured and recorded by two Brodie BiRotor Positive 
an ing eavy cru es Displacement Meters with dual Brodimatic Printing Counters. 
e Proving is on gravimetric basis. 

with In more and more producing areas, automatic custody 
e transfer with the sustained accuracy of Brodie BiRotor Meters 
RODIE Bi Rotor METERS is gaining favor for elimination of human error in stick meas- 
urement methods, evaporation losses, clinging of crudes to 
tank walls, danger and inconvenience of climbing tank ladders 
in all kinds of weather, and the high cost of unnecessary 
tankage. Contact your Brodie Metering Specialist for the full 

story of BiRotor Meter advantages, 


i 
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Rol” METERS 


RALPH N. BRODIE COMPANY - San Leandro, California, U.S.A. 
MT. VERNON, N. Y. DALLAS 7, TEXAS CHICAGO OFFICE: SEATTLE 9, WASH. Los ANGELES 22, CAUF. 
550 So. Columbus Ave. 167 Parkhouse St. 1227 Circle Ave., Forest Pork, tll. 221 9th Ave. N. 5401 Sheila Street 


WITH STOCKS AND ee ee: FACHILEITFLES £H. ALM P ee rR RE CPR KEG 
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ETHYL’S “MAGIC CIRCLES” IN HIGH GEAR... 


Working hard to stimulate extra service station sales 


Mom and Dad ...and any others who 
drive the family car regularly. ..won’t 
make routine trips more often than 
they have to. 

But they can be persuaded to make 
extra trips for pleasure and that means 
‘‘bonus”’ gallonage at the pumps... 
the objective of Ethyl’s ‘‘Magic Circle”’ 
advertising campaign. 

Thus Ethyl spotlights the things to 
enjoy within easy driving distance of 
every car owner’s home. 

Each advertisement also salutes the 


NATIONAL PETROLEUM NEWS 


trained service station men who stand 
ready to make any ‘‘Magic Circle” a 
pleasure. 

See these full-color ads every month 
in LIFE, LOOK, SATURDAY EVENING 
POST and SUNSET... plus ‘Magic 
Circle Travel Clinic’? touring tips in 
newspapers across the country. 

There are many ways you can prof 
itably use the ‘‘Magic Circle’’ Pro 
gram to increase service station sales. 
Ask your Ethyl] Representative—he’ll 
be glad to discuss them with you. 


ANTIKNOCK 
COMPOUND 


CORPORATION 


ETHYL CORPORATION 


New York 17, N.Y. 





— 


A Contamination-Free Product 














No. 187 
Bottom Outlet Type 





No. 187-F 
Bottom opening 
type. 125 pound. 


No. 387 
Top outlet type. 
125 pound. 








Is your product clean enough, your pump, meter and 
loading valve protected against scale, grit, dirt, rust and 
other foreign materials? 
Be sure! Install OPW Line Strainers in any pipe line 
system for a cleaner product. Tight fit of cage and 

. ‘ _— Ce No. 387-F 
screen assures all product passing through strainer. —_ : Se — i! Top outlet type 
Screen areas are many times pipe size for full flow. U flanged. 125 pound. 
The simplicity of screen removal, cleaning and replac 
ing facilitates regular, periodic checkup in the shortest 
possible time 
Choose your size, type and mesh! 125-pound standard 
or 200-pound high pressure types, Bottom or top outlet 
cage, reinforced for sturdiness and precision fit. Screwed 
or flanged end, Flanges, bolts and gaskets to suit. Strain- 
er meshes from 14 to 300. 








. 


OPW CORPORATION _ 


Valves, Fittings, Assemblies for Handling Hazardous Liquids a Top outlet type 
| flanged. 200 pound. 
2735 COLERAIN AVE., CINCINNATI 25, OHIO 
Kirby 1-5400 
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Petroleum News 


Top of the Month... 


Contents for April 


How do the majors look at marketing conditions today? 


Top executives don’t agree on causes or cures for today’s poor market conditions, but they 


produce some challenging arguments 


Test results: The latest on bottom loading 


Here’s a full report, based on results of 


Is it the coming thing or an expensive gimcrack ? 


revealing tests by five companies 


page 110 


page 112 


This oil heat jobber really builds his business 


“I’m no model operator,” says Bill Briggs—but his profit picture gets brighter and brighter. 


Here are the methods he uses to keep costs down, profits up 


Month in Full... 


GENERAL 
What the majors think about marketing conditions ... 


EQUIPMENT 
Bottom loading for trucks moves closer 


STATIONS 
Will Europe’s biggest station be its biggest dud? 
MANAGEMENT 
Group insurance shapes up as a key fringe benefit 
Jobber success story: ‘Start small to grow big’ 
Some discounts can help you 
TRANSPORTATION 
‘Know Your Rig’: New approach to driver education . . 
Air suspension means lighter trucks, more load 
MERCHANDISING 
What ‘soft sell’ is doing for three majors 
Prizewinning billboards: They sell at a glance 
Here’s a new way to promote credit 
Wilshire turns the heat on 
FUEL OIL 
How Valley Oil builds profits and cuts costs 
Wanted: A new degree day system 
TIRES-BATTERIES-ACCESSORIES 
How Humble’s two-step plan keeps TBA sales soaring 
Look what’s happening to the muffler market 


AUTOMOTIVE 
What the ‘car engine of tomorrow’ looks like today 
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THE GREEN SECTION 
Ahead of the News 
Petroleum Indicators 


Supply and Demand 


DEPARTMENTS 
About Oil People 
Advertisers’ Index 
Associations 
Behind Our Headlines 
Brief but Significant 
Classified Advertising 206 
Editorially Speaking 109 
Equipment 179 
Letters 
Meetings 
Money-making Ideas 
Regions 
Statistics 
TBA 
What They’re Saying 


OIL MARKETS AND PRICES 
Oil market reviews 
Refinery/terminal prices 
Prices by tank wagon 


Crude oil prices 
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PROBLEMS TO THE EXPERTS... 


Your 
Mobil Specialists! 


YOU'RE MILES AHEAD WITH MOBIL! 


MOBIL OIL COMPANY, IN( 


. e CHICAGO ILLINOIS I EB n ir S e i 
\ANSAS CITY 1 MISSOURI r € DeRTROIT 
As Magno Petrol ‘ gnoli ul ‘ « LOS 

y Mobile ainta ma ther entl eat rvice off 


— 


Finding the right men to represent you. Training them 
Keeping them! That's knowledge vital to your business 
And it’s yours in the Mobil Dealer Selection Program 
At your request, a trained specialist will be glad to 
help analyze your pergonnel situation and make defi 
nite recommendations. Additional experts are avail 
able to assist you with other tough problems too 
For instance, help you reduce loading ume .. . helt 
set up a preventive maintenance program ; help 
Institute Management procedures that make running 
t business easier—and more profitable 

That's why it’s good business to do business with 
Mobil. The expert advice you get from our statt of 
specialists plus top-quality branded products 
add up to a real Competitive advantage for you 

Talk to your Mobil salesman today. He's your 


direct line to the specialists 


Tune in “TRACKDOWN” every week, CBS-T\ 


See your loeal paper for time and statior 


ILEUM COMPANY N L PETROLEUM CORPORATION 


ALTIMORE 8, MARYLAND -1914 North Char Ss e MILWAUKEPF 1 

MICHIGAN 103 West Grand Blvd. e ST. LOUIS 8&8, MISSOURI 

ANGELES 5 eral troleum Cort Ss Flower St 
t give you close ar st cooperation 
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Behind Our Headlines 


coh iss Doris” is back from South Carolina, where 
1 she made three talks, all well received. But she 
won't have time for any more until the NPN FactBook 
is out. 





Doris Wells—or “Miss Doris” as she’s known on het 
visits to the South—directs the FacTBook. It will be out 
in Mid-May and heavy work on it is already well unde 
way. 

After it’s out, Doris will again be available for talks 
before oil marketing groups. Marketing research is a spe 
cialty. And her talk on how small business men can use 
research in their business found a receptive audience at a 
meeting of the South Carolina Oil Jobbers Assn 

When NPN staffers can help out on a program, we'll 
try to make them available. (See pages 29 and 30.) 


go STURTEVANT satisfied a long-time ambition when 

he climbed a portable ladder and peered into a tank 
truck compartment being filled by bottom loading. That 
was the culmination of nearly two years of fact-gathering 
to get NPN’s broad progress report on bottom loading 
(page 112) 

“You don’t realize what ‘gallons per minute’ mean 
until you see a compartment fill up in three minutes,” re 
marks Frank. “It’s astonishing.” 


O FTEN YOU HEAR the phase “porcelain palace” to 
describe sumptuous new service stations, especially 
those that stand vacant or have low gallonage. They ar 
the butt of considerable criticism and scoffing 

rhis country has no monopoly on them. On page 116 
there is an amusing account about one in England that 
has marketers wondering whether it’s Europe’s biggest 
white elephant. 

Bob Gibson, of our London bureau, dug up the 
formation. We don’t print very 
marketing, but I think you'll get a chuckle out of thi 
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Typical bulk plant at Flemington, N. J., has four Red Seal ticket-printing 
meters. High accuracy helps GLF’s 66 plants stay well within the industry- 
standard 42% overall loss factor. 


Meter-printed tickets help preserve fine relationship of trust between 


driver and patron. The 1500-gal. trucks have two 112” meters. 


GLF’s 120,000,000 Gallons a Year 


Metered TWICE through 600 Red Seals 


Three service trucks, manned by skilled meter specialists, carry 
spare parts for all of GLF’s 600 Red Seals. The parts inventory 
is amazingly small and easy to manage. Each truck carries a 
50-gal. test can. The company also has a trailer-mounted 500- 
gal. prover. 


For 225 tank trucks and 66 bulk plants serving 70,000 farm 
patrons in New York, New Jersey and Pennsylvania, the Petro- 
leum Div. of Cooperative G.L.F. Exchange, Inc., has standard- 
ized on Neptune Red Seal Meters. 

What were the deciding factors? GLF officials studied their 
own meter records. They asked their servicemen ... the men 
who test and repair the meters. Everywhere was evidence that 
Red Seal meters stay accurate with the least fuss and bother 
... and the lowest overall expense. 

Founded in 1920, GLF entered the petroleum business in 
1936. All products are filtered twice and metered three times 
. .. at terminals, bulk plants and trucks. Meter-printed tickets 
keep track of every gallon. 

This is just one more case history of the savings you too can 
make with Red Seal’s sustained accuracy and low maintenance. 
Ask the Neptune jobber in your area for details. 


NEPTUNE METER COMPANY 
19 WEST 5OTH STREET * NEW YORK 20, N. Y. 


























Branch Offices: ATLANTA * BOSTON * CHICAGO * DALLAS * 
LOS ANGELES * LOUISVILLE * 


in Canada: Neptune Meters Ltd ° 


PORTLAND, ORE. * 
1430 Lakeshore Rd . 








DENVER * NO. KANSAS CITY, MO. 
SAN FRANCISCO (Millbrae) 
Toronto 14, Ont. 








Low maintenance costs and good local service are the two big rea- 11 meters at Esso Standard Oil Company’s Waltham, Mass. 
sons Independent Gasoline & Oil Co., Rochester, N. Y., standardizes terminal are Red Seal Remote Control units, speeding load- 
on Red Seal meters for all new purchases. Independent bought ing of several trucks simultaneously. Busy meter often handles 
their first Red Seal 8 years ago, now have them on 22 tank trucks. 150,000 gallons per day. 


How others get a better measure of profit... 


_ 
Nine Red Seal meters in Mt. Vernon Bulk Plant of Cities Service with 
showed so little wear after 17 years it was decided to keep them on 


the job... converted to Print-O-Meters. Here’s solid proof that you 
can rely on your Red Seals to hold steady as a rock between tests ep une 


Meters 


10 years’ personal experience with Red Seal meters logging 
an excellent record for accuracy with little trouble is cited 
as the reason Ferguson Oil Company has standardized 100% 
on Red Seal Print-O-Meters for tank trucks and bulk plant both 


“Big Four’ for bulk plants and terminals are these 2”, 3”, 4 
and 6” Red Seals sized to give you the utmost in sustained 
accuracy and economy for any rate of flow, 20 to 1000 gpm 
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MAKE IT YOUR BUSINESS TO HELP CUSTOMERS 





ANY LICENSED DRIVER 1s ELIGIBLE! General Motors is conduct- 
ing a $100,000 AIM TO LIVE Contest during March and April to create 
vreater interest in night-driving safety and to stimulate action on the 
part of motorists to have their headlights checked and properly aimed. 
This is a wonderful opportunity for you. Most of your regular customers 
will want to enter. And there'll be plenty of new customers, too! For 
any licensed driver is eligible to win one of 116 valuable prizes including 
16 new 1958 General Motors cars and 100 beautiful Frigidaire appliances. 
And they can only enter atan AIM TO LIVE Headquarters. 


HEAVY NATIONAL PROMOTION BUILDS TRAFFIC FOR YOU! 
This contest is being promoted in a nation-wide magazine, television 
and publicity program, inviting motorists to stop at your AIM TO 
LIVE Headquarters for an official entry blank. And when motorists 
drive into your AIM TO LIVE Headquarters, you have an excellent 


opportunity to check their headlights for replacement and proper aiming. 


GET FREE PROMOTION MATERIAL WORKING FOR YOU! 
This colorful display material gives you a strong tie-in with national 
advertising and clearly identifies you as an AIM TO LIVE Headquarters. 
In addition, it’s a constant reminder to your customers to have their 


headlights properly aimed at least twice a year. 


HAVE YOUR AIMERS AND AIMING STATIONS READY! 
Get set to handle all the business coming your way through the AIM TO 
LIVE program. Have your aimers and stations ready with qualified men 
to do the aiming. If you have not been contacted directly about AIM 
TO LIVE, call your authorized General Motors dealer or AC Guide 
Lamp Supplier for full details right now! Contest closes April 30th. 


Limited to continental U.S.A. 
Contest subject to federal, state and local regulations. 1908~1958 


qc ye 


FORWARD FROM FIFTY 
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CHECK vasvonstiins \ sponsored by 
AIM ww mmerm an (eneral Motors 


CHEVROLET © PONTIAC e OLDSMOBILE ¢ BUICK e CADILLAC e GMC TRUCK e GUIDE e AC 
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Letters 





A Reader Follows Up 








Jobber Failures: How Often and Why? 


In last month’s issue, Pure Oil's W. P. 
Marquam wrote, “Of the several hundred 


jobbers I've knéwn over the past 25 
vears, I've never known one that went 
broke for other than normal reasons.’ 


Here's a follow-up by Mr. Marquam 


B® | have now had a chance to get in 
touch with Il key marketing executive 
people, including our assistant general 
manager of retail marketing, two re- 
gional managers and eight division 
managers, all of whom have had a 
deal of experience in working 
with jobbers over a period of years. 


great 
Our average length of service is 27 
years 

Among us we can only call to mind 
five jobbers during these years who 
have failed in business for other than 
normal business reasons. 


The first was in Minnesota. We 
finally had to buy him out in 1940 
to keep our distribution there. He 
was in debt to us due to being 
originally under-financed, poor man- 
agement and high living. 

Second was also in Minnesota. We 
bought him out in 1936. He had to 


sell because of over-extension§ of 
credit, poor management and _ top- 
heavy overhead. 

Third was in lowa. This jobber 


buy, but he sold out to 
another supplier as a result of poor 
management and high living 

Fourth, in Ohio, completely neglect- 
business because of other in- 
He finally had himself in such 
shape with us financially there was no 
choice except to buy him out. How 
ever, he did end up with some reason- 
able completely 
broke 

Fifth, in Michigan, was about dried 
up due to neglect. The son, who was 
formerly took 
a job elsewhere and the mother was 


we did not 


ed his 


terests 


assets, SO Was not 


running the business, 
not qualified to run it 
Ot course, we have had to buy out 


a few other jobbers for other reasons: 


retirements, ill health, desire to 
transfer the investment to the 
pany and continue 
commission distributor 
cases the jobber either did not have 
sufficient capital to finance necessary 
expansion and wasn't willing to have 
us assist him, or he had a good in- 
come with a small investment and did 
not wish to make the investment to 
expand to remain competitive under 
present marketing conditions 

In most cause we prefer not 
to buy a jobber’s business. In many 


com- 
operating as a 


In some such 


every 


cases where we do and even in some 
cases where we started out originally 
on a company operation, we are again 
establishing jobberships 

While I felt confident the statements 
1 made about present-day possibilities 
for a  wide-awake,  willing-to-work 
jobber were correct, | am doubly sure 
of them now after having done this 
further checking with field 


ment people 


manage 


W. P. MARQUAM 


Vanager, Trade Relations 

Pure Oil Co 

Chicago 

What other examples do our readers 
have? 


Private Branders’ Position 


& | liked your article on the private 
brander (Feb, p137) and think it does 
a good job. For a short article it hits 
the highpoints very well. One 
get the that the 
brander has some special bonanza ot 
which | do not 


might 
impression private 


his own, believe 1s 


true. Though his expansion might be 
faster than some major jobbers, it Is 
certainly no greater than many of 
some very fine major jobbers and 
most integrated companies 

I have always felt that the att 
tude of many companies regarding 


what the price differential should be 


COMING UP NEXT MONTH 


@ Is there a place for you in the booming marine market? 


@ How your dealers can make bigger profits on wax and polish 


@ What automation can do for fuel oil marketers 
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EVER-TITE 
Standard Adapter 
and Coupler 





EVER-TITE 


-the best quality 
QUICK COUPLINGS 






You save time and 
money when you use 
Ever-Tite Couplings 
because they speed-up 
deliveries, prevent 
leakage, and save 
wear on equipment 


Tightness is pre 
determined in manu- 
facture by positive 
gasket compression. 


EVER-TITE There are no sliding 
Adapter and rings—no springs, 
Coupler ball bearings, snaps 


or lugs to fit. You 
just slip the coupler 
over the adapter, and 
close the handles 


If you want to get 
the most in coupling 
value get Ever-Tite. 
The Ever-Tite Trade 
mark is a hallmark 
of dependability 

in fittings for the 
petroleum industry 
proved by 18 years 
Ask 
now. 


of pre-eminence 
your distributor 


EVER-TITE EVER-TITE COUPLING CO. INC 
Shank Hose 254 West 54th Street 
Coupling New York 19, N.Y 





Dust Cap 
EVER-TITE Dust Protectors 








TT tiin 

















Model 25—Twenty-five pound grease kit. 
Geared pump, capacity one-half pint per 
stroke, Other lubricant dispensers avail- 
able to 100 pound capacity. 


pad 


Wit 


Model 82—120 gallon tank with gallon 
stroke pump, shut-off nozzle and feot 
valve. For dispensing lube oil, kerosene, 
anti-freeze. 


The Wayne-Marvel Line includes all types 
lube oils, 
greases, alcohol, kerosene, solvents, etc. 
Write for complete catalog to... 


THE WAYNE PUMP COMPANY 


Salisbury, Md. 


of dispensing equipment for 


Wayne 
MARVEL 






| Letters 


(begins on page 9) 


between the major and private brander 
is Often unrealistic. The stamp picture 
that the supermarkets have done such 
| a good job with has had a tendency 
| for many majors to forget that even 
though they might have a 2¢ spread, 
they are really showing only a cent 
or less if the independent does not 
give stamps. This often creates cries 
| of price cutting when a non-stamp- 
| giving independent insists on a 3¢ 
| posted difference when his competi- 
tion gives stamps. 

It is hard for me to understand 
| why many companies seem to feel that 
“position in the market” is more im- 








portant than profits. This attitude 
hurts everyone. 

On the whole, even though the 
market is spotty and all of us are 


in price wars at some place or an- 
other, I believe the future looks good. 


A Midwest private brander 
(Name withheld on request) 


Pox on Pleasure Driving 


|B May I suggest that your least ex- 
pensive and surest way to 
| driving would be to cure 
the evil of the truck monopoly of the 


| roads 


boost 
pleasure 


I'wenty-five years ago the over- 
the-road truck driver was the finest 
the world. Maybe he still 
is, but if so, everywhere is he swamped 
by a hoard of local jerks who drive 
at excessive speeds, cut in, throw mud 
onto your windshield and on every 
| hill are so heavily loaded and under- 
powered they pull a mile of “pleasure” 


tellow in 


| drivers down to 10 miles an_ hour. 
| In this small town of Wayne, | 
know more than 100 families who 
would like to go pleasure driving 
}over week ends but are fearful 
of doing so because of the trucks 
and buses. I venture to say that 


| in the 17 Atlantic states alone trucks 


are causing the oil industry to 
lose at least 160-million gal. of 
gasoline sales a year (2,000 towns 


x 200 cars x 10 gal. per weekends). 

rrucks can use the roads if properly 
and considerately handled, but unless 
something is done, the private auto 
will be used for a minimum of trans- 
portation needs, people will buy more 
| Swimming pools etc. and the large 
| gas using auto will be replaced by 
sng foreign make cars and the gas 
load will go DOWN 


and DOWN 
and DOWN. 
| LIONEL L. Jacops 


Lionel L. Jacobs & Son 
| Wayne, Pa. 


Station Timesavers 


& For some time now it has been 
my feeling that we should increase our 
attention in the area of service station 
manpower. Relatively little has been 
done over the years to increase the 
productivity of the station operators 
through mechanical equipment. There 
are a number of things beside preset 
pumps (Feb., p197) which can help 
do this, up to and including the con- 
cept of automatic fueling. We con- 
sider this to be an extremely fertile 
field for experimentation and develop- 
ment, particularly at this time when 
one of our chief concerns is expense 
reductions. 
C. M. GARDNER 
Manager, Distribution & Automotive 
Operations 
Standard Oil Co. (Ohio) 
Cleveland, Ohio 


®& For some time we have _ been 
following the development of the 
preset computer with interest. Until 
the cost of the device is pinned down, 
however, we plan to make no recom- 
mendation to the management regard- 
ing its use. 

Meanwhile, we expect to be testing 
some of the units in order to gain 
first-hand experience. The tests will 
probably go a long way toward de- 
termining what our final recommenda- 
tion will be. 

B. B. MURRAY 
Equipment Engineer 
Headquarters Marketing 
Continental Oil Co. 
Houston, Tex. 


& An affirmative vote is due anything 
that promotes the efficiency of service 
at justifiable costs. The unfortun- 
ate situation, however, about some 
of the devices like the preset feature 
for pumps is the added burden of 
investment that it places on the sup- 
plier. I would prefer to spend more 
money in programs to make better 
businessmen of service station man- 
agers in proper accounting, judgment 
in handling income and outgo, and 
other programs to show him how to 
take more effective advantage of the 
sales opportunities he misses today. 

Once we have made progress in that 
field with the average manager, he 
will not need a preset feature on 
his pump, or, if he does, both he and 
his supplier will be able to pay for it. 
If he gets the preset feature today, 
regardless of who pays for it, and 
does not improve materially his posi- 
tion in these other two fields, the new 
investment will be totally lost forever. 


Name withheld on request 
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Advertising Expenditures 
®& Your story, “Here’s the Spring 
Advertising Picture” (March, p119), 
gives a pretty fair picture . 

My only regret is that because it 
is based on the tremendous expendi- 
ture for advertising by all oil com- 
panies, your story did not fully analyze 
oil company advertising and its con- 
tribution to the public’s concept of 
the oil industry. 

It is not hard to imagine that with 
all the millions spent by oil companies 
in advertising, very little is calculated 
to place the industry itself in any better 
light. Another thing that would be of 
interest to know is just how productive 
this advertising is. 

E. R. GAINES 

Manager, Advertising and 
Sales Promotion 

Champlin Oil & Refining Co. 
Fort Worth, Texas 


Other NPN reports on advertising were 
carried in Feb. 57, p112, and March ’57, 
p108. For a look at institutional-style 
advertising, turn to page 139. 


More on Discount Stations 


& The so-called conventional stations 
are also discount stations with their 
giveaways, price signs and, in many 
cases, stamps all to be considered in 
the unit price of gasoline. One reason 
for the large gallonage %n the card- 
holding discount station is the opera- 
tion by schooled personnel, lacking 
in many of the so-called convention 
stations. You cannot fool and confuse 
the customer always with pots, pans, 
furniture, cars and even fertilizer and 
top it off with dirty rest rooms. It 
is obsolete and of a Main Street type 
of operation. Many of these methods 
of merchandising will have to change 
or the so-called conventional station 
gallonage will continue to decline. 
The card-holding discount stations 
will continue to thrive as long as 
they continue to give better service, 
honest service and an honest shake 
for your money. 
B. A. REIDENBACH 
General Manager 
Reid Oil Co. 
Lone Beach, Calif. 


Car Fleets: Some Other Angles 


I had pretty definite ideas before 
I read the article (Feb., p150), and 
now I find I can be sold in all three di- 
rections at the same time. 

Our company employs the employe 
ownership method except in the case 
of the higher executive type of em- 
ploye, to whom the car is furnished by 
the company. The advantage is that 
each employe is permitted, with some 
limitations, to purchase the type of 
car he favors. It is my experience that 
he many times makes his choice in the 
same method that he chooses a wife; 
no one knows exactly why because 
everyone has different ideas... 

More seriously, however, you sum 
the situation up very well in that sec- 
tion that evolves into questions of 
capital expenditures, taxes and the 
like. In other words, it becomes one 
of bookkeeping expedience which can 
vary depending on the method of 
bookkeeping used, a subject on which 
the accounting department and myself 
never seem to agree—except that I 
do as they say. 

I have no real idea as to which is 
the best method, but must admit that 
the employe ownership procedure ap- 
pears to have fewer pitfalls . . 

FRED HaGut 

Manager, Motor Transportation Dept. 
Sun Oil Co. 

Philadelphia, Pa 


B® Perhaps the only clear-cut conclu- 
sion which most of us can reach after 
reading these varied viewpoints of 
three men who most certainly are 
competent is that “you pays your 
money and you takes your choice.” 
J. W. SINCLAIR 

Retired Manager, Automotive Dept. 
Union Oil Co. of California 

Los Angeles 


® It’s a good article, adequate with- 
out getting all tangled up in compli- 
cated and exhaustive analysis. It is a 
topic with pros and cons on the side 
of each of the three plans—a fine sub- 
ject for the “Hot Stove Debating So- 
ciety.” 
K. W. BIRKIN 
Manager, Motor Vehicle Dept 
Sinclair Refining Co 


New York, N. Y 


®& The Texas Co. operates company- 

owned vehicles. Each method is con- 

sidered and reconsidered periodically. 

Undoubtedly when a more economical 

way is presented it will be given ser- 
ious consideration. 

J. F. SAUER 

Manager, Motor Equipment Division, 

Sales Dept 

The Texas Co 

New York, N y 
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Progress through better desir 
UNIVERSAL VALVE COMPANY 
PO. Box 444.N 


( W\7 Elizabeth, N J 





THIS MODERN STATION combines reliable 
service with an efficient National System 
for a highly profitable operation 








“Our Caltonal System (featuring National Incentive Plan) 


increases our profit *2,000 a year... 


pays for itself every | months lla & Leon's Service (Sinclair) 


217 Oak St., Wyandotte, Mich 


Our new National Cash-and-Credit 
Control System, featuring the National 
Incentive Plan, gives us complete con 
trol over all money and merchandise,” 
writes Halbert L. Ivie, co-owner of 
Norm & Leon’s Service. “Now we know 
which attendants are making a profit for 
us and pay these men accordingly. Ex 
tra sales effort by them means extra pay 

Our bookkeeping takes much less 
time. All charge sales are posted auto 
matically by our National register the 
moment the sale is made. This prevents 
forgotten charges and stops losses from 
misplaced or forgotten charge slips 

“Separate cash drawers make each 


attendant personally responsible for all 
money that he handles. We also get a 
printed total of sales by departments 
and we know daily which are making a 
profit and where special effort is needed 
to prevent loss 

‘Our National Incentive Plan in 
creases our profit by at least $2500 a 
year, thereby returning its entire cost 
every Il months. We certainly think 
every Station Owner will benefit from 
a System like ours.” 


Wl Gr 


Co-owner, Norm & Leon’s Service 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


Find out today how the Incentive Plan 
can make your service station more 
profitable with a time- and money 
saving National System. Phone your 
nearby National representative and let 
him show you how. He's listed 

in the classified section of your 

phone book. 


*TRADE MARK REG. U.S. PAT. OFF. 


CASH REGISTERS + ADDING MACHINES 
ACCOUNTING MACHINES 


nce paper (No Carson Required) 
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Money-Making Ideas 


About incentive plans that pay off... a sticker 
trick that’s sure-fire ... ways to win more local 
business .. . cashing in on idle time 


INCENTIVE PLANS §are 
good ideas for raising station sales 
Here are two types. A Gulf dealer 
pays his men 5% commission on tire 
sales; 5% on accessory 


always 


sales under 
$10 per day; 10% on accessory sales 
over $10 per day; and 5% on all 
service work. As a result of the plan, 
the dealer’s net is up 20% over last 
year, 

A Shell dealer, on the other hand, 
thinks total business is the target to 
shoot at. He pays each employe up to 
3 of the total increase in net profit 
over the year before. Payments are 
made on the basis of daily bogies. 

(Humble Oil & Refining Co. has a 
sharpworking incentive system, too 
To find out more about it, turn to 
page 155.) 

> 
PHONE STICKER | that 
are sure to keep shows not only the 
dealer’s number but the local fire and 
police numbers as well. There’s space 


enough to imprint the dealer’s name 
and add a line or two about his 


customers 


merchandise or service 
te 
> 


RETOUCH JOBS) on 
equipment can be 


trucks and 
made easy by 
packaging paints in pressurized con 
tainers. Handy spray cans eliminate 
the mess and waste of can-and-brush 
methods. They can help your shop 
men do a 
maintenance and clean-up 


neater, cheaper job of 


MAKE A DEAL with local hotels if 
you want to reach travelers before 
they start. Arrange to have a card ot 
slip attached to the hotel menu offer- 
ing the services of one or more near- 
by service stations. You'd be surprised 
how many motorists like to pick a 
specific station rather than leave it 
to chance to find a convenient one 
“somewhere.” 


» 


HERE’S A PLAN to encourage local 
hot rod clubs. A 22-member hot rod 
group promoted a safety inspection 
weekend for car owners in Pacific 
Palisades, Calif. Club members made 
the inspections without charge at the 
Mobil station run by Rocco 
Ross. Over 200 motorists came into 
the station for free check-up 


dealer 


” 


* 


WIVES CAN HELP you make your 
men better dealers. Here are some 
suggestions from W. P. Marquam of 
Pure Oil Co. on how to get the 
women on your side. (1) Instead of 
telling a dealer what a good job he’s 
doing, drop a note to his wife to tell 
her how proud she can be of het 
husband. (2) Ask 
ways you can improve customer serv 
ice. You might even run an idea con 
test, with prizes. (3) Send greeting 
cards on family birthdays and an 
Send 
members of a dealer’s family go to 


the hospital 


wives to suggest 


niversaries. (4) flowers when 


Helpful Hint for Fuel Oil Men 


ARROW PETROLEUM CO., heating 
oul distributor in the Chicago area, is 
trying in a big way to boost the num 
ber of budget accounts. 

While other oil companies are offer 
ing budget accounts life insurance 
coverage that pays the account’s bill 
for the rest of the year in case of 
death, Arrow so far is the only 
Chicago-area oil distributor that has 
come up with an all-inclusive insur 
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ance plan that covers such accounts 
for sickness, disability and/or death 
And it is offering its triple-protection 
plan to budget accounts at no addi 
tional cost 

Arrow released the news to its own 
accounts via special mailing and then 
took full-page ads in the Chicago 
newspapers to let prospective ac 
counts know about the extra service 
available 


It's cheaper to live 


TRUCK DRIVERS at Union 
Oil Co. of California’s Rose- 
crans terminal get this reminder 
of inflation’s effect on the cost 
of highway accidents: 

e A man pays 50¢ for a 
shave; a dead man pays $5. 

e A woolen coat costs $40; 
a wooden one costs $400. 

e A taxi to the theatre costs 
$1; a ride to the cemetery costs 
$10. 

e Obviously it’s cheaper to 
live. Practice safety! 


FARMERS are accustomed 

advance orders for a season’s supply 
of lubricants, but few people ever 
think to sell them replacement filter 
cartridges along with their motor oil 
An lowa 


trade tried booking spring orders tor 


iobber with a big tarm 


filters while going his rounds and sur 
succes Hi 


sold over 600 filters in’ three d 


prised himself with his 


and had no trouble averaging b 
than eight filters per call 


te 

> 
SPECIAL CREDIT CARDS tor col 
lege students are now being issued b 
Phillips Petroleum Co. Phillips dealer 
can get special application forms 


be filled out both by the 
by the a parent or other relative 


student 


vuardian 


ba 


YOU CAN SELL idle 

follow the lead of on mall-town 
dealer who hates to b lle himself 
nd hate even more to pay | men 
for doing nothing. Whe 

a slack period he walks 

business district lookin 

with cars parked nearb 

finds somebody who ne 


wash or lube job 
S 


DIRLY BATTERIES 
best prospects for mm 
recharges. On 
all batt 


and for 
10%, ol 
need a replacement 

those can be sold on th 


figures 





BUCKEYE “SAFETY-FI 


FROM HERE 


o 


——— 


TO HERE 








“SAFETY-FILL” SERVICES WHILE THE ATTENDANT DOES THE SELLING! 


And how! Buckeye’s new 820U Safety-Fill nozzle, with Red Guard protector, 
stops costly spills and overflows. The protective Red Guard saves car 
finishes and customers’ tempers, but best of all, it’s the most important 
merchandising aid ever! Each Safety-Fill is like adding one man to a 
five man crew. Built-in hold-open notches make the 820U Safety-Fill nozzle 
fully automatic. It’s easier and safer, too. Buckeye’s hold-open 
mechanism is self-contained, eliminating spring loaded accessories, and protruding 
locking parts. Lever can be opened and engaged with one hand. But 
safety doesn’t end there. Look at this: (1) If a car should pull away 
with Safety-Fill still in the fill pipe, the new exclusive metal pull-out tube 
pulls away from the main body of the valve, preventing damage to car and 
pump. (2) The nozzle automatically trips, when it hits the ground, shutting 
off the flow of gasoline. (3) Safety-Fill with hold-open design, has 
been tested and approved by Underwriters’ Laboratories. Write for details today. 


Buckeye. 


“SAFETY-FILL’?’ NOZZLES 


BUCKEYE IRON & BRASS WORKS i i ii a ina 
oO. ustrated) furnished w 

P.O. Box 883, Dayton, Ohio metal tube, tube anchor spring, plastic 

scuff guard, and built-in hold-open 

notches. The 820U is also available 


with rubber tube. 
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The Midwest 





Price Weapon . 


IT DEPENDS on which side you take. 
James E. (Jim) Herriott, a Texaco 
jobber in Iowa City, devised a “price 
weapon” unique to Iowa. He sold 
private-brand gasoline at two Texaco 
stations, along with Texaco gasolines, 
ostensibly to meet the competition of 
other private branders in that market. 

Herriott’s object was to combat the 
private-branders without involving his 
own major brands, he says. In an- 
nouncing the startling move, Herriott 
said the policy was made “to satisfy 
a certain percentage of our friends 
and customers who feel we can better 
serve them by having the added prod- 
uct.” 

On Wednesday, Feb. 19 the new 
gasoline appeared in striking checker- 
board pumps, priced the same as other 
private brands—2¢ under the going 
rate for regular-grade. 

The action coincided with the an- 
nual meeting of the Iowa Independent 
Oil Jobbers Assn., of which Herriott 
is president. 

What Happened—The Iowa City 
market was in a turmoil. The conven- 
tion was in a tizzy. And Texaco 
Officials were incensed. 

A new private brander retaliated by 
dropping 7¢, pulling three others with 
him. But Herriott and his partner, 
Dean Jones—who runs one of the 
stations himself—held to their first 
price. Another major dropped to meet 
the private branders, who suddenly 
sprang back. 

e In less than a week, Herriott dis- 
continued the private brand, explain- 
ing that he would shelve it until the 
market became “normal.” So the ex- 
periment was inconclusive. 

It dramatized a situation which has 
provoked bitter jobber grievances. 
With so much surplus product avail- 
able at prices under theirs, jobbers 
ask, why can’t they buy it? 

“Where fixed costs in production are 
relatively high,” says Herriott, “the 
first gallons refined cost much more 
than those manufactured when the 
refinery is operating in high capacity. 
Now, if the normal price is based on 
cost of the earlier gallons, you can see 
why these companies can almost give 
away the top production gallons and 
still make a healthy profit. 

“It is when these cheap gallons start 
competing against the high-price gal- 
lons that our troubles start. Because 
we jobbers are captive businesses, we 


.. or Widow? 


Jobber Herriott and weapon (?) 


always are sold the high-price gallons.” 

Reaction—Some jobbers praise Her- 
riott for his apparent attempt to force 
the issue. Some offered financial sup- 
port if he needed it, says Herriott. 
Iwo majors told Herriott they would 
supply him if he lost his Texaco 
source, 

Other jobbers condemn Herriott for 
starting a price war and disturbing a 
market which had seen no price wars 
in a generation. Others criticize him 
for not carrying his experiment to a 
conclusion. 

Most majors are scornful. A weak 
market is not going to be strengthened 
by tearing down what stability there 
is, they argue. A jobber can’t be a 
contract buyer and a spot buyer both. 
The spot market looks good now, but 
a jobber may not find it advantageous 
for the long pull 

“When a jobber has a contract, he 
and the supplier are ‘married,’” a 
Texaco official remarks. “A pretty 
widow may live across the street, and 
a married man may take a fancy to 
her. But a married man can’t play 
around with the widow and expect his 
wife to tolerate his affair.’ 


Wisco Gets ‘Insurance’ 


Diversification is important for in 
dependents as well as for majors 

That’s the idea behind the acquisi 
tion of Delta Oil Products of Mil- 
waukee by Wisconsin Independent Oil 
Co. 

Wisco is a 


growing multipump 
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chain operating in a 50-mile radius of 
Milwaukee (NPN—June °57, p109). 
Delta is a manufacturer of more 
than 400 different oil products for 
foundries and heavy industries. 
Assets of the company include a 
manufacturing plant, a modern labora 
tory staffed by four chemists, and 
world-wide marketing operations, both 
direct and through distributors. 
Wisco hopes to expand Delta’s op 
erations, says president W. T. Hansen 
“Up to now, we've had only one 
marketing,” Han- 
sen says. “But price wars can hurt us 


source of revenue 


as well as major oil companies. Ma- 
jors have other means of carrying the 
load through price wars. We look on 
this merger as ‘insurance.’ ” 

Under the acquisition agreement, 
Joseph Gibson remains chairman of 
the board of Delta 
of the founders of the company in 
1932. He now has a five-year contract 
with Wisco for his services. 


Gibson was one 


Floyd Hansen will serve as vice- 
president of Delta and will keep his 
other “hat” as vice-president of Wisco 

B. J. Farwig, formerly general sales 
manager of Cities Service Oil Co. of 
Delta as 
sales manager on March 1 


Delaware, joined general 

Wisco doesn’t plan to mark time in 
retail marketing of gasol'ne and oil 
The company is readying three new 
one each in Milwaukee, 


Racine and Madison 


service sites 


The Rockies 





Play for Trucks 


FRONTIER REFINING CO. is mak 
ing a big play for truck gallonage 
The Denver company has independ- 
ently operated truck stops throughout 
its I1-state marketing area, and it’s 
aiming to make business better for all 
of them. That, of course, takes sell 
And Frontier’s selling 
All trucking company executives 
have been sent a kit showing locations 
of Frontier truck stops in their ter 
ritories. There’s a four-page directory 
of stops with a key that identifies 
facilities at each; a chart of Frontier's 
product specifications, covering regu- 
lar and premium gasoline and No. 1 
and No. 2 diesel fuels plus results of 
dynamometer tests designed to show 
that Frontier’s diesel fuel has a com- 
petitive advantage over the averages 
of nine other brand fuels 
Meanwhile, Frontier is also prepar 
ing an expansion drive eastward to 
the Mississippi (NPN—March, p88) 
(More regions on page 17) 


15 








SPEBDWAY 
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LU SRICATION 


“Speedway 79 Dealers all profit from 


competitive, advertised prices on Dayton Tires” 


_ says C. W. Sucher, President, Speedway Petroleum Corp., Detroit, Michigan 


All-New, All-Nylon 
Dayton Thorobred Blue Ribbon 





“Dayton’s sound, sensible pricing 
policies make it possible for us to 
advertise really competitive prices 
on the complete Dayton line. These 
prices give all our dealers, even the 
smallest side street station, a sub- 
stantial profit on every sale in addi- 
tion to a worthwhile volume. 

“And Dayton’s extremely liberal 
co-op advertising program allows us 
to run plenty of ads to pre-sell tires 
for our dealers. In addition, Dayton 
supplies hard-selling, eye-catching 
merchandising material. But for the 
dealer, the ‘clincher’ is Dayton’s 
Written Road Hazard Guarantee. 


With it a customer knows he can get 
service on-the-spot at any Dayton 
dealer across the country. 

“Highly important is the way the 
Dayton Merchandising Men teach 
our dealers how to sell tires right on 
the driveway. We’ve also benefitted 
many times from Davton’s expert 
counsel on the management level. 

“To insure profits from your TBA 
Program, secure the Dayton Fran- 
chise, marketing the complete line 
of Dayton Thorobred Tires.” 

Write for all the details: The Day- 
ton Rubber Company, Tire Div., 
Dayton 1, Ohio. 


A Complete Line of Passenger and Truck Tires 


Daytom Ruler 


© D. R. 1958 
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The Southeast 


It's Old Debbil 


[IHEY’RE TALKING secession down 
here again, suh! But this time the 
talk is ‘way down South—South Flor- 
ce to be exact. 
~ And the reason is 
more akin to the 
Boston Tea Party 
than to anything 
with 
what some South- 
still refer 
The Late 
Unpleasantness 
(1860-1865). 

Yes, 
taxes—The gaso- 
line tax and the 
part of it that’s returned to the several 
It's prompted some vocal 
Dade Countians (Miami) to begin 
what they insist is a serious attempt 
to add a 49th state to the Union—the 
State of South Florida. 

Dade County Commissioner John 
McLeod has given U. S. Congressman 
Dante Fascell a listing of just what 
Dade County gives and gets from the 
State of Florida—as it is presently 
constituted, that is. 

The table shows that Dade County 
gives to the Florida Treasury 20% of 
all the gasoline tax collected by the 
state. Additionally, 90% of the betting 
tax comes from Dade; 29% of the 
and 28% of the intangible 





ida, 


connected 


erners 
to as 


suh! It’s 


By Charles T. Dixon 
Southeast Editor 


counties. 


sales tax 

tax. 
Returned to Dade County from the 

5% for 


1.5% as 


total state disbursements are 
roads, 13% 
its share of the betting tax. 
McLeod’s outline of the new 
would counties 
Florida. He he’s 
going to call a meeting of the state 
representatives and county 
commissioners of counties to 


for schools and 
State 


include 36 now part 


of southern says 
senators, 
those 
participate in writing a new constitu 
tion 


e Linked only indirectly with the 
49th state plan is the serious prob 
lem of purchasing right-of-ways for 
the construction of new roads in Dade 
County 

The State of Florida 
money buying 
county doesn’t enough as_ its 
the gasoline tax to 
more than a few blocks a month 
the 
just 


won't use its 


for land, and the 
get 
share of 
buy 
AS a 
county 1s 
can't provide 
to build 


The current 


present 


road construction in 
The 
land 


result, 

lagging 

the 
on 


county 


for the state 


roads 
suggestion is a famil 
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Taxes Again 


iar One—a new tax for Dade Coun- 
tians. Where? On gasoline, of course 
A lc tax on gasoline sold in Dade 
County would yield about $3-million 
a vear. It’s now been proposed that 
the proceeds from such a tax be used 
to back a bond issue for buying right 
of way. 


e Sinclair Refining 
stepping up its operations in the Deep 
South, particularly Alabama, with 
construction of a canning 
plant on the Warrior River, two miles 
upstream from Port Birmingham. The 


Company ts 


new oil 


Sanrett Says: 


<) ae 


is a Profi 


You can make 


if you are completely equipped for.. 


DRUM MACHINING... BRAKE RELINING 
..- ADJUSTMENTS...HYDRAULIC SERVICE 


The BRAKE-MOBILE 
Work indoor 


solve your problem 


outdoor anywhere 


Your Silent Salesman when not in use 


A COMPLETE PORTABLE BRAKE-MOBILE 


Regions 


plant, including equipment, will cost 
$500,000 and will have an annual 
payroll of $200,000 for its 50 em 
ployes. Oil will be shipped by special 
barge from Sinclair’s Houston refin 
ery up the Warrior River to the new 
plant 

Completion of the plant is ex 
the first of July. Mean 
while company officials have already 
Sinclair 


pected by 


christened a huge barge, 


Birmingham, to handle shipments 


e Republic Oil Refining Co. ts con 
structing four storage tanks northwest 
of Charlotte, N. ¢ 
tract purchased from Plantation Pipe 
Line and Seaboard Railway Total 
capacity will be 4.6-million gal 

(More re 


on a 12-acre 


gions on page 18) 


BRAKE-MOBILE 


t-Producer.-- 


Dealers Agree 


Here's what they say 
SHELL DEALER 
We did 54 


n first 1 


TEXACO DEALER 


STANDARD DEALER 
We'rk ads 


MOBILGAS DEALER 


! ert 


SINCLAIR DEALER 


I I ‘ 1 
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CITIES SERVICE DEALER 
We |} 

Mol 

produ ‘ 

have ever owne 
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FOR LESS THAN $1000.00 NPD 


BARRETT EQUIPMENT CO. — 2101 Cass Ave. — St. Louis 6, Mo. 


NEWS 





Built to the same standards that 
have made Bennett service station 
pumps famous for quality the world 
over, Fleet Jr. pumps bring new 
fueling economy and convenience to 
small industrial fleets, farms and 
estates. Fleet Jr. pumps help keep 
accurate control of fuel costs, make 
refueling easier, faster, safer and 
prevent pilferage. 

“Multi-Level” design with new 
extra height and “Tilted” Dial Face 
give easy readability at any vehicle 
fuel tank elevation. 

Direct drive rotary vane pump. 
Straight union type intake coupling. 
Heavy gage steel housing over 
strong welded chassis. Easily acces- 
sible for inspection and service when 
needed. 


@ 51” HIGH for better visibility and 
convenient nozzle location 


@ TILTED DIAL FACE is easy to read. 


@ UP TO 12 GPM delivered over 10- 
foot lift. 


HORIZONTAL REGISTER indicates 
up to 100 gallons —totalized to 
100,000 gallons. 


PADLOCK provision ends pilferage. 
LIGHTED DIAL FACE available. 


= a 
“AR, I ME LS padldlional 
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JOHN Woop ComPANY - 


IN CANADA: JOHN Woop Company LiMiTED « Toronto » Montreal * Winnipeg » Vancouver 


FOR ESTATE 


Li, FARM 


and 


FUELING 








Bennett Pump Division, 


Muskegon, Michigan 





The East 


Toll Costs Go Up 


COST OF DOING BUSINESS on toll 
roads is slowly inching up to 10¢ gal. 
plus a percentage on all other sales— 
for major com- 
panies. 

At the moment, 
Texaco’s bid of 
9.21¢ gal. to take 
over two of 14 
stations on Con- 
necticut Turnpike 
is the top price in 
the country. At 
that bid, plus 10% 
of all other sales, 
wns pe Corneli _ = 
” ° oO Bi Ss Ss 
t will fly at se East Const Editor 
tions in Darien. 


Texaco’s 9.21¢ compares’ with 
Crown Central’s 8.88¢ bid on two 
outlets on Merritt Parkway, and Cities 
Service’s 7.10¢ bid for stations on 
Wilbur Cross Parkway. 

Texaco’s bid is high, too, when 
lined up against other high bids for 
stations on other toll roads: Phillips’ 
8.15¢ in Kansas, Esso’s 8.125¢ in 
Massachusetts, Sinclair’s 8.03¢ in New 
York; Cities Service 7.997¢ in Indiana 
and 7.1¢ in Ohio, Texaco’s 6.51¢ in 
Kentucky, and Atlantic’s 6.28¢ and 
Cities Service’s 6.239¢ in New Jersey 
for stations on Garden State Parkway 
and New Jersey Turnpike. 

Other majors bidding for Connecti- 
cut Turnpike outlets were Amoco, 
Atlantic, Calso, Cities Service, Esso 
Tidewater and Socony. Gulf, Shell and 
Sun did not bid. 


“ 


e W. R. Marran’s Sons, Patchogue, 
L. I., has traded Socony Mobil’s Flying 
Red Horse for American Oil's red- 
white-and-black oval. The 67-year-old 
firm now handles the full Amoco line 
at station, marine, and home heating 
accounts. 


e Cities Service, “sole proprietor” 
of gasoline concessions on the New 
Jersey Turnpike, increased sales there 
by 5.9% in 1957. Traffic went up 
24.3%, reports the Turnpike Author- 
ity. Cities has chalked up over 100- 
million gal. since the turnpike went 
into operation in 1951. 


e Allied Oil Co., independent heat- 
ing oil supplier in Greater Philadel- 
phia, has taken on a line of Parke-Hill 
Chemical Corp. products in its seven- 
county area. The line includes Blue 
Heat fuel oil additive and such prod- 
ucts as sludge dispersant, boiler-water 
treatment and truck wash. 

(More regions on page 20) 
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NOW !...a new brand 
on the American scene 


from fast-growing, modern-minded FINA 
say 


ARAERICANI iu cineiaas 


GASOLINES DESIGNED 


PETROFINA *=""= 


Modern design in gasolines... 


Recently American Petrofina introduced two modern, higher 
octane gasolines with the largest, costliest promotion campaign 
to date. It consists of an intensified marketing effort backed by 
continuous newspaper, radio and television advertising in 300 
southwestern markets throughout spring and summer. This 
important step began with extensive modernization of American 
Petrofina refineries in East and West Texas where new Fina 
Supreme and Fina Gasolines are designed for modern driving. 
Other marketing advances include effective’ new dealer aids, 
aggressive merchandising... 


ee, 








and modern service stations! 


American Petrofina has built a large number of new, ultra-modern service stations with double-length canopies 
in Texas, Oklahoma, Arkansas, Louisiana and New Mexico...and others are being rushed to completion. The 
ultimate in motoring convenience, they offer complete one-stop car care... plus easy new FINAPLATE credit 
card purchase of gasoline, oil and TBA items. In these and many other ways American Petrofina is building a 
new standard of service for the American motorist. Investigate the opportunities with American Petrofina now! 
For additional information, contact American Petrofina Company of Texas, P. O. Box 2159, Dallas, Texas. 


AMERICAN PETROFINA COMPANY OF TEXA: 
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Canada 


Husky Wants Truckers, Too 


CANADIAN HUSKY Oil Ltd., Cal- 
gary, is bidding huskily for the trade 
of Canada’s truckers with a growing 
chain of 10 “Travelcentre” stations 
at strategic points along the Trans- 
Canada highway and its alternates. 

Another Travelcentre is being com 
pleted at Brandon, Man., and starts 
three 
scheduled for construction this year 

The company notes that mail and 


have been made on others 


provided by the Travelcentres. Dor- 
mitories, shower room facilities and 
lounges have been designed for truck- 
ers’ comfort; the 70-foot long service 
bay is large enough to handle any 
truck Operating under legal road load 
limits 

Husky marketing operations were 
started in 1953 to provide outlets for 
finished products from the company’s 
three refineries (combined throughput 


centre was opened at Dryden, Ont., 
in 1956. 

Iruck business in Canada is well 
worth shooting for: official statistics 
show that truck registration is mount- 
ing steadily. The trucking industry is 
reportedly worth more than $300- 
million, and is likely to double in 
value during the next 20 years. 


@ Canadian Oil Cos., marketers of 
White Rose gasoline, have taken over 
Interlake Fuel Oils at Thorold, Ont. 

Interlake sold heating oil on the 


Niagara peninsula, operated marine 
terminals at St. Catherines and Port 
Colborne and provided bunkering fa- 
cilities on the Welland Canal. Sales 
were $3.5-million on 27-million gal 
a year. It ran 27 tanks trucks and 
four burner service trucks 


bulletin) board service has become now is estimated at more than 4-mil- 


very popular with truck drivers as lion bbl.). The first full-scale Travel- 


The Southwest 


New Look in LPG 


ESSO’S Baton Rouge refinery is now 
loading and unloading LP-gas through 
new andenlarged facilities. Steel racks 
with an air-condi- 

tioned, brick-con- 

struction control 


AT LOW COST 


Morrison Line Strainers and Swing Joints i. aki emaciie 
Are Built for Important Protection racks and wooden 


A valuable pump is wrecked. A fine costly meter is control! house. 

erp ene Mg ogre by ene "Although pump- 
mechanisms. ing speeds and 
Losses are increasing steadily due to leaky, inefficient pipe sizes have not 
swing joints. been increased, 
These Morrison line strainers and swing joints, inex- Esso says loading 
pensive though they are, will prevent many breakdowns will be faster he- 


and loss of time and products. : 
cause of fewer 


tank-car spottings. The new racks can 
Fig. 368 








By Marvin Reid 
Southwest Editor 








Please write for full information, 


ba 


handle 42 tank cars. That’s nearly 
twice the number handled at the old 
racks. 


@ Crown Central Petroleum Corp 
will expand marketing operations in 
Texas. Crown now has 18 stations and 
a 45,000 b/d refinery in Houston, and 
is analyzing the market to see how far 
it can extend its territory 

The company has also signed an 
agreement to market B. F. Goodrich 
IBA throughout its [1-state area 


e There’s a service station deale 
in Lovelady, rex., 
of the peace. If it’s true what some 
say, this enterprising man has taken 
“curb service” just about as far as 


who ts also a justice 


MORRISON BROS. COMPANY 
O/l EQUIPMENT HEADQUARTERS 


it can go: he marries couples as they 


sit in their cars. 


0U.8 VQ UE, Taw A (More regions on page 23) 
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...are original equipment on more 
cars and trucks than any other make 


IT’S A FACT 
with FRAM Filters than any other make. Why? 
Secause more manufacturers know that FRAM 


More cars and trucks are protected 


Filters are better filters . .. individually engineered 
to rigid car factory filter-type specifications. No 
other filter is so well known or so widely accepted. 


NATIONAL PETROLEUM NEWS 


A full stock of fast-moving FRAM Filters means 
more filter replacement sales. Filter sales mean 
more oil change business! FRAM Filters are best 
for fast, profitable filter sales... plus ertra oil 
volume. Stock up now and cash in on today’ 


: boom- 
ing replacement market. 


OIL* AIR + FUEL* WATER 


FILTERS 





‘ 8106B—Use this Schrader Trutest Special 
NEW GENUINE SCHRADER #3650 TYPE CHUCK GAUGES WITH , Gauge to certify gauging equipment, gauges, 
REPLACEABLE GAUGE UNIT. Install in all your strategic service hel aisvtines. 
oreas—save time, steps, trouble. 


5050A—Passenger Car Owners’ own 
personal gauge .. . display them. 


7188BH 


7750T—Pencil Type Schrader Gauge is your air “dipstick” 


The ‘‘all-purpose'’ Schrader Gauges 
. use it that way. 


you can use even on big truck duals. 


Schrader Gauges...and proper gauging... 
build customer good will and profit! 


} 


It pays to let your customers know you care about tire 
ae oe 3332 service ... now more than ever with new tubeless tires. 
tye These Schrader products help you give complete and 
pi me agar accurate tire service ... build customer good will... 
out BP ge ong make extra profits. Order these genuine Schrader quality 


ue a” products today. Be sure you specify Schrader by name. 


A. SCHRADER’S SON 
Division of Scovill Manufacturing Co., Inc 
470 Vanderbilt Avenue, Brooklyn 38, N. Y. 


FIRST NAME IN TIRE VALVES 


a 


a division of SCOVILL FOR ORIGINAL EQUIPMENT AND REPLACEMENT 
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Regions 


The West 


End of an Era 


A LUSH GASOLINE MECCA has 
flourished in Tiajuana, south of the 
border, for many years. That mecca 
is about to change 
hands, with a 
prospective = an- 
nual loss of more 
than 56-million 
gal. of gasoline to | 
U. S. oil com- 
panies. 

liajuana is just 
a few miles south 
of San Diego, 
Calif. Its amuse- 
ments and tax- 
free merchandise 
draw thousands of motorists. One of 
the bargains is taxfree gasoline—10¢ 
gal cheaper than across the border. 

The Mexican government will take 
over that market, now being served 
by a dozen U. S. companies. Petroleos 
Mexicanos plans to serve Baja Cali- 
fornia (where Tiajuana is located) 
exclusively. A  $1.6-million tanker 
terminal would be built at Ensnada 
to store Mexican petroleum products 
shipped from Salina Cruz. 

[The Tiajuana stations have si- 
phoned off thousands of gallons from 
California’s border dealers over the 
years. Whether the San Diego stations 
can get that business will depend on 
two things: price differential and 
quality of Mexican gasoline. 

Baja California gasoline distributors 
and dealers reportedly are disturbed 
by the impending changeover. They 
believe U. S. majors should stay in 
Baja California, where about 80% of 
sales are to American tourists. About 
40% of these transactions involve 
credit cards. 

Dealers below the border report- 
edly owe about $3-million in current 
accounts and long term loans to U.S 
oil companies. Baja California is the 
only area in Mexico where U. S. 
products still are sold under their own 
brand names 

U. S. oil company officials were 
stunned by the suddenness of the an- 
nouncement by Antonio J. Bermudez, 
Pemex director general, who said 
Mexico would take over the market 
within six months. Americans knew 
the move was coming, but didn’t ex- 
pect it so soon. Some believe it will 
be a year before the shift can be 
made. The market absorbs about 5.5- 
million gal. of gasoline monthly. The 


By John Shinn 
West Coast 
Correspondent 


(Continued on page 24) 
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Horizontal 


for 


esign 
Service Station 


WRALRORS AAR TAG) 
lighting... 


d 


Advanced styling and greater efficiency 


are combined for the greatest value 


TaMmarelsr4elsic-| Mam Mami felaldlale ml colar lelelierelar-L 


Tabielauar-lelelamorelal¢-(oi an Zell] am leler- 1M Oteluilelore) 


district manager or write direct. 


ILLINOIS 


CHICAGO 47, 


WEST ST. PAUL AVENUE 


2251 
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<—— 1. Cover of neoprene compound 


<€— 2. Rayon Braid 


+— 3. Steel Wire 
<— 4. Rayon Braid 


<—— 5. Tube of Buna-N 
Compound 





Quaker tank truck suction hose 
CAN’T CRACK OR COLLAPSE 
Stays flexible at low temperatures 


Here’s the hose you want for fast, free-flowing transfer 
between tank and truck—in any weather. Use it for all 
petroleum products and most solvents; for suction as well 
as discharge. 

This Quaker hose is non-collapsible, with small outside diam- 
eter and exceptional flexibility. Strong steel spring wire 
reinforcement and high tensile braided rayon are combined 
for full, free flow in any position. Couplings can be grounded 
to this same wire to dissipate static electricity. The sturdy, 
neoprene compound cover stands up to oil, sunlight and 
abrasion. Available in lengths up to 50 feet. 


Get complete details on this popular Quaker hose from your 
local Quaker distributor. Or write Quaker Rubber Division, 
H. K. Porter Company, Inc.; Phila., 24, Pa., or Pittsburg, Calif. 


Ii. K. PORTER COMPANY. INC. 


QUAKER RUBBER DIVISION 





Regions 


U. S. Commerce Dept. estimated the 
1956 value of petroleum exports to 
the area at $7,188,300. 


Merger Means Pressure 


Heating oil men in Spokane, Wash., 
feel they have good reason to con- 
tinue their oil-heat promotion cam- 
paign through their Oil-Heat 
Institute chapter. 

They see increased competition for 
their fuel shaping up in the scheduled 
merger of Washington Water Power 
Co. and Spokane Natural Gas Co. 

WWP., they say, will provide better 
management for the gas business in 
their market. They think, too, that 
Washington Water Power has better 
public acceptance than the gas com- 
pany hence will have a more 
receptive audience once it starts the 
sales pitch. 

Most of Spokane’s homes are oil- 
heated. Leon Boyle of Boyle Fuel Co.., 
one of the largest heating oil distrib- 
utors in the area, wants to Keep it that 
way. “I believe,” he says, “the oil in- 
dustry is going to be smart enough 
to be competitive with gas regardless 


local 


does 


of price.” 


e@ Standard of California extended 
its Farmer’s Digest radio program to 
Fresno, Calif., this season. The Los 
Angeles and San Francisco daily farm 
programs have been on the air for 
more than 12 years 

Standard’s three farm editors report 
news and record interviews covering 
such varied subjects as prunes, range 
management and rice growing. Be- 
sides interviewing farmers, the editors 
call on Standard’s distributors. 

Standard reports that its field sales- 
men and distributors are enthusiastic 
about the farm shows because they 
generate “much good will with our 
customers, our agents and salesmen.” 


@ Footnote to baseball season open- 
ing: Seems Regal Stations people had 
bright idea of cashing in on San 
Francisco Giants excitement. Planned 
to whoop it up, sell “S. F. Giants” 
I-shirts for kids. Received 
shipment, tore it open, found caps and 
shirts lettered “New York Giants.” 

Made in Los Angeles, of course. 


Caps and 


e There are red faces at Standard 
of California somebody 
pushed the wrong button on Feb. 25. 

Somebody played “2/25/58” on a 
credit card billing machine and out 
went 200 bills for $225.58 

Standard didn’t have to notify the 
customers They notified 
Loudly Z 


because 


affected 
Standard 
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ONE OF THE MANY REASONS FOR DOING BUSINESS WITH NATIONAL CAD 









SIDES TO THE STORY 
AT NATIONAL CAN 


SEEN 


THERE ARE 








NATIONAL CAN = 
CORPORATION — 
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TOKHEIM 


MODEL 635 


ETERS 


Precision Measurement with Pre-set Control 
SIMPLIFIES TANK TRUCK DELIVERIES! 


It's just like adding a helper. Tokheim Meter 





record the totals of all the gallonage delivered. | 
Model 635 tends the truck while driver tends The extreme flexibility of Tokheim meters 


the nozzle. Set gallonage in advance—Pre-set makes them ideal for either single or dual instal- 


Control lets product flow at 40 g.p.m. Then, 
within three seconds of full delivery, it smoothly, 
automatically reduces to secondary flow of 11 
g.p.m. Gently cushions automatic stop—elimi- 


nates shock and strain on equipment. Exclusive, 


lations. Air separator and strainer are reversible. 
Ticket Printer is optional. And unit is equally 
efficient for tank trucks, bulk plants, airports or 
industry. Investigate Precision Measurement 


with Pre-set Flow Control today! See your Tok- 


lever-type wheel settings accurately measure and heim representative, or write factory for literature. 







General Products Division 


TOKHEIM CORPORATION 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
1650 WABASH AVE. SINCE 1901 FORT WAYNE 1, IND. 


Subsidiaries: Tokheim N. V., Leiden, Holland — GenPro, Inc., Shelbyville, Ind. 
Factory Branch: 475 Ninth Street, San Francisco 3, California 
In Canada: Tokheim-Reeder of Canada, Ltd., 205 Yonge St., Toronto, Ont. 


There is no substitute 
for TOKHEIM QUALITY! 


OKHEIM 
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What They’re Saying 





About using credit wisely . . . convention speakers 


changing spots . . . dangers of cost-plus pricing .. . 


cheating on credit cards... 


¢ Credit if used wisely will open 
markets and bring to people the fruits 
of production. Used unwisely it can be 
costly and even disastrous. It is im- 
portant that management recognizes 
the dangers as well as the opportuni- 
ties in the use of credit. Credit is not 
a panacea for all of the marketing ills 
of a business. It is not the answer to 
all the difficulties in the economy.” J. 
Allen Walker, general credit manager, 
Standard Oil Co. of California; presi- 
dent, National Assn. of Credit Men. 


6¢ We have more than enough govern- 
mental interference with our business 
today, and we certainly don’t want 
any more. I think it is axiomatic to say 
that once quotas regulating supply are 
imposed, it is but a short step to fur- 
ther regulation of prices and markets, 
and we will be in the middle of an- 
other government-controlled industry.” 
A. C. Rubel, president, Union Oil Co. 
of California. 


¢¢ Regulating gasoline prices on a 
cost-plus reasonable return [public-util- 
ity type regulation] is unrealistic be- 
cause that concept involves granting 
one company a monopoly in a guar- 
anteed market in exchange for fixed 
prices based on cost. The oil industry 
has many compan‘es competing in the 
same market and no way of establish- 
ing costs.” J. G. Jordan, marketing 
vice president, Shell Oil Co. 


¢¢ Gone is the fear by our suppliers 
that we are, banded together for the 
One purpose of making trouble and 
impossible demands. Gone is the fear 
by our members that we are controlled 
by any segment of our industry.” 
James E. Herriott, president, lowa In- 
dependent Oil Jobbers Assn. 

(See page 29 for more about Herriott.) 


66 We're supposed to accept credit 
cards for only petroleum products and 
lube jobs. So what do we do? We let 
the customer charge other work and 
we camouflage it. We’re not going to 
send the customer up the street to buy 
from somebody else.” W. G. Spengler, 
Jr., dealer, San Francisco, Calif. 
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C¢ The transformation of the average 
marketing vice president between the 
sanctity of a hotel room and the pod- 
ium is a marvel to behold. When you 
meet him informally, he is almost al- 
ways a charming, friendly, witty and 
wise man the kind of man who 
possesses the understanding and know- 
how needed to straighten out the in- 
dustry’s problems . their informal 
talk demonstrates all those virtues 
which their public utterances lack so 
conspicuously . The thing lacking 
is the “freedom.” Before a major can 
speak in public his words are generally 
cleared by the legal, public relations, 
labor relations and advertising depart- 
ments. By the time it is corrected for 
grammar, there is nothing left to 
say . . . Before competitors they 
“clam up” to hide originality. Before 
customers they create the impression 
of solid soundness, not ‘sparkle’. And 
ETA before an industry group it must 
be innocuous because there are jobbers 
present.” Samuel B. Wilkes, Crown 
Petroleum Corp., Hartford, Conn 


¢¢ The problem of subnormal markets, 
market by market, does not seem to 
be the unbranded or branded indepen 
dent—as has been the case in past 
years—but instead, in some cases, has 
been major company jobbers. Jobbers 
and consignees in such markets should 
be given some special consideration 
provided they are not involved in 
holding the price down and bleeding 
the supvliers.” Glen F, Nelson, Pioneer 
Oil & Coal Co., Fargo, N. D 


NPN‘s Saying-of-the-Month 





¢¢ There has been a scarcity of inspira- 
tional sales messages because we have 
been in an expanding industry going 
up with the economy. But we are 
nearing a plateau in that economy that 
will require more and more salesman- 
ship. Some extra sales effort can push 
us from a recession to better days 
And using salesmanship can boost oil 
consumption that will take us off that 
plateau.” Ollie F. Minor, 
retail sales, Shell Oil Co 


manager, 
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OPW 


universal joint action 


HOSE 
SWIVELS 





kinking 


tension 





short shank type 
for use on all 
conventional 
nozzles 





No. 
yas 


poy 


3-A 







long shank type 
for use on all 
automatic 
shut-off nozzles 


OPW 
tank fill-pipes easier to reach, 


Hose Swivels make gas 


hose much easier to handle, pre 
vent or reduce tension damage to 
hose caused by “stretching” to 
reach fill-pipes of cars not close 


enough to gas pump 


Get Bulletin F-43 today. 
OPW CORPORATION 


2735 COLERAIN AVE 
CINCINNATI 25, OHIO 
Kirby 1 5400 








LOVE FIELD e DALLAS, TEXAS 


-WARNER LEWIS 
SEPARATOR / FILTERS 
SELECTED BY 


ALLIED AVIATION FUELING COMPANY 


Warner Lewis Company separator/filters are 
being specified and installed at the nation’s 
newest airports. Highest efficienc y in the removal 
of water and solid contaminants and economical 
maintenance costs insure cleanest possi 
for new turbo prop and turbo jet aircraft. For 
information on a complete line of separator/filters 
for mobile and stationary installation write 
Warner Lewis Company, Division of FRAM 
Corporation, Box 3096, Tulsa, Oklahoma 


DIVISION O CORPORATION 


presentatives in all major cities 


1 Canada: FRAM CA 


BOX 3096 © TULSA, OKLAHOMA 





lowa Independents 





Good Times, Good Meetings 


JOBBER Jim Herriott’s experiment 
with an off-brand gasoline at a major- 
brand station caused the biggest stir 
at the latest meeting of the Iowa In- 
dependent Oil Jobbers Assn. 

Ihe experiment, which began the 
same day the convention _ started, 
ended a few days later—inconclu- 
sively. (For a report, see page 15.) 

[he lowa jobbers were in a good 
mood, for their 
good and the state is prosperous. Em- 
ployment is higher than a year ago 
in Des Moines, one of the few cities 
with that distinction. 

Features—A_ show-stealer was Le- 
Roy Schneider, Sun Oil jobber from 
Roanoke, Va.. 
examples how jobbers can use _ their 
ingenuity to build business and to 
outdo their major competitors. 

Ihe considerations that influence 
Socony Mobil to choose between 
jobber distribution and direct mar- 
keting were explained by Vern A 
Bellman, Socony’s marketing v.p. 

’anel Talks——-For the second year, 
an afternoon was devoted to panel 
discussions organized by Lyle Mun- 
son, executive secretary. One took up 
fuel oil in Towa. Another covered 
jobber farm distribution and the third 


was On jobber-dealer relations. 


business has been 


who gave a series of 


Considerable optimism came out of 


Vichigan Petroleum 





the farm session, led by W. H. Mil- 
ler, Indiana Standard’s assistant gen 
eral sales manager. Miller quoted 
figures reporting 1957 sales of farm 
equipment in lowa running 33 to 
150% ahead of 1956, compared to 
a national increase of 11°. So far, 
the trend continues in 1958, the re 
port said. Moreover, hog and cattle 
prices were expected to remain high 
throughout 1958 

The only selling point heating oil 
has lost to gas is its price advantage, 
said Robert Young, a Waterloo job- 
ber who called for a program to im 
press the public that “oil is still a 
modern fuel.” Charles Burkhardt, Oil 
Heat Institute of America, led the 
discussion 

The jobber can beat out the major 
in dealer selection, in communicating 
with dealers and even in financing 
dealers, said R. L. (Pete) Gripp, 
Mason City jobber. This is because 
the jobber can work more closely with 
the dealer, he explained. As an ex- 
ample of financing, Gripp’s company 
co-signed a note from the dealer. The 
company pays the bank and collects 
the payments from the dealer. Harold 
Drake, Des Moines dealer, and W 
P. Marquam, Pure Oil. completed 
the panel. Frank Breese, NPN editor 


was moderator 


Neither For nor Against 


MICHIGAN PETROLEUM ASSN., 
having gone on record some time ago 
in Opposition to S-11, may just. sit 
tight and voice no opposition to the 
bill. MPA’s executive committee took 
that stand at a recent meeting and 
decided there would be no opposition 
to S-11 unless the MPA board decides 
otherwise 

Ihe executive committee took a 
similar stand on the Business Practices 
Bill (S-1241), which National Congress 
of Petroleum Retailers introduced in 
Lansing at the same level. This bill, 
incidentally, is comparable in objec- 
tives to S-1] 

This oppositionless stand could be 
changed by the MPA board of direc- 
tors—but as it looks now, it may be 
some time before the board meets. 
Says one MPA spokesman, “Jobbers 
are just too busy for us to get a cor- 
poral’s guard together.” 

Here’s Why—The change in MPA 
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stand on S-I1 apparently stems from 
some of the supplier practices that 
have cropped up in Michigan in recent 
months. Among them ts the temporary 
price reduction situation 

At first the jobber absorbed 50% 
of any temporary tank wagon price 
cut. Then a few suppliers changed that 
to a 70-30 deal, with the jobber ab 
sorbing 30° of the price cut. By 
January 15 almost every supplier in 
the state had shifted to the 70-30 deal, 
and jobbers say that took some of the 
pressure off of them. But they are still 
teed off at 
price cuts 


suppliers on temporary 


[hey raise one big question: How 
temporary? By and _ large, 
Michigan jobbers are making whatever 
profit they get now on fuel oil, since 
the winter has been definitely on the 
Although 


markets are “clean,” subnormal areas 


long is 


cold. side. some gasoline 


are wiping Out most of the profits 


NEWS 


Associations 


Louisiana Marketers 





Charge to Majors 


LOUISIANA Oil Marketers Assn. has 
asked suppliers in Louisiana to take 
steps to upgrade the status of dealers 
A LOMA 
studying dealer 
May. Now it’s written all 


committee has been 
problems since last 

supplier 

division managers asking them to 

e Discontinue operating © service 
stations On a commission-type basis 
except in a few special cases 

e Stop allowing salaried bulk plants 
to sell oil and TBA products to in 
dividuals at wholesale prices 

e Study closer station building pro 
vrams, so overbuilding can be halted 

e Start a dedicated move to do 
something about “long hours” most 
stations now observe. 

The LOMA letter tollows a_ pre 
liminary report put out by its re 
search committee (NPN—Feb., p32) 
The letter blames commission § plans 
for reducing independent = deale! 
margins, which in turn has resulted 
in more dealer unrest and turnove! 

For example, the letter said, a com 
pany sets up a commission plan and 
allows a commission of 5.5¢ gal. on 
regular-grade gasoline, using a posted 
retail price of 32.1¢ gal. with its tank 
wagon posting at 26.6¢. But at the 
same time, the company will sell to 
dealers at 27.1¢, or O.5¢ gal. highet 

[his system, the committee con 
tends, is unfair and should be stopped 
It claims some companies use such a 
plan to “force” dealers into commis 
sion-type operations 

Suppliers and distributors alike, the 
letter continues, should put their 
houses in order in regards to selling 
products to individuals at wholesale 
prices. “Our industry has been lack 
ing In being a leader in establishing 
a sound merchandising method. We 
have hung to the rear and let other 
merchandisers hew the path while we 
have even been too slow to follow 

Station overbuilding and long hour 
have made the acquisition of dealer 
harder and harder, the letter says 

Ihe letter charges that much ove! 
building has resulted from every suy 
plier “thinking that he must be rep 
resented in every individual section of 
i city. When 
enough stations, then the other com 


a neighborhood ha 


panies should recognize and acknowl 
edge the fact that this is one neigh 
borhood in which it would be un 
economic to build 

“Too manv of us have taken the 
attitude that it is almost sinful and 
immoral for many retatl service sta 





Associations 





(Continued from page 29) 


tions to make a good profit. We 
mean $15,000 to $20,000 and more, 
net annually, before income tax.” 

But these are the kind of dealers 
the industry needs, the letter says, 
and there would be more of them if 
there were fewer service stations. 

Suppliers were also criticized for 
‘worrying too much about the in 
crease in business of the independent 
marketer.” Some independents “are 
here to stay, (and) there should be 
room for all of us » + bet as Be 
reminded that you do not find from 
one to four independent stations on 
an intersection nor bunched in any 
small section.” 

The committee adds 
tification” could be accomplished if 
all major suppliers d'scontinued selling 
independents at a lower price than 
they sell their own jobbers. 

“Many arguments for the practice 
could be put forth. But would these 
reasons stand the acid test of good 
business practice?” 

The industry has started eliminat- 
ing unprofitable “third-rate” stations, 
the letter says, but it could go a step 
further. “Let us do away with some 
of (these) second-rate stations. Let us 
concentrate and build our volume 
around the large-volume dealer.” 

The committee complains that some 

companies “force” dealers to. stay 
open late. It believes it is “seldom 
profitable to remain open after 7 p.m 
in the winter, 8 p.m. in summer. 
Ihe day is gone forever when we can 
keep on building more and more sta- 
tions for a low-volume bracket and 
find a ‘good old Joe’ to spend 15 
hours and more daily . and barely 
eke out a living.” 

Says the committee, “The industry 
desperately needs a_ healthy retail 
dealer. “Let’s give the dealer 
every protection he is entitled to 
After all, their lives are not like 
sponges to be squeezed, but like bar- 
rels to be filled.” 


“a lot of rec 


Oil-Heat Institute 


More Growth 


Membership in Oil-Heat Institute’s 
distribution division now stands at 
3,350, with 64 chapters. 

Bringing it up to those figures were 
OHI’s acceptance of Somerset County 
(N. J.) Fuel Dealers Assn., Niagara 
(N. Y.) Oil Heat Assn., and Del-Mar 
(Md.) Oil Heat Assn. as new chapters 
of the institute 
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Wisconsin Petroleum 





Talk Flows Freely—Both Ways 


TOP BRASS was featured in a lively 
panel discussion of jobber-supplier 
relations at the Wisconsin Petroleum 
Assn. meeting in Milwaukee: Harry 
Kennedy, Continental’s marketing vice 
president, and John D. King, Cities 
Service (Del.) marketing vice presi- 
dent. 

Panel Talk—Taxes are probably the 
jobber’s biggest problem today, King 
said. The high rate of income taxes 
reduces the sums a jobber should plow 
back into his business for growth. 
Inheritance taxes make it difficult for 
a jobber to perpetuate his business. 

Concern over pricing and margins 
was expressed by two jobbers who 
completed the panel, John Kaiser 
(Phllips), Eau Claire, and Lavern 
Schaetzel (Texaco), Germantown. 
Frank Breese, NPN editor, was mod- 
crator. 

“Old outmoded pricing mechanics 
must be flexible to change with market 
conditions,” said Kaiser. “No longer 
can one pricing formula be the only 
solution.” 

Schaetzel charged that suppliers 
seldom get at the heart of jobber 
problems. Kennedy replied that the 
situation is changing, with more dele- 
gation of authority at lower levels. 

How long can subnormal prices be 
considered temporary? “It is a ques- 
tion of fact, not of time,” replied 
Kennedy. “When the tank wagon price 
in a given area is too low in relation 
to refinery markets and in relation to 
tank wagon prices in surrounding 
areas, that is a question of fact. If 
the condition lasts two months or two 
years, the price is still subnormal, and 
the sellers’ profits in that area are 
reduced, if not eliminated. It is no 
fairer to say that after a_ certain 
length of time the supplier should bear 
the full cost of such a burden than it 
is to place the entire burden on the 
jobber.” 

Observers were impressed by the 
candor and directness of Kennedy and 
King because major company execu- 
tives seldom talk off the cuff in public. 
More effective was the fact that they 
talked freely about prices and margins, 
subjects that cause many major reps 
to freeze up. 

Lobby Talk—The recession is begin- 
ning to affect business in cities where 
layoffs have been heavy and _ plant 
production is off, some jobbers re- 
ported. On the whole, though, business 
is pretty good, they said. Complaints 


centered around “unrealistic tank 


wagon prices” natural gas competition 
and charges of station overbuilding. 

“It is about time the major suppliers 
begin to practice (the efficiency) they 
are preaching,” President Don Never- 
man said in his annual report. “The 
time has come for the majors to show 
their genuine interest in the jobber 
segment by action rather than words 
or generalities. They are continuing to 
build stations when their monuments 
of the past remain closed month after 
month and some have never been 
opened.” 

Ken King, executive secretary, re- 
ported this to be the best meeting, 
with the biggest turnout, since he has 
been on the job. 

The association plans to campaign 
actively for the formation of local 
oil men’s clubs throughout the state. 

The marketing segment is strength- 
ened when individuals know each 
other—distributors, dealers and major 
company reps—the association be- 
lieves. 


Tennessee Oil Men 





New Twists 


TENNESSEE jobbers have tried some- 
thing that was new for them in two 
ways. They put on a management in- 
stitute that lasted one day instead of 
two or more; and the whole program 
was prepared without the help of a 
university, the normal procedure for 
many jobber management institutes. 
Mrs. Elizabeth Walker, executive 
secretary of the Tennessee Oil Men’s 
Assn., reports success on both scores. 
The jobbers liked the one-day meet- 
ing because it kept them away from 
their business for less time. 
“Upgrading a Service Station” was 
the theme. Three major-company ex- 
perts discussed these aspects: finding 
and training a dealer; attracting cus- 
tomers; converting free services to 
revenue; how to make dealer meetings 
more effective, and how to get dealers 
to train attendants. The major com- 
pany officials were A. W. Goldsmid, 
Esso; B. W. Walker, Arkansas Fuel, 
and W. J. (Red) Herold, Atlantic. 
Fifty jobbers, 15 of whom had at- 
tended the first institute, were on hand. 
TOMA’s three-man education commit- 
tee; Stanton Tubb, president, and Mrs. 
Walker, set up the program. 
(Continued on page 32) 
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DRAIN 
VALVES 


Tight sealing 
and 
dry draining 


k 


LUYASAS 


Wheaton Type T-1540 
Drain Valve 


Liquid Handling 
Equipment by 


Wheaton 


precision pays 





Ea. ‘ 


Years of experience in the pro- 
duction of water draw-off valves 
for storage tanks has made tight 
sealing a built-in, dependable fea- 
ture of Wheaton Drain Valves. 

Type T-1540 pictured above 
typifies the precision of these 
fittings. A composition disc as- 
sures positive tightness and pre- 
vents leakage. A swivel poppet 
maintains even seating and mini- 
mizes wear on the disc. A steel 
body, with non-corrosive stain- 
less steel seat, provides excep- 
tional strength, fire protection 
and long service. 

Where precision counts, where 
tight-sealing valves are essential, 
Wheaton is the first choice—and 
your wisest selection for standard 
storage tank equipment. 


Extra strong —for 
extra long life 


Wheaton Type 470 Swing Joints 
are made of high tensile steel, with 
double flame-hardened ball races, 
to give you strong, long-lasting 
swing joints with high load-bear 
ing capacity at elevated pressures 

These swing joints are self 
adjusting under vacuum and 
pressure, and are available in any 
combination of threaded or 
flanged outlets, in 2”, 3” and 4 
sizes. As in all Wheaton Swing 
Joints, the packing seal is quickly 
and easily replaced without dis- 
mantling the swing joint or the 
piping installation 

This ease of maintenance, com- 
bined with exceptionally long life, 
makes Wheaton the buy in swing 
joints—a fact that is being 
proved repeatedly 


Send for Catalog No. 65, which describes the complete Wheaton Line 


WHEATON BRASS WORKS, UNION, N. J. 


Manufacturers of Loading Arm Assemblies, Swing Joints, Loading Valves, Storage Tank Fittings and Truck Tank Equipment 
For the Petroleum and Chemical Industries 


Foreign Manufacturers 


Emco Limited, London, Ontario, Canada + Emco Brass Mfg. Co. Limited, Margate, Kent, England 


Worthington Corporation, Rio De Janeiro, Brazil, S.A 


TYPE 470 


TYPE 470-FA 


“a 


TYPE 474-A _=¢ 


Wheaton 


the best by every standard 
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Serving the Eastern Seaboard from Maine to Florida 


39 


Another 
Father-and-Son 
RICHFIELD 
Distributor 
Team 


GEORGE SAVORY 


Company, Inc., Binghamton, N. Y., look over construction of 


and his son, Alan, of the Savory Oil 


their new bulk plant. They are typical of the many Father-and- 


Son teams operating as Independent Richfield Distributors. 


“Investing $250,000 in the future” 


says George Savory 


“My son, Alan, likes the oil busi- 
ness,” declares George Savory. 
“That’s why we are investing in 
our continuing growth as an In- 
dependent Richfield Distributor. 
Our considerable investment in 
this new pipe line terminal, office 
and warehouse with its 8 acres of 
land will provide for this erowth 
and a more efficient operation for 
many years lo come.” 

“Alan is a strong believer in the 
future growth of our company as 
a Richfield Distributorship. We 


are both extremely pleased with 


all the help and cooperation we 
get from the Richfield people, 
And 


| know the business is going to 


from the President down. 


continue to grow and flourish 
under Alan when he takes over 
the reins. Being an Independent 
Richfield Distributor has a great 


present, a greater future! 


dre you looking to the future? 
Look into all the advantages of 
becoming an Independent Rich- 
field Distributor with a big 
“name” brand. Write, wire or 
phone us now! 


RICHFIELD 


OIL CORPORATION OF NEW YORK 
708 THIRD AVENUE, NEW YORK 17,N.Y. 


NATIONAI 





Intermountain Oil Jobbers 





Spreading Out 


INTERMOUNTAIN © Oil 
Assn. is growing in number and area. 
Membership has almost doubled in 
the past six months and now totals 
nearly 60. Most of the increase comes 
from Oregon and Washington, where 
jobbers have joined on an individual 
basis. A special committee is studying 
a plan to grant each state representa- 
tion on the board of directors. This 
would give both Oregon and Washing- 
ton district status within the assoctia- 
tion, comparable to the Idaho, Nevada 
and Utah districts, each with its own 
chairman and district meetings. 

The Intermountain group — also 
talked about changing its bylaws to 
allow join. The final 
decision was to encourage consignees 
to form their own association for the 


Jobbers 


consignees to 


present and leave the door open to 
creating a consignee division later 
The jobbers mect during a seige of 
naturally was a 
conversation when 


price Wars so that 
favorite topic ol 
groups got together. Price upsets have 
been prevalent throughout the state 
for the last three 
jobbers worried that the end 


months, and the 
were 
still wasn’t in sight 


Missouri Petroleum 


Price Pickle 


WHEN MISSOURI Petroleum Assn 
met for its annual convention, the 
comparing 





jobbers started notes on 
depressed prices and price wars, the 
big problem in Missouri for a while 
now. Usually the news wasn’t good 
Many of the jobbers had reports that 
things are getting worse in their areas 
Other 

pressed 
areas throughout the state 

Farm credit collections occasioned 
a few gripes too, but generally the 
jobbers were in a pretty good mood. 
Despite the cold, attendance was good 

the biggest convention ever, accord- 
ing to Bob Hadlick, executive secre 
tary. 

The convention program included 
talks by Otis Ellis, general counsel of 
the National Oil Jobbers Council, and 
J. G. (Doc) Jordan, marketing vice 
president of Shell Oil Co. The business 
included the 
resolutions, five of 
previous stands 


jobbers had news of the de- 


prices spreading into new 


session passage Of Six 


them reaffirming 
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a pioneer in service station credit imprinting, 


CHARGA « CARD* SYSTEM 


The American Oil Company joins the lengthening list of progressive oil companie 
who are making their credit identification systems more profitable and practical 


Now Amoco’s Charga Card invoices will be automatically key punched after the 
number is ‘“‘read”’ and double checked for accuracy by Farrington’s exclusive, elec 
tronic SCANDEX* equipment. Only the astonishing uniformity and clarity of 
Farrington imprinting have made this electronic scanning of invoices practical 
Farrington’s custom designed imprinters, portable mount boxes and plasty 
Charga-Card tokens have become signposts of modern, convenient 


charg 
handling along America’s highways. 


*TM Reg. U.S. Pat. Off 


Scander unit 


Credit organizer 
and imprinter 


Charga-Card token. 


THE FARRINGTON MANUFACTURING COMPANY, Identification Division, NEEDHAM HEIGHTS 94, MASSACHUSETTS 
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More undercar clearance than 


ROTARY INTRODUCES A NEW CONCEPT IN LIFT DESIGN! 


Rotary leads again with a Roll-On Lift that will 
clear even the lowest of modern close-to-the-road cars! 

This new lift features an inside runway flange with 
a long, sleek taper which flattens out to a feather edge 
at runway ends. 


The taper begins 60 inches in from each run- 
way end, instead of the usual 24 inches or 
less on other make lifts. 


A car with only 3.6 inches of road clearance can be 
driven on the new Rotary Roll-On without damage to 
muffler, gas line or other low-hanging parts. 

This assures ample clearance for the new 1958 cars 
plus an extra margin of safety for still lower cars that 
are possible in the future. 


No other roll-on type lift offers as much 
clearance, regardless of box height, flange 
height or ramp length. (See Data Table) 


Now you need take no chances on a lift with the 
short flange taper which has been outdated by modern 
low cars. Rotary’s 60” flange taper solves the problem 
of car clearance for all time. 

This flange concept is so new that industry standards 
haven’t kept pace. In all other respects the new Rotary 
Roll-On conforms to CS 142-51, commercial standard 
approved by the Automotive Lift Institute. And the 
name Rotary, pioneer manufacturer of hydraulic auto 
lifts, is your assurance of quality and dependability. 

Specify the new Rotary Roll-On to be sure of a lift 
that can handle all present and future cars. Write for 
more information. 









































any other roll-on type lift! 


Compare Rotary Roll-On clearance 
with any competitive lift 


Road clearance car must have 
to be driven on lift 


Car Brand Brand 


ROTARY 
Wheelbase a. as 


Roll-On 
1.46” 


4.47” 
118” +.48” 
124” +.50” 
130” Roe 


Rotary Roll-On Lift handles the 


big cars and the small cars 
1.28” 


HOW TO READ TABLE: As in golf, the lowest score is the 
best. A 112” wheelbase car with only 3.6” road clearance 
can be driven on a Rotary Roll-On Lift without dam 
age. This same car would strike inside flanges of Lifts 
“A” and “B’. Note that the Rotary Roll-On is the only 
lift which can handle cars with less than 4” 


ance, regardless of wheelbase 





road clear 


ROLL-ON LIFT 


Product of ROTARY LIFT CO ROTARY ALSO MAKES 
Di ion of Dover Corporat ” 


} os . = Z 
Memphis, Tenn Chatham, Ontario > s 

ne , S 
First name in oil-hydraulic auto lifts—passenger and freight elevators 


industrial lifts Frame Pick-Up Lifts Free Wheel Lifts a Truck Lifts 





EFFECTS OF SENSITIVITY 


SENSITIVITY AFFECTS 


ROAD OCTANE NUMBER 


ALL GASOLINES 100 RES. O.N. 


ROAD OCTANE NUMBER 


SENSITIVITY = RES. O.N. 


ROAD OCTANE NUMBER 


MINUS MOTOR O.N. 


FIGURE 1 


VARY WITH 


COMPRESSION RATIO 


ALL GASOLINES 100 RES. O.N. 


SENSITIVITY 
a ey 4 
hee 


COMPRESSION RATIO 


FIGURE 2 


Sensitivity has new importance in 
relation to gasoline quality 


BY KENT HYATT 


Today these old and familiar terms of 
“sensitivity” and “road depreciation” 
have new significance for petroleum 
refiners. This is because advanced auto- 
matic transmission designs, changes in 
axle ratios and improved carburetion 
and fuel induction have increased the 
importance of motor method octane 
quality in determining the road per- 
formance of a gasoline. 

To refiners this greater importance 
of motor method octane ratings and 
sensitivity means additional complica- 
tions in blending gasoline stocks for 
optimum road performance and maxi- 
mum processing economies. 

One aspect of sensitivity which re- 


KENT HYATT is super 
visor of the road and 
electronics group inthe 
engineering division 
of the main Du Pont 
Petroleum Laboratory 
He is in charge of the 
sensitivity investiga 
tion described above 


finers must consider is illustrated in 
Figure 1. Here is shown a series of 
gasolines all at 100 research octane 
level. The road octane number of these 
gasolines decreases from 101 to 97 
when the sensitivity is varied from 6 
to 14. A further illustration of the ef- 
fect of sensitivity is illustrated in Fig- 
ure 2. Here again is a series of gaso- 
lines of 100 research octane number. 
It is apparent that for a given sensitiv- 
ity, the road octane number is raised 


with an increase in compression ratio. 
And as in Figure 1, at a given com- 
pression ratio, the road octane number 
increases as the sensitivity is reduced. 

In the near future we will try to il- 
lustrate how predicted compression 
ratio trends and related octane require- 
ments as a function of sensitivity, are 
used in predicting gasoline quality re- 
quirements. E. I. du Pont de Nemours 
& Co. (Inc.), Petroleum Chemicals 
Division, Wilmington 98, Delaware. 


See the "DU PONT SHOW OF THE MONTH" on CBS 


Tetraethyl Lead 


Ate us. Pal OFF 


Better Things for Better Living 
. « » through Chemistry 


NATIONAL 


and other 


Petroleum Additives 
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new you can equip 
el oil, gasoline and 
paviation trucks with 


— 0) HYDRAULIC 


ee 


roduct Delivery Systems 
for about the same epree as mechanical systems! 





\ ardmore 


HYDRAULIC SYSTEMS 
give you 


@ the recognized superiority of hydraulic 





systems at a new low cost 


@ maximum safety with nothing electric in the 
reel and pump compartment 


a LOW PRESSURE system that eliminates 
hydraulic operation problems 


the lighter weight and easier installation 
characteristic of hydraulic systems 


a product pumping system and reel drive 
that's as quiet as a kitten 


Here at last is a product handling system most every- 

one has wanted and waited for... a hydraulic system 

with all of its many inherent advantages... AT A 

PRICE ABOUT THE SAME AS A MECHAN- 

ICAL SYSTEM. 

The advantages of Ardmore Hydraulic Systems in- 

clude (1) simplified installation (no mechanical 

alignment problems) , (2) maximum operating safety, 

(3) smooth and adjustable control of product pump 

and reel operation and (4) reduction of maintenance 

to practically nothing. 

NEW BUT PROVED... Ardmore Hydraulic Sys- 

tems have been exhaustively tested over a period of 

two years in actual truck installations. Their per- ARDMORE PRODUCTS 
formance and dependability have been positively NORTHBROOK «+ ILLINOIS 


proved. Just write or telephone = we'll be delighted Telephone: CRestwood 2-5000 
to give you complete information. 


Designers and manufacturers of Ardmore hose reels and Ardmore hydraulic systems 
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‘AC SELLING SLANTS 


ACS BIG 


National Magazines 
Striking full color, full page AC Spark 
Plug and Oil Filter ads will carry the 
“Spring Into Action’’ theme to the mil 
lions of readers of “Life,’’ “Look,” 
‘Saturday Evening Post’’ and 
“Reader's Digest.” 


SPRING INTO ACTION.. 


“SPRING INTO ACTION” CAMPAIGN WILL 
RECEIVE POWERFUL NATIONAL ADVERTISING SUPPORT 


Billboards 


“Spring Into Action with AC Spark 
Plugs and Oil Filters”... on over 5000 
billboards, in every marketing area of 
25,000 population. Millions of motor 
ists will see these AC Action reminder 
messages daily 


Call your AC Supplier now— 


Television 
Bright, attention-attracting “Spring 
Into Action” AC Product Commercials 
on ZORRO, AC’s network TV show on 
ABC-TV. Viewers will be urged to 
“Spring Into Action” and visit their 
nearby AC Dealers 


Point-of-Sale 
Your point-of-sale display includes an 
action-packed windowtrim that quickly 
identifies your outlet as AC Action 
Headquarters, and reminds your cus- 
tomers to get their cars serviced for 
the upcoming big driving months. 


AC SPARK PLUG # THE ELECTRONICS DIVISION 
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OF THE MONTH ! 


.. ENTER ACS BIG 


for Your Selling Slants! 


1001 AWARDS T0 AC DEALERS 
in the national “selling slants” competition 


Yes, during April and May, the hunt will be 
on... for selling ideas used by you in con- 
nection with any AC Product. 


Any service station, repair shop operator or 
car dealer is eligible. Nothing to buy to enter 

. just submit your special spring service 
promotional plan which ties in the sale of any 


1000 eTHTRS Caton 


17 anon 


ENR 
Sara / 


WATCHES /... 
\\ 
snesetise aot 


$92.50 


j 


A\ \\ VS. 


AC Product (including ( 
official entry form. Your 
a $10,000.00 U. S. savi 
Call your AC 
details, including your off 


supplier 


containing the 
“Spring Into Action” 


GRAN 


2 $i 


\ is \" 


WN 





oerit ? 


official e 


suide Lamp) on an 
idea could be worth 
ngs bond! 

today. He has the 
icial 1001 Dealer Kit 


ntry and your big 


point-of-sale display. 


) AWARD 


0,000 


canals BOND 


plus 


ar 
a cash aw 
30S 
for tax PUTT 


—get your Official Contest Kit today! 


OF GENERAL MOTORS 
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Watch Walt Disney Studios’ Z¢ 


DRRO every week on ABC-TV 





‘AC SELLING SLANTS 


During April and a — 


prind in 


With these THREE Big 


SPECIAL OFFER... The AC Spark Plug Service Tool Kit Worth 
$26.56 is yours for only $13.21* in this promotion. 


The new AC Spark Plug Tool Kit is your answer to those 
tough, time-consuming spark plug removal and installa- 
tion problems. 


Here’s more good news ... you can obtain this valuable 
kit of service tools for less than one half its retail value 
by purchasing the AC FM-36 Promotion Package along 
with an order for any 48 AC Spark Plugs. 


FM-36 PACKAGE INCLUDES: 


e@ High Quality AC Spark Plug Tool Kit (Shown at left) 
* One 8-Pack of AC Spark Plugs (Type 85TS) worth $8.24 


which, when sold, reduces your initial investment of 
$21.45 for the FM-36 Package to the low net of $13.21. & 


Special AC Adapter Wrench e '%." Deep Socket with 
3” Extension Rubber Retainer 
6” Extension © %”" Deep Socket with 
WATCH , V4" Deep Socket with Rubber Retainer 
WALT DISNEY ’ ; Rubber Retainer e ¥" to Y2" Adapter 
STUDIOS’ ZORRO 
EVERY WEEK d PLACE YOUR ORDER NOW. OFFER IS LIMITED! 


ON ABC-TV AC SPARK PLUG S&P THE ELECTRONICS 
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OF THE MONTH ! 


to Action! 


AC Product Promotions! 


SPECIAL OFFER .-..New AC Fuel Pump Promotion featuring 
(Man’s) Sunbeam SHAVEMASTER 


First time ever offered in a promotion... the nationally advertised 
Sunbeam Blade-Electric SHAVEMASTER that’s sold at retail 
for $29.95. It’s yours with the AC Fuel Pump FM-39 Promotion 
Here’s what you receive when you order any 8 new AC Fuel 
Pumps and the FM-39 Promotional Package for regular price of 
the 8 pumps, plus $19.95 

e Sunbeam SHAVEMASTER Nationally Advertised at $29.95 
e Popular New AC Fuel Pump (Type 529) worth $15.45 


e AC Flexible Line (Type GL-125) worth $1.90 


Promotion Details: 
: Your net cost 
Your Initial Cost...... 1‘ - 
You recover 
Sale of Pump....... 


Sale of Line 


Core Value of Replac ed Pump...$ "65 $] 95 
Total Recovery.... >| ) : 


SPECIAL OFFER .. . Rebuilt AC Fuel Pump Promotion featur- 
ing (Lady's) Sunbeam SHAVEMASTER 


...a low 


at $15.95, 


P i A beautiful companion gift for your wife . the striking 
ij ; Lady Sunbeam SHAVEMASTER nationally advertised 


Just order any 8 AC Rebuilt Fuel Pumps from your AC Sup- 
plier. Ask him to include the kM-40 Promotional Package 
for an additional cost of $11.95 and here’s what you'll receive: 


e Lady Sunbeam SHAVEMASTER Nationally Advertised 


at $15.95 
e Rebuilt Popular AC Fuel Pump (Type 2529) worth $9.10 


e AC Flexible Line (Type GL-125) worth $1.90 


Promotion Details: 


I ¢ 
4 ) 


Your net cost 


a low 


$95 
CALL YOUR (23 SUPPLIER &TODAY 


DIVISION OF GENERAL MOTORS 
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‘AC SELLING SLANTS 


More news from (AC). ia another (AC) first! 


“Spare-Pac” Promotion | 


for selling more and more 


Marine 
Spark Plugs 


a 


Plugs can be separated without disturbing 


waterproof plastic covering. —> 


jl 


ad 7 a 
N E \ V Handy Container for © 
‘““Spare-Pac’’ AC Merchandiser 


Especially designed so that “Spare-Pac’”’ AC Merchandiser 
can be folded into it easily and compactly for shipping to you. 


PARK PLUG MARKET...DURING THE SEASONA 
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N EW Plastic Bubble 


“Spare-Pac’”’ AC Merchandiser 


Each plug sealed separately in water- 

proofed, transparent plastic enclosure. 

Fight plastic-enclosed plugs mounted on a 

ecard hanger that carries a selling message. 

Cards are perforated for convenient tearing-off of 
individual plugs ... you can sell one to eight. 
You can hang the “‘Spare-Pac’’ Merchandiser in a 
traffic area... where every customer can see it. 
It encourages impulse buying ... and 

the carrying of extra spark plugs... by all 

types of boating enthusiasts. 

Customers will quickly realize that plastie 
enclosures are ideal for tackle box storage. 





Three Ways to Boost Your Sales Still Higher 


Reminds your customers to buy 
AC Marine Spark Plugs from 
you ... whenever they're in 
your place of business. Place 
it near the AC ‘Spare-Pac” 
Merchandiser to land the 
greatest number of impulse 
buyers. The display is availa- 
ble free to all AC Marine 
Spark Plug dealers. 





NEW Handy Catalog 


of ne Marine Spark Plugs 


Now you have all sizes and 
types of AC Marine Spark 
Plugs listed in one handy, 
-to-use catalog. You'll 
wnt ciety bere 9. 


i rT) need this information just to 
Se , 

handle your marine spark 
plug business. 





‘ 





AC SPARK PLUG > THE ELECTRONICS DIVISION OF 


ORDER 
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NEW Eye-Catching AC Marine | NEW cotorful AC 


Spark Plug Point-of-Sale Display 


Marine Spark Plug Decal 


Quickly identifies your place 
of business as headquarters 
for AC Marine Spark Plugs. 
It'll help you get your share of 
this fastest growing spark plug 
market. Available free to all 
AC Marine Spark Plug dealers. 





® These three AC Sales Promo- 
tion pieces are available free to 
all AC Marine dealers. Ask your 


AC supplier for details. 


Watch Walt Disney Studios’ 


GENERAL MOTORS 
ai sal ii ZORRO every week—ABC-TV 














ee ee Sth 4 RESIN RAID, 





THE “OVERHEAD DOOR” Panoramic Aluminum Doors in 
this Toledo, Ohio station provide the utmost visibility for 
men working inside . . . always look right to customers. 























in Fort yore coe sag Florida, seinetitens of The “OVER- 
HEAD DOOR” add to the smart, modern appearance of 
this station—assure owners of fast service when needed. 
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This attractive service station in Atlanta, Georgia 


attains an outstandingly smart, clean look with The 
“OVERHEAD DOOR” Panoramic Aluminum Door. 


stations are equipped with 





Never before in history has one product received such 
wide acceptance in the petroleum field. All across the 
nation, The “OVERHEAD Door”’ is the favorite where 
attractive appearance, easy operation, and proper in- 
stallation and service are desired. 

Today, the new and better Panoramic Aluminum Door 
is sweeping the field for service station installation! And 
the reasons are simple: it improves the attractiveness of 
the station, increases visibility, is light and easy to oper- 
ate! Every bit as important . . . the distributor of The 
“OVERHEAD Door’”’ is always ready, willing and able to 


By 3 to1...the leaders of the petroleum 
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provide service when needed, with new parts available 
within 24 hours in case of accidental damage! 

Follow the lead of other progressive service station 
. specify The “OVERHEAD Door” when you 
are planning new stations. And be sure to order The 
“OVERHEAD Door”’ for replacements 


operators . . 


it’s the door 
that helps make service stations as modern as tomorrow! 


OVERHEAD DOOR CORPORATION 
General Offices. Hartford City 
N.Y; Hillside, N. J 
facturing Dwwistor 


Ind. « 
Lewistown, Pa 


Dallas, ‘Te 


Manufacturing Distributor 
Marion, Ohio, Nashua 
Portland, Ore In Canad 


Cortland 
H.« Manu 


xas Oak ville 


Ont 


industry prefer The “OVERHEAD DOOR” 


45 








Sales offices in Los Angeles and Richmond, Calif. « Houston, Tex 











Rain or shine...Protected stations 
pump more gallonage...sell more TBA 


Motorists just naturally prefer to pull into a sta- 
tion like this. Regardless of the season or the 
weather they can drive in and get out of their cars 
in comfort under a protective canopy. And when 
they do, gallonage goes up and TBA sales in- 
crease. You avoid those depressing, foul-weather 
sales slumps. 

Protected stations offer other advantages over 
“Open” stations. Employees can work faster, more 
efficiently —render better service because they, 
too, are protected from the weather. Valuable 
equipment lasts longer, requires less mainte- 
nance because it is sheltered. 

Profitable stations like this can be built eco 
nomically with mass-produced Butler building 


components. Pre-engineered Butler structural 
frames and roof panels eliminate costly design 
and custom fabrication work. They are precision 
made to permit fast erection. 

The versatile Butler Building System that cre- 

ated this distinctive service station, is the same 
system of building that the oil industry has used 
to build fire-safe, weathertight offices, ware- 
houses and garages economically 
to the Gulf of Mexico. 
For full details on how to build protected stations like 
this, that attract more business, enable you to operate 
more profitably the year ‘round, contact your Butler 
Builder. He’s listed in the Yellow Pages under ‘‘Build- 
ings” or ‘Steel Buildings.’’ Or write direct. 


from Canada 


BUTLER MANUFACTURING COMPANY 


“24, pagywe” 


¢ Birmingham, Ala 


Cleveland, Ohio © Pittsburgh, Pa. * New York City and Syracuse 


7454 East 13th Street, Kansas City 26, Missouri 


Manufacturers of Buildings © Oil Equipment ¢ Farm Equipment ¢ Dry Cleaners Equipment © Outdoor Advertising Equipment ¢ Custom Fabrication 


¢ Atlanta, Ga. * Kansas City, Mo. *© Minneapolis, Minn. ¢ Chicago, Ill. © Detroit, Mich 


* Boston, Mass. * Washington, D. C. © Burlington, Ontario, Canada 
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_ Bowser |()() series 


features new 
XACTO METER IMPROVEMENTS 


12 new design features .. . 







. offer convenient dry dial calibration 






. insure dependable, trouble-free performance 






. « « provide exceptional accessibility . . . increase efficiency . . . 
and perform with even greater XACTO accuracy. 













HERE’S PROOF OF XACTO 
METER SUPERIORITY 


THIS ‘0.00: sate 
aR 
6 - ‘ 
‘ 





1 Gear train is gasoline lubricated. 


2 Bronze valve assembly features low friction drag .. . is 
self-lapping for positive seal. 


3 Port plate is precision lapped to provide positive seal 
-.. Minimum wear. 





4 Teflon cup sealed vertical pistons are impervious to 
moisture . . . inert to petroleum fuels . . . and self- 
compensating for wear. 


Neoprene O-ring seal insures dry calibration. 
Bottom outlet is self-purging. 


5 
6 
7 Sealing set screw certifies pin-point calibration. 
8 Baffle plate permits effective air elimination. 

9 


Top inlet creates centrifugal action permitting thorough 
air removal. 


10 Bearings located on valve drive shaft reduce shaft 
wear... increase bearing life. 


11 Spring tensioned lifetime composition packing compen- 
sates for wear . . . insures leakproof seal. 


12 Exclusive slow-down chamber provides complete air 
separation before measurement of liquid. 


—— 





a b= “4 


BOWSER, INC., 1301 E. CREIGHTON AVE., FORT WAYNE, INDIANA 
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Co.or 
Color for positive 
identification! 
Samples on request. 


Lead Terminal Insulated Cable 


£ 
wee 


Lead Terminal Strap 


48 


MERCHANDISING QUALITY 


Merchandising to fit your specific needs! Plastic insulation! 7 times more 
Complete sales programs for use at the resistant to abrasion— impervious 
retail level! to oi!, grease, solvents 


Take advantage of Crescent’s years of experience in supplying 
leading marketers. Ask us to demonstrate what we can do for you. 


“STHE CRESCENT COMPANY, INC. 
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Now you can do this 
two miles down! 


Percussion hammer developed by Guif 
drills up to four times faster! 

















The common method of drilling is shown at left 
with Gulf’s new hammer drill at right. It is ex 
pected that drilling speed will be increased up to 
4 times when the new method is put into use. 


The problems encountered in the search for oil are the drilling mud circulates through the mechanism, 
many and various and one of the most frustrating is it drives a 200-pound hammer, delivering 600 or 
this: How can you drill straight down and fast? more strokes a minute, on the attached bit. 


Now, since you can’t send a man down with a Result: Drilling speeds may double or quadruple in 
percussion drill, what’s the next best thing? To send the hardest oil field formations. Not only that, but 
the drill down, of course. And Gulf scientists, at the straight-line drilling is now possible since the bit 
Research Center in Harmarville, Pa., have devised will no longer veer off slanting rock formations. This 
a way to do just that. It took a long, long time... solves the costly problem of the crooked hol 
but they did it. So, here it is. A tool designed specifically for hard 
First, they developed the drill itself. It consists of a rock drilling, which is expected to provide savings 
reciprocating piston and cylinder arrangement for in money, time, and maintenance. The new drill is 


lease and arrangements are now 


delivering percussion blows against friable (or brittle) about ready for re 
rock encountered in tough formations. under way to make it available to the industry 
The device is encased in a cylinder about 19 feet One more step in petroleum progress—one more 
long which hangs at the end of the drill string, with scientific advance with an ultimate public benefit 
a conventional roller bit fastened directly below. As This is, indeed, the industry that looks to the future 


Gulf Oil Corporation, General Offices, Pittsburgh, Pa. 
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O-LITE 


RESISTOR SPARK PLUG WITH 


POWER TIP 


NOTICE! 
You need only 7 Power Tip 


numbers to cover most of 


BUICK 
1949-53 Except V8 
1953-55 V8 All 
1956-57 V8 All. 


your customers’ cars* 1958 V8 Al 


1953-56 V8 02 
i SP 
1958 V8 Coronet & RoyalAGR42 
1958 V8S. Wag. & Cust 


Royal 
1956-58 D500.............AR42 


| 


CX) (A / 
— a Receeeeeen 
Fone —/ = 
ee = we 
NASH OLDOSMOBILE 
1946-56 O.H.V. Engines RIO OL ccussccienavacvame 
4%” Reach......20++++A82 1955 
1953-57 O.H.V. Engines SPGUUO WU sin vedscncsvncote 
Ihe” Reach.......... AL82 


1955-57 O.H.V. Engines 
¥,” Reach 


FORD HUDSON 
1952-54 6 Cyl. O.H.V....... AL82 1955 V8 6” Reach 
T9088 VE ORNs co cesises AL82 1955-56 V8 %” Reach 
1955-56 All 6 Cyl., V8 & 1955-57 Metropolitan 
T-Bird 8 1955-56 Rambler AL 
1957-58 6 Cyl. & 292 Cu. In. 1956 Hornet Spec. V8.... 
v8 1957 ~— All Exc. Metro 


PACKARD PLYMOUTH 


1955 V8 7/6” Reach 1955-57 V8 
1955-56 V8 %” Reach 1958 
v8 AL 


New wall chart specifications are now available showing the one 
Power Tip number recommended to give top performance for each model 


Now you can reduce your spark plug inventory and 
still cover over 95 per cent of your customers’ cars with 
just seven numbers of Auto-Lite Power Tip. Power 
Tip, engineered by Auto-Lite and proved in millions 
of American cars, is unexcelled at delivering peak per- 
formance at all speeds. 


Dealers who have used Power Tip know that it’s the 
safe choice for today’s higher-horsepower, higher-com- 
pression engines. That’s the reason more and more 
dealers are going to Power Tip exclusively for V-8’s 
and other overhead-valve engines. Auto-Lite Resistor 


Spark Plugs with Power Tip are original equipment in 
all 1956, 1957, and 1958 Chrysler Corporation cars with 
overhead-valve engines and must be used for replace- 
ment if satisfactory performance is expected. 


Power Tip takes the “‘guesswork”’ out of spark plug 
selection because it “‘fires up’’ at all speeds ... from 
slow-speed city traffic to high-speed highway driving. 
Install Power Tip in your customers’ cars and be sure 
of complete customer satisfaction on every tune-up 
job. Stock the seven Power Tip numbers today! 

THE ELECTRIC AUTO-LITE COMPANY «+ TOLEDO 1, OHIO 


POWER TIP...the first spark plug 
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CADILLAC 


1949-54 V8 1949-53 


1955 1954-57 6 Cyl. & V8 
pk See 
1953-58 Corvette 


1956-58 V8 1958 


IMPERIAL 
1957-58 V8 All 
. 1955 
1956-58 V8 All 


CHEVROLET 


LINCOLN 
1952-54 V8 0.H.V 





CHRYSLER 
1951-53 V8 All 
1954 1955 
1955 V8N.Y. & Imper..AGR52 1955 V8 (Fireflite S21)...AR52 
1955-56 V8 Windsor... -AR52 1956 V8 Exc. Advent 
1956-58 V8 N.Y. & imper.. "AGR42 1956-58 Adventurer........AR 
1957-58 V8 Winds. & Sara...AR42 1957-58 V8 All 
1955-57 V8 C300 Series. . .AGR42 
1958 V8 C300 Series... AGR32 


1952-54 V8 All. .AR82 
V8 (Firedome $22). AR82 


MERCURY 
WO Witasececcetcancds 
PE Wiese chen scscens 
TOGEOS VGscedesvcccccsess 


1956-58 Continental........ 


PONTIAC 
1955-58 V8 


RAMBLER 
1957-58 6 & V8 with 0.H.V..AL82 


STUDEBAKER 
1951-57 V8 Exc. Golden 
Hawk.. .. -AL82 
1956 V8 Golden "Hawk. .AG52 
1958 + V8.. . ALB2 


*Auto-Lite RESISTOR Spark Plug with Power Tip, recommended for long plug life and suppression of radio 
interference, can be used in place of all STANDARD Power Tip applications shown in these specifications. 


. NOSE 4 
hahaa yy 
VW¥eyEN 





HOT GASES 


POWER TIP IS HOT AT LOW SPEEDS! At low 
speeds, the projecting Power Tip is in the 
thick of combustion where it gets hot 
quicker and stays hot to burn fouling 
deposits away clean. 


COOL AIR-FUEL MIXTURE 


POWER TIP IS COOL AT HIGH SPEEDS! At 
higher peeds, the projecting tip 1 n the 
path of the incor air-I 

here it sta 


IF IT'S NOT AUTO-LITE, 
IT’S NOT POWER TIP! 


ignition-engineered for today’s engines! 


1958 
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There Are Many Important, 
Aluminum Tank Value Only 


The unique Fruehauf aluminum welding process is only ONE 





Fruehauf aluminum 

tanks are stronger and 

tighter at the welds 

because of the machine 

SEMI- welding process employ- 
AUTOMATIC ed in all longitudinal 
welds and the 2-pass 

SEAM WELD / semi automatic process 
/ employed in circumfer- 


f ential welds. All seams 
f are continuous, as well This magnified section of 
ac > - ¢ ‘ ‘ . yi ins 
AUTOMATIC as butt welded, freed an automatic longitudinal 


/ entirely of foreign mat- weld shows the _ perfect 
SEAM WELD . ter, perfectly fused, and fusion created by Frue- 
doubly tested for extra hauf’s automatic, single 
strength. These seams pass machine welding 
are built for durability! process. 


THERE’S A COMPREHENSIVE LINE OF PROFIT-MAKING FRUEHAUF TANKS WITH EXTRA BUILT-IN VALUE 


Round and oval aluminum Stainless gasoline and chemical Steel gasoline and chemical Steel and aluminum hot commodity 


For Forty-Four Years—More Fruehauf Trailers On The Road Than Any Other Make! 
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Profit-Making Elements Of 
Fruehauf Can Give You! 


example of the extra worth and earning power of Fruehaufs 


Automatic welding is just one of many impor- 





tant, dollar-saving features in Fruehauf 
liquid transports. 


Fruehauf aluminum tanks, for example, 
contain more rugged, extruded aluminum 
reinforcements than any other. They offer the 
most complete protection of all standard 
aluminum units for manholes and piping, and 
more standard safety equipment, such as 
vapor proof wiring conduit. They are con- 





structed of the highest strength aluminum 
alloy, and contain the easiest-to-remove fasten- 
' tr a : . ings, all of which are cadmium plated. 

The “inside story” shown in this cut- 

away gives ample proof of the solid Throughout its entire line of lightweight, 
huskiness of the new Fruehauf alumi- 
num tank. Framing is full length —top 
and bottom. Bulk and baffle heads are : 
reinforced—have sturdy head braces. wealth of such extra-safety features —so that 
Welds are extra-strong—-developed by you can take out a maximum of extra earnings, 
a new Fruehauf process. extra dependability, extra durability. 


high-capacity aluminum, steel, and stainless 
steel Tank-Trailers, Fruehauf builds in a 


This partial inside view 
of a Fruehauf alumi- 
num gasoline transport 
shows the extra, welded 
cross-bracing over 
the coupler, for extra 
strength and durabil- 
ity. Similar reinforce- 
ment is provided over 
the transition and un- 
derconstruction to ob- 
This magnified view of a sorb added stress or 
semi-automatic, circum- strain at these points. 
ferential weld shows the All heads are dished, 
perfect fusion created by flanged, and reinforc- 
Fruehauf’s inside and out, ed with two vertical 
double pass, butt welding pressed aluminum brac- 
process. es as well. 


Es 
World's Largest Builder of Truck-Trailers 


FRUEHAUF TRAILER COMPANY 
10948 Harper Avenue e Detroit 32, Michigan 
"4 J E 4 AU i PLEASE SEND DETAILED LITERATURE, AT NO OBLIGATION, ON 
THE TYPES OF FRUEHAUF TANK-TRAILERS CHECKED: 
Aluminum Steel Stainless Steel 
TRAILERS 


COMPANY 
ADDRESS 


CITY 
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More proof that good men can “Grow with Texaco’ 


TEAMING up with Texaco last year has already 
paid off for the Barney Holland Oil Co., of Fort 
Worth, Texas, 

The company 


started 


and their 50 Dealers. 
has been in successful opera- 
1928. Yet, in less than 


six months after switching to Texaco, its 


tion since it in 
through-put in 50 Dealer outlets has increased 
by a whopping 28 per cent! 

“We are very happy to be connected with a 
Vice 
President Barney Holland, Jr. ““Texaco products 


national organization like Texaco,” 


says 


SUCCES OPERATORS: Pt 


, Jr., head up t 


SFUI 
on, Barne 


gasoline motor transport 


esident 


, One 


company 


oll 


’ 


are so well known, and so good, that it makes 
our job of selling easier. We benefit from Texaco 
national advertising —Texaco is the only petro- 


leum company selling its complete line in all 


48 states. 

“Our Dealers are glad that we made the change. 
I’m sure they would advise any man wanting to 
go into the service station business to get a 
Texaco station. And our experience indicates 
that it isa wise move for a Distributor to change 


to Texaco.” 


Jarney Holland and his 
They operate three 


| transport and two trucks 


for delivery of other Texaco products to their fifty outlets. 


99 40 98 6 ED >. 
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THEY’RE GLAD THEY SWITCH 


a, 


“OUR BUSINESS has picked up greatly,” 
says Dealer Norman Brannan, Fort 
Worth. “The Texaco sign 
us new trade, and our old 
are glad we changed brands.” 


Su-p) 
has brought 


customers Fort 


NATIONAL PETROLEUM NEWS 
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“QUR CUSTOMERS 


gasoline,” 


increé 


ED! 


doubled 
Dealer 


W ho rat 


“My BUSINESS h: th 
nce we went with Texaco,” say 

W L MeCoy, Fort Worth, 

been in bu r 30 years. “Texaco 


product 


pre fer more an 
over our To? 
Say Dealer 


Worth. “Credit Car 


Sept 


cme 


ine fo 


ised 15% Ince ire well known.” 


Why there’s a solid future with Texaco 


HERE are 6 reasons why Dealers and Distributors grow at 


Texaco: (1) Petroleum products known and accepted by 


car owners in all 48 states. (2) Biggest national advertis- 
ing program. (3) Dramatic point-of-sale promotion mate- 
rial. (4) The only petroleum credit card honored under one 
18 


(5) The right retailer 
(6) The 


sign in all states and Canada 


policy ... Texaco doesn’t compete with its Dealers. 
best opportunity to cash in on “touring” business, because 
at to 
Thi 


58.000 other Texaco Dealer 


Texaco customers home like top at Texaco stations 


when on the road means that each Texaco Dealer has 


helping him. 


Texaco offers a solid 


No Ql ESTION ABOUT IT, 
Proot: 
10 ve 


future to good men. 20.096 Texaco redtico 


with u 
1D 


or 
1)i 


Dealers have been ar more, 


and some more than 683 trib 


with u 
15 


Deen ar 


utors have 


some more than 








CAPACITY RATINGS 








WHY THE CRANK CONTROLLED ROTOR MEANS 
BETTER MEASUREMENT FOR YOU 


FEWER PARTS 


linkage 


friction bearings combine to produce 
greater flow rates and longer life. 


controls 


A simple crank linkage now maintains 
positive control and permanent timing 
over the measuring vanes in Rotocycle 
meters. The advantages in this construc- 
tion translate into: 


HIGHER CAPACITY RATINGS—Rotocycle 
meter ratings have been increased approxi- 
mately 20% in all sizes. 


LONGER LIFE—Fewer parts and many less 
wear points mean longer meter life, easier and 
more economical maintenance. 


PERMANENTLY TIMED—There is only one 
possible way to assemble this new rotor and 
this method automatically positions the vanes 
for correct timing. 


QUIET OPERATION—The new, balanced crank 
and link construction eliminates all objection- 
able noise. 


Write for bulletin describing Rockwell 
Rotocycle meters in full detail. 
Rockwell Manufacturing Company, 
Pittsburgh 8, Pa. 


YOU GET ALL THESE ADVANTAGES 


and POSITIVELY TIMED 


anti 


crank 
sturdy 


Simple 
and 


In assembly, the 
flat of each control arm engages a 
mating flat on each vane. Parts are 
permanently locked for correct timing 


CONVERSION KITS AVAILABLE 
Earlier model Rotocycle meters can 
be converted to new crank control 
by economical conversion kits. 
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GO UP 


IN ROCKWELL (070/06 METERS 


WITH CRANK CONTROL 


100 200 300 


10 ——— —~—<$<$—< —__;,—_—_—_= r r 
EB 400 gpm | | 1000 gpm 


normal capacity [— = normal capacity [F 








20 }——_-—— 

















+—_—_———_—_+- 








80g 600 gpm 


normal capacity 























Model 400 Rotocycle 
80 gpm. min. to 400 gpm. 
normal capacity 














120 gpm 


minimum 











Model 600 Rotocycle 


120 gpm. min. to 600 gpm Conservative Ratings 


normal capacity The “normal” capacity ratings shown above are 
well below the maximum capacity at which each 
model Rotocycie meter will operate. The term 
“normal” was chosen to describe the operating 
ceiling at which each model meter will perform 
durably and accurately over long periods of 
time. The excess capacity built into every Rock- 
well Rotocycle meter is, of course, a highly 
desirable safety factor. 








é = 
200 gpm 
minimum 








Model 1000 Rotocycle 


200 gpm. min. to 1000 gpm. 
normal capacity 


ROTOCYCLE METERS 


NOTE: The three types of registers— another fine product by 


printing, large reset and non-reset— 
shown on meters above are all inter- ir? O ( Me Vs a i i 
changeable on all model Rotocycles to 


suit the needs of the service. 
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FOR YOUR NEEDS 


~ 


baad 


J 
4 % sf 
e Button on top of handle 4 fn i 


controls motor 











e Tripping lever for locking 
or releasing arm 


e 180° swing permits deliveries from 
either side; 5 locking positions 


e Adjustable arm extends from 
14% to 23 in.—fits any size ree 


e Removable pulleys make hose replacement 
easy, without removing nozzle 





Fully adjustable hose guide cuts delivery time, lengthens hose life 


More deliveries per hour! Less wear and tear on hose! 
Guided unwinding and level rewinding! You get all these 

on new or old trucks—with the Philadelphia Valve 
hose guide! Ball-bearing rollers can be removed to per- 
mit replacement of hose and the symmetrical rollers can 
be inverted to double the life of the flange. Arm swings 
out of the way when traveling, locks in any one of five 
positions when in use. Adjustable arm length permits its 
use on any size reel, guides hose around corners of 
truck. Unit weighs only 14/2 Ib., withstands a 500-Ib. pull. 

Rugged construction means long life that virtually 
assures freedom from replacement costs. Control wires 
are fully enclosed to prevent cutting by hose. Write to 


us or your distributor for full details 


PHILADELPHIA VALVE COMPANY 


DISTRIBUTORS 


NORTHEASTERN PETROLEUM SERVICE & SUPPLY, INC., 37 BROOKLEY ROAD, JAMAICA PLAIN 30, MASS. « OIL MARKETING EQUIPMENT 


COMPANY, 325 FREMONT STREET, SAN FRANCISCO 5, CALIF. e HOWARD SUPPLY COMPANY, 5125 SANTA FE AVENUE, LOS ANGELES 11, CALIF. 
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Quality rust-inhibiting coatings plus two extra purchasing advantages 


make U.S. Steel today’s best source for all your steel shipping containers 


Dollar for dollar your products are 
protected better by U. S. Steel rust 
inhibited drums. U.S. Steel chemically 
cleans these drums after they are made, 
then coats them with extra zinc phos 
phate to give maximum protection 
But... 

At the same time you are getting this 
maximum protection, you can capital 
ize on two purchasing advantages, 
which you get with all U.S. Steel drums 
and pails 


1. Full, complete line. U.S. Steel offers 
the widest selection of steel shipping 
containers on the market. From 2!'4-gal 
lon pails through 57-gallon drums—plus 


United States 


Division of 


a complete line of stainless steel con 
tainers. This allows you to fill all 
time 
absolute confidence 
2. Punctual deliveries. Sevenconvenient 
plants assure you of asmooth, even flow 
of containers. Your normal 
filled without stops and starts, and you 
get quicker delivery on rush orders 


your 


needs at one in one place, with 


rie eds are 


Maximum 
chasing, punctual deliveries: you 
Wh 


man trom 


protection, simplified pur 
ret all 
these extras at no extra cost not 
talk over your needs with the 
U.S. Steel? 

Factoru r lay 

Calif. © Port A 

New Orleans, La. ¢ 


Steel Product 


United States Steel 
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Ordinary drum 


after 1 year 


PROOT 


Of 


i 


U.S. Stee! drum 
after 1 year 


Ps 


Both these 55-galion drums we 


ered f 


ordinar 


phate 


a 


I 


h 


Rust 


irst 


ippe 


ted v 





Mr. E. E. Taylor, Vice President 
E. Brooke Matlack, Inc., Philadelphia, Pa. 


Our Trailmobile aluminum tanks promote 


diversity in 


\ 
\ 4 
) 





a 
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According to K. E. Taylor, Vice President of 
EK. Brooke Matlack, Inc., “The key to more 
profitable transport of liquid commodities is 
diversification. And in this sense Trailmobile 
aluminum tanks meet our needs perfectly. 

“First of all, they clean easily. Secondly, 
their aluminum construction eliminates rust 
problems inside the tank. This is important to 
our customers because it minimizes the possi- 
bility of contamination and expedites visual 
inspection. 

“Lastly, the switch to aluminum has in- 
creased our payload about 500 gallons per 


trip. But, of course, profit potential isnt profit This sketch shows the unique network 

of reinfore ing members inside the she ll. 

It is this skillfully engineered 

Bags : ; construction that assures Matlack of 
mobile’s aluminum construction will protect : 

extra years of trouble-free operation 


unless maintenance costs are low. And our 


operating experience convinces us that Trail- 


our revenues for many years to come.” 


TRAILMOBILE une. 


Cincinnati Qg Ohio ° Springfield, Vo. . Longvieu 3 Texas e Berkeley 10, Calif. 


J 
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You'd look twice 
at a can for 
an auto jack... 


but motor oil in 





is a natural ! 


























Few products have become as closely identified with their 
containers as has quality motor oil with the round can de- 
signed expressly for it. The two are inseparable in the minds 
of today’s motorists. 

Americans are convinced that oil in cans is quality oil—clean, 
unadulterated, and identified by a brand name they know 


and trust. By putting your oil in cans, you take full advan- 
tage of this broad consumer acceptance. 


Yes, the motor oil can is a natural—for the refiner, the dealer 


and the motorist! 
TUNE IN! During 1958, Canco again supports its customers by 


sponsoring the top-rated CBS-TV show, “DOUGLAS EDWARDS WITH 
THE NEWS,” every Friday night. Check your local paper for time. 


American Can Company 
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Now your dealers can check rear lights from the driver's seat! 


3 TELLERSCOPE 


FULLY ADJUSTABLE, 8’ WEATHER-RESISTANT PLASTIC CONVEX MIRROR. 


¢ Saves steps 
¢ Saves time 


¢ increases 
lamp sales 


when they order a case of 


~: ee UWtattiee Neadlamps 


“\/ V0 


The G-E TELLERSCOPE fastens to the wall of the lube 
bay. Ill stiek to Then, before a car is 
backed off the lift, the attendant glances at the G-I 
PELLERSCOPE. From the driver's 
taillights. 


iny wall surface. 


seat, he can check all 
the rear end lights stop lights, turn signal 
license plate bulbs to spol burnouts. Onee in position. it 


works for any ear. 


Saves time, steps ind manpower because one man a 
wheel can do the job. BIG PROFTPS. toc 


spot more burnouts 


For the 3rd 
nation, faulty taillights were the No. | eause 


», because 

<e || Mieore lamp iy 

traight year of checking cars aero 

for reyeetior 
Qne out of five rejected cars needed one or more reat 
lamps! (Headlamps were third). So get vour dealers in on 
this big and profitable, ready-made market. 
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A G-E TELLERSCOPE IS FREE for each dealer who 
of G-| Wt Utaihr Head imp Bie. full priagee 
LOOK, POPULAR MECHANICS pre 


car ownet my oinstalling and aiming G-E 
BO. Mei 
ay f 


i, Maier at vl itthyp ° ind replace brie 2 
*, 
lull pave ads on a 

uw 1 

a 


‘ee 
burned out rear leht 

j ! 
leading trad rhaaseaZinne re pre-selling 


edeale i this bie TELLERSCOPE 


orders a ease 
ids in POST 


iT il! Gener 
Dept 


() 


Progress /s Our Most /mportant Product 


GENERAL &@ ELECTRIC 


63 





NEW! Alube oil additive for modern, 
high-power gasoline engines 


Specifically designed for “stop and start” driving! 


As auto makers continually develop more critical, more power- 
ful engines—as “stop and start” motoring becomes more a 
part of everyday driving—good performance from lubricating 
vils becomes an increasing problem. Foreseeing this trend, 
Oronite, with five years of research, thousands of laboratory 
tests, millions of miles of road operation, is proud to announce 
the FIRST lube oil additive designed to meet the more precise 
requirements of modern-day gasoline engines—and the engines 
of the future. 

Revolutionary new Oronite “60” Series additives are ac- 
tually a new approach to compounding motor oils. The modern 
car engine is engineered to pour in fuel at high horsepower 
levels. Fuel is not completely burned at low “stop and go” driv 


ing temperatures causing gums and sludge to form. Present 


























day compounded motor oils do not disperse these harmful for- 
eign deposits as effectively as is now possible. New Oronite 
“60” Series additives incorporate an ashless detergent compon- 
ent that virtually eliminates oil ring clogging, reduces cylinder 
and ring wear to a very minimum. The result is a marked im- 
provement in engine life and service under all types of operat- 
ing conditions. 

Oronite “60” Series additives can provide you an important 
“first” in marketing a superior compounded motor oil for the 
present and future. They can be used in compounding single, 
dual or multi-graded oils of outstanding performance. 

Get the complete story on Oronite “60” Series additives. 
Contact the Oronite office nearest you or write for technical 
bulletin giving complete proof of “60” Series’ capabilities. 


ORONITE CHEMICAL COMPANY 


A SUBSIDIARY OF CALIFORNIA ¢ 


EXECUTIVE OFFICES.« 200 Bush Street, S 


HEMICAL COMPANY 


an Francisco 20, California 


SALES OFFICES « New York, Boston, Wilmington, Chicago, Cincinnati, Cleveland, Houston, 
Tulsa, Los Angeles, San Francisco, Seattle 


EUROPEAN OFFICE « 36, Avenue William-Favre, Geneva, Switzeriand 
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that completely 
phosphate coated 
IDoVEsTavometabient-Meyec-yy 


greater rust protection 


These unretouched photographs hou pane ls cut from the sides of two 
drums. Panel A was cut from a drum which was not phosphate coa 
painting... Panel B is from a drum which was fully phosphate coated 
Inland process. Both panels were subjected to an accelerated corrosic 
hours. Note the excessive peeling and rusting on Panel A at the serate 


along side seam. Panel B shows no evidence of paint peeling or rust 








Inland drums, completely phosphate treated for maximum rust protection and resistance to 
weather, offer more service . . . longer life. 

All phosphated drums manufactured by Inland are washed and phosphate coated by Inland’s 5 
stage spray process. This process, in which the drum is phosphated after forming the parts and weld 
ing the shells, results in a surface that is protected with a phosphate coating of optimum thickne 
on every square inch of the drum . . . inside and out . . . including the side seam 

This means you can safely refill Inland drums more often and can store them outdoors longer 
without danger of contamination by corrosion. Another reason why you can be sure that Inland 
containers will do their job exactly as specified. 

When you order Inland drums and pails, you are assured of getting containers in the required 


quantity ... when you want them. . . to deliver your products ‘‘as shipped 


INLAND STEEL CONTAINER COMPANY entero te (QQ) sie! Famiy 


6532 South Menard Avenue, Chicago 38, Illinois 


Plants: Chicago ¢ Jersey City «© New Orleans 
Cleveland & Greenville, Ohio 

Full line of steel and stainless steel shipping 
containers, including galvanized and heavy 
duty ICC drum 
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Here's the new sweetheart of the 
Task-Force fleet, Chevrolet's new Fleetside 
pickup! Nc truck has ever been 

better to look at... 


business. 


or better for your 


Long, sweeping lines, gré iceful body contours . 

new truck appearance that’s fleet, dashing and com- 
pletely modern! Yet there’s even more to the new 
Chevrolet Fleetside than the striking beauty that 


first meets your eye. There’s size, for instance: extra 
room inside to pack many additional cubic feet of 











NEW (71/2/61). SID2 


payload. In lengths of either 78 inches or 98* inches 
and a full six feet in width, this new body actually 
provides 50°; more cubic capacity than the con- 
ventional pickup box! 

And with an extra-sturdy build—the result of 
features like double-walled lower side panels, durable 
hardwood floor and solidly constructed full-width 
tailgate— the new Fleetside is the toughest of pickup 
bodies, made to stand up under a steady pounding. 
A new adjustable latch keeps graintight tailgate 
free from rattles. 

Here’s a new high in hard-working utility 
matched by styling that stands out on any street and 
speaks volumes about both you and your business. 
See and try the latest in pickups, the new Chevrolet 


exioor CHEVROLET 
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Fleetside, at your Chevrolet dealer’s now! ' 
Chevrolet Division of General Motors, Detroit 2, 


Michigan. ‘Op tra cost 


More load space than any other comparable low-priced 
pickup. Up to 75.6 cubic feet of load space to pack bigger 
cargoes and help you get more done each day. The new 
Fleetside body is so wide you can haul standard 4’ x 8’ 
sheets of building material and still have room along the 
sides for extra items of payload! 


Plenty of work-whipping hustle and muscle. Your choice 
of two great engines that know how to save —standard 
145-h.p. Thriftmaster 6 or optional at extra cost 160-h.p. 
Trademaster V8. And Fleetside chassis components are 
truck-engineered down to the last bolt; they’ll take all 
the abuse your most bruising hauls can give them! 


TASK: FORCE TRU 
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Petroleum Sales Managers 


THE GENERAL TIRE NOW OFFERS YOU 
A COMPLETE TBA PROGRAM SO 
FLEXIBLE THAT IT CAN BE TAILORED 
TO ANY MARKET—ANY SITUATION! 


FEATURING A FULL PROFIT LINE 
OF GENERAL PASSENGER, TRUCK 
AND FARM TIRES... TUBES, BATTERIES 
AND ACCESSORIES... THIS SURE-FIRE 
PROGRAM OFFERS ALL-OUT ADVER- 
TISING, MERCHANDISING, MARKET- 
ING AND SALES TRAINING HELP. IT 
OFFERS WAREHOUSE FACILITIES AS 
NEAR AS YOUR TELEPHONE! 


TO INCREASE TBA SALES AND 
PROFITS FOR YOUR DEALERS AND 
YOURSELF, WRITE IN CONFIDENCE 


csi) L. L. HIGBEE, 
aes TRADE SALES MANAGER 


Akron, Ohio 
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ALCOHOLS 


-OR GLYCOLS 





can with CROWN 


There are CROWN containers for any size package 
. internal coatings against any ingredients 

colorfully lithographed for maximum eye appeal 

delivered to suit your production schedules. 


Complete package design and mere handi ing’ assist 
ance...modern lithography equipment and 
techniques . . . experienced research and engineering 
service... all come with that extra touch of CROWN 
personal attention. 


Write for your copy ol "Mr. Pa kager”’ o « « WUOF 
mation on CROWN ’s automatic filler control system 
Crown Cork & Seal Company, Inc., Can Division, 
9394 Ashton Road, Phil idelphi 1 36, Pa 


whatever you can... cal/ on 


CROWN CORK & SEAL COMPANY, INC. 
MANUFACTURERS OF CLOSURES. CONTAINERS AND MACHINERY 
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Guardian 
ANNOUNCES A NEW 


* 
J I C Cc d ] Ft ie 
tte 
: ee 


Floodlight 


Alan 


Unbehevably Low Price 


made possible by 
A New, Simplified Design 
Using the New Power 
Groove Equipment 





The new Guardian Porce/ain 
MAT ORAYAGIIA 
Floodlight 


Now it's possible for any station to have the advantages of fluorescent 
lighting —with such a low initial cost, such low operating and mainte- 
nance costs that original lighting equipment investment can be amortized 
in the period of just a few months. 

The new Guardian Porcelain Enameled Fluorescent Floodlight gives 
you everything you want in efficient, economical illumination. The intro- 
duction of this latest Guardian “‘first'’ gives you a top quality fixture un- 
surpassed, yet unequaled in efficient high intensity light output. This 
Guardian Series 9200 Floodlight provides long beam, wide area ‘“natural"’ 
light with greater uniformity and visual comfort. The completely new styl- 
ing and simplified design makes the most effective use of high level 
power groove lamps. Quality construction features a porcelain enam- 
eled steel housing and reflector which assures long trouble-free perform- 
ance and easy maintenance. 

Write today for complete information on this new low-cost fixture. 
You'll find the Guardian Porcelain Enameled Floodlight gives you the 
finest in outdoor lighting at a price you can't afford to pass up. 


WRITE FOR LATEST GUARDIAN BULLETIN B26 


GUARDIAN ightcomrany 


500 NORTH BLVD. OAK PARK, ILLINOIS 
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big reasons why all service 


@ Rayon cord tires guarantee cus- 
tomer satisfaction. 


@ Greater demand. Rayon is 
world’s leading tire cord. Nine 
out of ten cars ride on rayon. 


Rayon cord tires are standard 
equipment on every make of 
new car. At replacement time, 
customers naturally prefer the 
same kind of tire. 


Oe ne ee 


Rs = 


Os eet 


Fleet owners, large and small, 
rely on rayon cord tires almost 
100%. 


Rayon cord tires mean lower 


inventory No need to double up LONGER TREAD LIFE... test driven under similar conditions 


é for same length of time, rayon cord tire (right) shows 
on styles and S1Zes. much less tread wear than nylon cord tire. 


Rayon Cord Tires = ways best 


] Greater Heat Resistance . . . new More Stability . . . no troublesome 
3. 


Teese TReWEEU eR... <x 


Sd 


Rayon tire cord actually grows stronger as flat spotting or ‘“‘morning thump”’. . . 
® heat builds up at high road speeds. safer, easier steering control. 


33 per cent quieter, reducing danger 


tests prove Rayon cord tires give up to 26 
gw of “highway hypnosis.” 


Quieter Ride . . . tires ride up to Longer Tread Life . . . controlled 
4. 


per cent longer tread life. 
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QUIETER RIDE... graph taken from oscilloscopes shows 
difference in octave noise levels of rayon cord tires (right) 
versus nylon under normal operating conditions. 


by test! 


Retreadability ... comparative retreading 
5 tests prove Rayon cord tires take more 
® retreads, with greater mileage per retread 


Attention TBA Managers: 4 15-minute colo 
sound motion picture available lo Oorganiza- 
tions for local shou ing. Write: De pt. aE ,. 
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GREATER BLOWOUT PROTECTION .. . rayon cord tires tested by 
smashing into six-inch granite curb at 60 mph, show no 
trace of cord rupture even under microscopic examination. 


AMERICAN 


INSTITUTE 
me. 4 


AMERICAN RAYON 
INSTITUTE, INC. 


350 Fifth Avenue, New York 1, N. Y. 





2. Beats local price competition! 


The PEAK “Expert Pre-Winter Checkup” 
promotion convinces car owners that 
anti-freeze without service is never a 
bargain. Discourages car owners from 
buying anti-freeze elsewhere and trying 
to install it themselves — or expecting 
you to install it free. Enables you to set 
a fair price and profit on services. 


1. Creates new anti-freeze 
customers! 


The PEAK “‘Expert Pre-Summer Checkup” 
educates car owners to drain anti-freeze 
each spring for trouble-free summer 

4) driving. Paves the way to sell more of 
your customers @ fresh filling of PEAK 
Anti-freeze every season, 


Here's the PEAK’ ANTI-FREEZE sales-tested 


PERT SERVICE PROGRAM for ’ 


.a double-barreled Spring and Fall promotion 
that brings you these 4 big sales benefits! 


3. Boosts total profit potential! 


These promotions build profits from cool- 


4. Keeps your customers 
coming back! 


Zan 


ing system labor and service by telling 
car owners why they need your expert 
service. ‘Expert Checkups” lead to plus 
sales of tires, batteries, filters, fan belts, 
thermostats, pressure caps, windshield 
wiper blades, chemicals, etc. 


Once you've sold customers on your 
expert service with this PEAK Expert 
Service Program you'll have them driving 
into your station all year ‘round. It all 
adds up to a steady, profitable operation 
that puts more money in your pocket. 


start your profits rolling in with this PEAK “SPRING SALES KIT” 


6O6SEE SS ESIISO LISLE, 


Many PEAK dealers 


cashed-in on the 


Drain TIRED Anti-Freeze 


«e ” 
WINDOW STREAMER draws Expert Program 
car owners’ attention to the 


problem of ‘‘tired’’ anti-freeze 





REMINDER POST- 
CARD urges car 
owners to see you 
for your ‘Expert 
Pre-Summer 
Checkup" package 


*"EXPERT PRE- 
SUMMER CHECK- 
UP’’ SIGN helps 
sell your special 
car-care package 


WINDOW POSTER ° 
tells why it is im 
portant to drain 
“tired” 


last Fall— 
MAKE ’58 
YOUR YEAR! 


SSSRERRRR IER PERRI ANPP IY IS IP 
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ANTI-FREEZE 


* April, 1958 


anti-freeze 
° 


or contact 


Get your kit from your PEAK® and NOR‘'WAY® Anti-freeze jobber - 


GD COMMERCIAL SOLVENTS CORPORATION 
260 Madison Ave., New York 16, N. Y. 
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METERING CAPACITIES TO... 


40,000 BPH! 


14 
MODELS 


FROM 100 GPM 
TO 40,000 BPH 


SERVICE AT YOUR FINGERTIPS... > 
D28-30” ‘ installation of calibrated 12” Duo 


Counter Below Eye-Level Rotor Assembly, BY ONE MAN 


Over 100 ‘Field-Proven’... 
many with over three years’ service! 


More than 1% billion barrels of petroleum products 
have been metered through GRANCO Duo Rotor Meters to date 
Capacities offered far in excess of any other single meter in the field ! 
@ TWIN-TURBINE DESIGN guarantees ACCURACY — 
Straight-Line Flow Assured. 


RUGGED FIELD UNIT designed for DURABILITY — 
trouble-free operation. 


LOWEST PRESSURE DROP. 
PIPELINE SIZE — easy to install. 


WRITE TODAY ! For full information on this LATEST ook 
DEVELOPMENT in the Petroleum Metering Field! = METERS TT: | PUMPS 
a ee, Manufactured by GRANBERG CORPORATION 


1308 SIXTY-SEVENTH ST © OAKLAND 8 CALIFORNIA 
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This editorial message was first published by 











94 WE 


had 
Sales fell about 44 


a business recession in the United 
States during the year. If man- 

avement had followed the historic pattern of busi 
ness ups and downs, advertising volume would have 
fallen much further. 

But in 1954 the volume of advertising did not fall. It in 
creased over 5%, and expenditures in all mayor advertising 
media rose. Every effort was made to stimulate sales when sales 
were needed to sustain prosperity 

This was something entirely new under the sun. It had 
a powertul influence in making the recession of 1953-54 
one of the mildest on record. It helped greatly to speed 
business on to the record-breaking levels it attained in 
the years 1955-57 

There are several reasons why America’s business man- 
agement attacked this decline in sales with more adver 
tising. One of them grew out of the greatly strengthened 
position of the American Consuming market. Consumers 
income after taxes has been rising an average of over $10 
billion a year since 1946, and this rising income is more 
widely distributed than ever before. Furthermore, con 
sumers had piled up reserves of about $200 billion in cash 
or its equivalent. These reserves offered a new and power 
ful inducement to increased selling and advertising effort 
even in the face of a possible decline in consumer income 
(At the end of 1957, consumer reserves were $225 billion. ) 


7 aking the Longer View 
Cc qc 


However, the principal reason why a sales decline was attac ked 


McGraw-Hill two years ago. It describes ad- 
vertising’s dramatic contribution to the Ameri- 
can economy during 1954. The theme of the 
editorial—that advertising can help promote 
economic stability by stimulating sales at a 
crucial time—is even more pertinent today. 

As our economy grows, it is constantly 
changing. The conditions business faces today 
are not the same in every respect as those it 
faced in 1954. But business again has the op- 
portunity, through advertising and other sell- 
ing efforts, to help sustain a high level of eco- 
nomic activity. At the same time, it will be 
building markets for the period of renewed 
expansion that is sure to follow. 

This editorial is reprinted exactly as it ap- 
peared in 1956 except for minor editorial 
changes to bring it up to date. Permission is 
freely extended to newspapers, groups or in- 
dividuals to quote or reprint all or parts of 


the text. 
Reuatdl WM hpew— 


PRESIDENT 
McGraw-Hill Publishing Company, Inc. 











with increased advertising is management's new-found convic- 
tion that good advertising is essentially an investment in the 
development of a market. Successtul development requires 
sustained investment. The inclination of business man- 
agement to take this longer view is, of course, motivated 


The Year Advertising Helped 


Mec Graw-Hill PUBLISHING COMPANY, 


@ HEADQUARTERS FO 
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Kill a Business Recession 




















by the fact that the American market, with over 3 million 
consumers being added annually, is growing at a pro- 
digious rate. 

Ten years ago only a handful of companies had plans 
for investment in new producing facilities extending 
beyond the current year. Today almost all leading com- 
panies have investment programs running some years 
ahead. And keeping pace with these long-range invest- 
ment plans has been the development of sales and adver- 
using programs to reach tomorrow's greatly expanded 
markets 


Advertising’s Key Role 
Cc 


This crucial role of advertising in providing driving power 
for our economy is gaining greater recognition every day 
Professor David M 


Potter of Yale University remarked: ‘‘Advertising is not 


In his book, ‘*People of Plenty,’ 


badly needed in an economy of scarcity, because total 
demand 1s usually equal to or in excess of total supply, 
and every producer can normally sell as much as he pro 
duces. It is when potential supply outstrips demand 
that is, when abundance prevails—that advertising begins 
to fulfill a really essential economic function.” 

Today abundance so completely prevails in the United 
States that it has been conservatively estimated that as 
much as a third of everything offered for sale falls in the 
realm of “optional consumption.”’ That is, consumers 
can “‘take it or leave it’’ without any immediate personal 


inconvenience. But if they decide to “‘leave it,” a terrific 


economic depression will not be far behind. In. sucl 


circumstances, advertising —in which, in all of its forms 


we are now investing over $10 billion annually 


is of crucial importance to our Contunued prosperity 


In performing its key role in past years, American ad 


vertising never realized its full potential. It successful 


promoted sales. But it never was called upon to promote 
i direct Outgrowth © 


an overall economic stability as 


increased sales 


By successfully promoting both sales and 


CCONOTIIIG 
bility, as ic did in 1954, advertising surely has added new 
strength to the American economy. It has also adade 


yreat new and construc tive dimension to advertisin 





One of the surest means of expanding your sales 
volume in today’s industrial markets is through 
dominant advertising in the publications directly 
serving your major Customers and prospects 
McGraw-Hill’s business and technical publica 
tions can give you quick access to the men who 
initiate, specify and approve the purchases of in 
dustrial products and services. Because all are 
leaders in their respective fields, you are assured a 
maximum return on your advertising investment 
when you concentrate in the McGraw-Hill publi 


cations serving your most important markets 








INCORPORATED - 330 West 42nd St., New York 36, N. Y. 
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USE GENUINE MACK PARTS 


To keep your Macks 
in top condition 





Naturally, your Mack runs sweeter, 
better, longer with parts designed for it. 
Almost goes without saying. And it’s a 
cinch to get ’em, too. All you do is 
specify Genuine Mack Parts—the only 
parts that are— 


@ designed or tested by Mack engineers 
@ proved in service under all conditions 


© constantly improved as new methods and 


materials are developed 


Don’t forget it for a minute: you operate 
the world’s best trucks when you own 
Macks. Keep ’em that way with the 
world’s finest parts . . . made by Mack 
... made for Macks. Mack Trucks, Inc., 
Plainfield, New Jersey. In Canada: 
Mack Trucks of Canada, Ltd. 


5644 


MAC K 


first name for 


TRUCKS 


EVERYWHERE A MACK GOES...THERE ARE MACK PARTS...AND MACK SERVICE 
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DYE CONCENTRATES* 


by PATENT CHEMICALS 


the Pioneers in Petroleum Dyes 


FOR CLEANER, EASIER-COLORING OF PETROLEUM PRODUCTS; ELIMI- 
NATES PRE-DISSOLVING, DUSTING, OPERATOR EXPOSURE @ LESS SKILL 
AND EQUIPMENT REQUIRED: INTRODUCED DIRECTLY INTO THE FIN- 
ISHED PRODUCT © THE ANSWER TO BULK, TANK TRUCK, TANK CAR, 
BARGE, TERMINAL AND PIPELINE COLORING ® CAN BE USED WITH 
DRY DYE EDUCTOR EQUIPMENT e THE USE OF DYE CONCENTRATE IN- 
VOLVES NO ADDITIONAL COST COMPARED TO ORDINARY DRY DYES. 


FOR USE IN 


Gasolines — Diesel Fuels — Fuel Oils — Lubricating Oils 
Automatic Transmission Fluids — Break-in Oils and Greases 


Also Available in Dry Dye Form. 


Dye concentrates 
can be prepared CALL US COLLECT 


to customer “— spoT. FOR FAST 
specifications. , “A ACTION 


* 
Samples and PHONE 


description o , Mulberry 
MANUFACTURERS OF DYES AND CHEMICALS 4-1726-7 


t. 
UPON reques FOR THE PETROLEUM INDUSTRY 


NOTE: — Reds — Yellow — Orange — Blue — Meet Mil-F-5572 Specifications 


"Patent Pending 


PATENT CHEMICALS INC. 


Manufacturing Division: 335 McLean Blvd., Paterson 4, New Jersey 


PATENT FUELS & COLOR CORP. 


Marketing Division: 2410 Carew Tower, Cincinnati 2, Ohio 
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Get | 
your hand @ 


on the ‘ 


nottest brand going 


Conoco’s services do not end with supplying you 
with the hottest brand of petroleum products. 
Conoco believes in two-way cooperation . . . in giving 
its distributors the hottest business-building support 
in the industry. In addition to supplying you with 
important information on service station problems 
—such as training personnel, improving bookkeep- 
ing, selling on the driveway — Conoco offers you 


aggressive traffic-building promotions. For example, 
in the Hottest Contest Going, the key man is the 
Conoco Dealer who will be handing out entry blanks 
to motorists as his traffic and profits increase. If 
you’re not a Conoco Dealer, wouldn’t you like to 
have this kind of support? Contact a Conoco Divi- 
sion Manager about the Hottest Brand Going— 
why not do it today! 


CONTACT THE DIVISION MANAGER NEAREST YOU. 


R. W. ABRAHAMSON 
912 Baker Building, 
Minneapolis 2, Minn. 


G. W. BROWN 
1710 Fair Building, 
Fort Worth 2, Texas 


R. E. CARUTHERS 
5415 No. Pennsylvania Ave., 
Oklahoma City 12, Oklahoma 


DALE CHAPMAN 
757 West Second South, P.O. Box 2250, 
Salt Lake City 10, Utah 


J. B. DICKEY 
2065 Union Avenue, 
Memphis, Tenn. 


W. S. DULANEY 
707 Commerce Building, 
New Orleans 12, Louisiana 


K. T. JOHNSON 
1300 Main Street, P.O. Box 2197, 
Houston, Texas 


WILLIS JOHNSON 
1321 Kaw Avenue, P.O. Box 1398, 
Butte, Montana 


M. T. SWANSON 
1755 Glenarm Place, 
Denver, Colorado 


WARNER TYLER 
1301 W. Belden Avenue, 
Chicago, Ill. 


K. R. WHITE 
836 Stuart Building, P.O. Box 393, 
Lincoln 1, Nebraska 


J. G. WILLIS 
301 East 51st Street, 
Kansas City 12, Missouri 


J. L. MecCULLEY 


@1958, Continental Oil Company 


117 Trumbull Ave., S.E., P.O. Box 1342, 


Albuquerque, N. M. 


sO 
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HOTTEST 


CONTEST 
GOING! 


$50,000 CONTEST -112 PRIZES 
SECOND PRIZE: 








THIRD PRIZES 


10 RCA-WHIRLPOOL 
Washer-Dryer combinations! 








2 SRR eT AE 


FOURTH PRIZES: 


A 1958 STATION WAGON 100 PHILCO “Slender —f 
‘ : : P Seventeener”’ portable TV sets. § 
Winner’s choice of a Ford, ee a 


Chevrolet or Plymouth. ~S 


PLUS SIX WEEKS OF CONCENTRATED NEWSPAPER ADVERTISING, 
TELEVISION AND RADIO COMMERCIALS 
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...that...have...increased...sales! 


Above are a few of the packaging and merchandising ideas that have 
helped leading TBA marketers increase sales. The Jdeas are the result 
of Thermoid’s specialized marketing and merchandising experience. 
The Products are “‘naturals” for TBA. Thermoid top-quality Fan Belts 
and Hose are easily installed, functional, expendable and _ profitable! 


We would like to show you how we can help you increase your sales 


Thermoid Company ... Special Sales Division, Trenton, N.J. 
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Second of a series—to acquaint jobbers with the PURE franchise 


Facts for Jobbers 
from Pure Oil 





Jobbers are and will continue to be PURE’s best means of distributing its 
products in much of its marketing territory. A published statement that is 
available to you tells why! 


Over 400 jobbers are currently enjoying a successful business under the PURE 


brand. 


©® © 


Every state jobber association in PURE’s 24-state marketing area has many 
active PURE jobber members. In three of those states PURE jobbers are 
either immediate past presidents or president-elect. 


© 


PURE has a special Trade Relations Department whose principal job is to 
keep in touch with PURE jobber problems. 


® 


iT 
All Pure Oil jobbers benefit by ready acceptance of Pure Oil brands as a result 


of long-standing reputation for quality. The slogan “Be sure with PURE”’ is 
one of the best known sales slogans in the industry. 


© 


If you are interested in growing and profiting 
with an aggressive, forward-looking oil company 
under a successful, selective marketing program, 
call or write Pure Oil’s District or Division 
Manager in your area, or Retail Marketing 
Department, The Pure Oil Company, 

35 E. Wacker Drive, Chicago 1, Illinois. 


it pays to be a partner in profit with PURE 
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MAGNI FLOOD?’S all-extruded aluminum area light | /) ’ 
— Matt s 


OIL PRICE HANDBOOK 





1957 EDITION 


Contains any foreign 
and domestic oil price or 
oil price change in 1957 
as reported in OILGRAM 
PRICE SERVICE. Reports 
for each petroleum prod- 
uct the average lows, av- 
erage highs, average lows 
and highs for each 
month of 1957. 


A valuable working tool 
and a must for the price- 
conscious oil-man. 


This 34th edition is now 
available. Also a few 


Aerolite is Magni Flood’s new all-extruded aluminum Area Light utilizing 1956 copies left. Order 
GE POWER GROOVE LAMPS. Designed for high intensity light control. . . 


ideal for service and parking areas, etc. This fixture is streamlined for 
minimum wind resistance at high mountings. 


Lumen output of the POWER GROOVE LAMP is approximately 2 to 1 in 
comparison to 800 M.A. Rapid Start. The ballasts are mounted in the main 
channel of the fixture, resulting in a weatherproof wiring trough. Fixture 


available with or without doors. Please send me the 1957 Issue 


Available in natural aluminum finish or baked enamel (white inside, PA yb ee 
desired color outside) . . . in either 4’ or 6’ lengths. t ition @ $ 


No. copies 
1956 Issue, 33rd Edition 


MAGNI FLOOD = 


Address 
City 


Zone 


38 NORTH SECOND AVENUE * MOUNT VERNON, N.Y. 
MOUNT VERNON 8-1385 


State 


Company 
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Now Graco Chimplow 


NOW BETTER THAN 
EVER...WITH FAMOUS 


FURE@ BHA x 
. PUMP >” 











@ Get going faster, get done faster on 
chassis lube jobs with the New Graco 
Champion! 

Long the time-tested standard of the 
industry, the New Champion is 
now better than ever — it’s 
powered by the new FIRE- 
BALL Pump! 

Why consider a contender 
... choose the Champion and 
get the best! 


y. 2 





FURE@ BALL i 
PUMP Gn 


& Twin poppet type 


ntake and exhaust T 
vaive ’ 


1 


piston micro 


finished 


@ New nylon sea 


guards 


— 
Fe eee 


& Flange mounted 


f 
: cylinder head witt 
GRACO 4." = 
/ & Balanced center 


GRAY COMPANY, INC. en dete 


Engineers and Manufacturers @ Divorce d air motor 


— 7 
—Saee 


«+. 





432 Graco Square 2 Minneapolis 13, Minnesota 


Factory Branches: New York (Long Island City), Philadelphia, Detroit, SEND FOR GRACO’S NEW 
ee AUTOMOTIVE CATALOG TODAY! 


Sales Offi eS: Washington, Toronto 
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How Standard’s busy transportation system 
helps hold down prices of petroleum products 


ee ed - ~~ 


s 


‘4 
Daf, 7 


Ld? 


i vse ly 


an GOL em gs 
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Twenty-six Standard Tankers- 
plus others that we charter—sail the 
seas to keep crude oil moving to refin- 
eries and more than a hundred finished 
products returning to customers. A 
supertanker can hold enough gasoline 
to run your car over 10,000 years. On 
inland waters, tugs, barges and smaller 
tankers take over the transport job. 


Rivers of crude oil and products flow 
through 3364 miles of pipelines that 
Standard operates in the Western hemi- 
sphere. Also, we pay to send products 
through other companies’ pipelines. 
They in turn use our lines. Through 
“steel oil is pumped 
over mountains, as high as 9500 feet, 
under rivers and through deserts. 


these arteries,”’ 


Miles of railroad cars, thousands of 
trucks, trailers, and semi-tank trucks 
move finished products to distribution 
points, service stations, airports, marine 
stations, farms, factories and military 
installations. Standard either operates 
or leases nearly every form of transpor- 
tation to keep vital oil supplies moving. 





Petroleum progress means... 


Transportation to deliver the 55% 
more oil U.S. will use by 1968 


1958 
380 million 
gallons 
per day 


What’s today’s biggest travel bargain?—petroleum’s trip 
from oil well to refinery to you, a journey that often covers 
thousands of miles by land, water and underground. To keep 
the ‘‘fare’’ low, Standard serves the Western hemisphere with 


: . 1968 
a network of tankers, trucks, tank cars and pipelines. 


590 million 
gallons 


They move oil in huge quantities carefully scheduled to match : 
per day 


production at the well, refining capacity and our customers’ 
needs. This far-flung transportation job is done at a cost so low 
it amounts to a fraction of the price per gallon—generally less 
than you pay to mail a postcard. 

It’s one way we work to keep down the price of the gasoline 
you buy. 


STANDARD OIL COMPANY OF CALIFORNIA 
plans ahead to serve you better 
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Modernize For Top PROFIT. ; 


an ARO Lube Equipment 


Clear the floor . . . put modern ARO Lube Reels over 


head to speed up service and step up your profit! Very 
smart appearance . . . easy to install for chassis, gear, 


A.T.F., motor oil, water and air. 


Choose ARO for top performance what- 
ever your needs, whether you do 50 or 
500 lube jobs a month. Popular ARO 
Drum Cover models, portable and sta 
tionary, are highly efficient in your 
choice of gear, chassis, A.T.F. and drain. 
See ARO—the Complete line—at your 
ARO jobber today. 


THE ARO EQUIPMENT CORPORATION 
GENERAL OFFICES—BRYAN, OHIO @ Piants at Bryan and Cleveland, Ohio 
Aro of Calif., 3141 § Ay ; 37, Cont 
Aro Equipment of Canada yronto 15, Ontor 


Get the ARO Exclusive Offices in All Principal 
10,000 Lube Job WARRANTY ; 


ARO warrants the AL-207 Air Motor to be free from 
defects in workmanship and materials for 10,000 LUBRICATION EQUIPMENT 
lube jobs or 3 years, whichever occurs first, from Automotive — Farm 
date of purchase. 
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BOWED-OUT FRAME STRAIGHT FRAME 
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moved 


ee OPO! ALL GARS-PASI, 
PRESENT AND FUTURE-QUICKLY! 


LIFT ALL CARS Al 
GAR MANUFACTURERS 


PRESCRIBED PICK-UP POINTS! 


New Joyce Quick Spot Chassis Lifts feature a one-piece superstructure 
with 4 moveable arms equipped with sliding pads. Just four basic arm 





patterns handle all cars—past, present, future! All American cars, sport 
cars, foreign cars and light trucks are spotted super-fast and positively 
lifted at their manufacturers’ prescribed pick-up points! Quick Spot 
quickly, easily and accurately accommodates all car models—those with 
unitized bodies, bowed-out frames, X-frames and straight frames 

including cars with rear swing-axles. Large pads slide along arms for 
Jong or short adjustments in conjunction with 4 basic arm patterns 
Generous 6” x 8” contact areas eliminate nearly all “pinpoint” adjust- 


! Pads stay on arms at 


X-FRAME ments ... turn “near misses” into “direct hits”! 
all times . . . no separate gadgets needed! 
Eliminate lift obsolescence forever! 


Write today for literature . . . find THE JOYCE-CRIDLAND co 
® 


out how all makes of cars are 
lifted with... Designers and builders of lifting equipment since 1873 


‘ ) Gg ot/ DAYTON 3, OHIO, U.S.A. 


CANADA: Midland Foundry & Machine Co., Ltd., Midland, Ontario 
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EXTRACTABLE 


Installed entirely within 
fuel tank. Completely 
sealed, explosion - proof 
motor submerged in and 
cooled by motor fuel. 





SURFACE TYPE 


Rotary positive displace- 
ment, internal gear-type 
pump contained in above- 
ground weatherproof 
cabinet. 


y wav CHOICE 


FOR BETTER PUMPING 


WAYNE REMOTE 
PUMPING SYSTEMS 


If you are building or re-building your stations . . . or confronted with 
pumping problems of vapor-lock and long pipe runs Wayne offers you 
the answer. Your choice of two remote pumping systems each “station- 


engineered” to your requirements. 


Each system has been proved and approved by successful installations 
from coast to coast. Each is built to assure lower equipment and installation 
costs, less maintenance and greater efficiency. Each is “station-engineered” 
by experts for the service needs of your location. The result is unsurpassed 


efficiency in every Wayne Remote Pumping System installation. 


THE WAYNE PUMP COMPANY 
SALISBURY, MARYLAND 
TORONTO, CANADA 














Gasolines, 
Motor Oils 
and other 


Petroleum Products 


of Highest Quality. 


HUMBLE OIL & REFINING COMPANY 


Retail Marketers 


and New Mexico 


























MAXIMUM ACCESSIBILITY 


‘“Frame-Kontact” design leaves the 
entire underbody completely acces- 
sible for lube and repair work. 
Wheels and suspensions hang free 

. alllube points, as wellas mufflers, 
brakes, rear ends, springs, trans- 
missions, and starters are within easy 
reach. Mechanics do better work 
faster...they can see and work 
without obstruction. 


IMPROVED LUBRICATION 


The diagram below shows the lubri- 
cationadvantages offered by “Frame- 
Kontact”’ lifting. When a vehicle is 
lifted by the wheels or axles, the 
wear surfaces resist lube penetration. 
But when a car is lifted by a ‘“‘Frame- 
Kontact’’ Hoist, suspensions are re- 
laxed, wheels hang free, and lube 
fully penetrates all wear surfaces. 
The job is done faster . . . and better. 




















ww 


ww 











CONTINENTAL ADAPTERS, 
STYLED TO THE FUTURE, 
LIFT ALL CARS 


Equipped with the new “Continental” 
Adapters, ‘“‘Frame-Kontact’”’ Hoists 
lift every car safely and easily. Adap- 
ter arm rotates 360°... provides 
completely flexible adjustment. Firm, 
solid, widely-spaced support is given 
the car frame... European cars, cars 
with “‘unitized”’ bodies, jeeps, light 
trucks, convertibles, even three 
wheelers are readily lifted. 





PAYS OFF MANY WAYS 


When you 


install a ‘‘Frame- 
Kontact’”’? Hoist you benefit by re- 
duced servicing time on 75% of all 
repair jobs through maximum un- 
derside accessibility. Jobs move in 
and out faster, and you provide 
superior lubrication because wear 
points are opened up and more 
readily penetrated. 

You have a better opportunity for 
extra sales and service. It’s easier, 
when a car is up on a Hoist, to make 
a quick check for faulty parts and to 
Suggest repairs and accessories to 
the customer. 


FREE... 


FOR PRESENT USERS! 


The current issue of Globe Hoist 
Data Bulletin gives complete 
lifting instructions for 1957 cars. 
Write for your free copy. 


’ 
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PAYS BIG DIVIDENDS! 





OUTSTANDING 
PERFORMANCE RECORD 
OF GLOBE PACKING 


The Globe ‘“‘Surface-Packed” Cyl- 
inder gives Hoist users the maximum 
in trouble-free performance. Long- 
life packing, pioneered by Globe, 
keeps oil in, dirt and water out. Ex- 
tra-smooth cylinder surface keeps 
packing wear at a minimum. 


ro 2» 


I 





Performance tests of thousands of 
lifting operations under heavy loads, 
equivalent of up to 12 years normal 
use, prove the durability and the 
trouble-free, wear resistance of 
Globe’s packing. 





TIME PAYMENT PLAN GETS YOU A 
GLOBE “FRAME-KONTACT” HOIST 
FOR ONLY PENNIES A DAY! 


Anyone can own a world-famous 
Globe “‘Frame-Kontact” Hoist and 
pay for it out of increased profits. 
Using Globe’s new Time Payment 
Plan, terms can be arranged for a 12, 
18, 24, or 36 month period, so that 
the cost of the Hoist is actually paid 
for out of the extra income gained by 
using it. The Globe Hoist best suited 
to your requirements can be pur- 
chased for ‘“‘pennies-a-day.”’ 

It costs so little to have the best 
lift in your shop... as little as 69c 
per day. Write for more information. 
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““Frame-Kontact”’ Hoist owners— 
whether they have one Hoist or a 
battery of twenty or more—are 
satisfied owners. 

The Service Manager of the shop 
having the battery of 2-post “*Frame- 
Kontact” Hoists shown above, re- 
ports: ‘We did a lot of investi- 
gating before we installed this 
battery of ‘Frame-Kontact’ 
Hoists. Everybody we called on 
was enthusiastic about their per- 
formance and qualifications. 
Now, we're enthusiastic, too. 
We've found them to be com- 
pletely satisfactory in every way. 
They get the job done in a hurry 
and help keep the shop neat and 
clean.”’ 

A repair shop is convinced Globe 
““Frame-Kontact” Hoists give added 
impetus to orders: “In a typical 
month, we’re writing twice as 
many orders as we did before 
our ‘Frame-Kontact’ Hoists 





were installed. There is no ques- 
tion in my mind that had we pur- 
chased lifts of any other type, a 
good portion of this increase 
would not have been possible.”’ 

A Milwaukee, Wisconsin, service 
station owner with a single-post 
‘“‘Frame-Kontact”’ Hoist says: ‘‘We 
couldn’t get along without our 
‘Frame-Kontact’ Hoist. It 
helps us get jobs done faster . . . 
keeps our customers happy with 
better service.”’ 

These examples are typical of the 
enthusiastic response found from 
coast to coast—and abroad—among 
users of Globe “Frame-Kontact” 
Hoists. If you would like further in- 
formation about any of the world’s 
most complete line of automotive or 
heavy-duty truck Hoists, simply 
write to: Globe Hoist Company, 
East Mermaid Lane at Queen St., 
Philadelphia 18, Penna. 








COVERED BY GLOBE PATENTS 


The world-famous principle of 
‘**Frame-Kontact” lifting was invented, 
patented, pioneered, and licensed by 
Globe Hoist Company. It is covered 
by U. S. Patents: 2458986—2593630 


2583635 2612344 2612355 
2654443. Other patents are issued and 
pending 

Globe “‘Continental”’ Adapters 
Patents pending 
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New Revere 
All-Aluminum 
Fluorescent 
Island Lighter 


Specially designed for V.H.0. or S.H.0. Lamps 


Now an all-new service station island light specifically 
designed for peak lighting efficiency with the new very 
high output lamps Revere’s new 9700 Fluorescent 
Island Lighter. The new unit is designed for 4 V.H.O. 
or S.H.O. lamps, giving about 40°% more light than 
6 H.O. lamps. 


It is precision-built of quality materials for long life 
and minimum maintenance. The new unit features alu- 
minum extrusions and precision die castings throughout, 
and has rot-proof, weather-tight vinyl plastic gasketing 
between all glass, door frames, and light chambers. 


angle to provide 
and more 


Light chambers are tilted at a 20 


greater light distribution, 


more efficiency, 





Door is hinged full length on a piano-type Unit has 4” openings 
hinge, and is held by positive toggle action, for 3 cluster light 
stainless steel latches. Corning Alba-Lite glass channel Up-swept 
panels for maximum diffusion and efficiency ultra-modern appearance 





94 


threaded and plugged, 
in top of extruded aluminum 
light 


Revere Electric Mtg. Co. ° 


In Canada 


attractive appearance. Light chambers are separate from 
the center channel in which the transformers are housed. 
This permits free circulation of air around the center 
channel, dissipating the heat generated by the trans 
formers, providing cooler and more efficient operation, 
and greatly increasing the life of the transformers. 


The new Revere unit is produced in 4, 6 and 8 ft. 
lengths, completely wired, ready to mount on any 
pole. Luminaires are easily combined to make your 
required length by removing the end plates and bolting 
the units together. 

Revere has the widest line of matched outdoor fixtures 
for service station lighting. Call your Revere representa- 
tive for full information, or write Revere Electric Mfg. Co. 





Lamps and transformers are housed in separate 


permitting free air circulation 
End plates 
length 


compartments 
for cooler operation and longer life 


chambers — provide 
make it easy to join units of any 


for service stations 


OUTDOOR LIGHTING 


7420 Lehigh Ave. ° Chicago 371, Ill. 


Curtis Lighting, Ltd., Leaside, Toronto, Ontario 
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Find the firm going places...youll find IR STONES! 


55000 ae? Fishliogh LAkewood 3.5689 STL Ie 
i550 piakt OIL SERVICE ahi NORTHWES1 


) 
5SS9 Wotnut Ra Morey +608 RICHMOND AND 


BEABANT F J 
BUHL Ol C0 ee SUBURBAN AR 




























ate Al's stny a Richville— Bunker | 
ay BAY poe LAkewood 6-5554 South Lane— Luna ( 
2 Lundigan MUrray 7-640 Gardendale — Lakep 
Johnson Avondale — Wilsony 

im St LAkewood 4 5593 ; : id 

Fuel Co Gray Park 

, MUrray 4.7732 . 25 

y For prompt delivery « 


LAkewood 3.6677 p 
VErity 4-000 

UMrray 4-8854 - 
76889 Abercrombi 


VILLAGE 


Banting Oi! Co Stove & F 

DRexe! 8-77450 C‘aurteous | 
23009 Fairgroove 

CONSOLIDATED PETROLEUM C 

1156 Penn Dr + 


nace Uiis 
delivery Sere 


DOOLITTLE Oil CO 
WaAverly 4.3386 41894 Nebraska 
WaAverly 3-4489 sagt hans 


0 Linden b 


MB FUEL & HEATING SERV 
eared Leat 0: 


D OIL CO. <QRRBRASTERN on co, 
MRIBUTOR he dg 


nace - 
ating Mo 
alt heating plait 
mot water heaters 


» TANKS REPLAC 
Waver 














St ; ni 
HES CO. 















oo! were 
a a a 
OIL SERRICE,- 
Dngton 


SUBURBAN 


PANY 
Dr 


Whether you operate one truck or twenty trucks, you can't buy a tire that costs 
less per mile than Firestones. Billions of miles of carefully kept fleet records prove 
Firestone truck tires outwear all others. 

Firestones last longer because Firestones are built better. Take Firestone S/F 
Safety-Fortified—cord. Firestone tempers cord, but doesn't stop there. Firestone 
gum-fortifies every fiber for a permanent lock between rubber and cord, 
measures every individual ply with electronic precision. 

The result is extra miles, lower cost per mile for every user of Firestone truck 
tires with S/ F—Safety-Fortified—cord. Every Firestone truck tire is an outstanding 
value in long-wearing, dependable performance. No wonder more going 
concerns go on Firestones! See your local Firestone Dealer or Store for truck 
tires or truck tire service. 





YOU CAN'T BUY A TIRE THAT COSTS LESS PER MILE THAN FIRESTONE Fi resto n e 


BETTER RUBBER FROM START TO FINISH 
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Right from the start=— 


Heiping Retiners Make Better Petroleum Products 


For more than forty years UOP has been the leading inde- 
pendent petroleum research laboratory. The results of UOP 
research have always been made available to all refiners, any- 
where. Over the years it has been responsible for the devel- 
opment of many of the most important refining processes 
now in use. 


In cooperation with the technological and manufacturing staffs 
of these refiners the application of these processes has made 
a major contribution to the continuing betterment and market- 
ability of petroleum products. 
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Nien of Science are 


working to help you sell! 





Throughout the great petroleum industry there are thousands of scientists, tech- 
nicians, engineers devoting their efforts exclusively to research. Not one of them 
actually sells a gallon of gasoline or a tankful of fuel oil. 

Yet, basically, most everything that is done in petroleum research is pointed to 
the sale. Right from the start research concentrates on the development of improved 
products from petroleum, products better fitted to answer the demand of today’s 
economy, products that the public needs and wants to buy. 

Research, too, is devoted to the task of helping the refining industry get the most 
out of every barrel of crude that is processed in its plants. This makes possible the eco- 
nomical marketing of petroleum products to the broadest markets at a reasonable price. 
We have a lot of these men of science here at Universal, and there are lots more 
on the research staffs of refiners everywhere. It is good to know that their efforts are 
concentrated on keeping petroleum products salable. 


uo UNIVERSAL OIL PRODUCTS COMPANY 


30 ALGONQUIN ROAD, DES PLAINES, ILLINOIS, U.S.A. 
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Now, make your lubritorium 


a Golden Invitation to new sales 
with LINCOLN 


1G AIR-OPERATED 


ptt 
Mi! ime , 
Sid | to merchandise your 
modern lube service! 








The best dealers choose the Golden Standard 


styling .. . dramatic functional styling attracts cus- 
tomer attention, inspires confidence in your service 
. makes your lube room a Golden Invitation to 


new sales. 


efficiency ... exclusive air-power actuation and 
smooth, uniform retraction help men do faster, 
neater, better work. 


dependability ... maintenance is the lowest... 
installation is simplicity itself. 

Call your Lincoln Sales and Service Wholesaler. 
He'll be happy to advise and assist you in planning 
all your lubritorium requirements. No obligation, 


of course. 


Lead with Linco/n 


"Trade Name Registered 


i as 


Linco/!n LINCOLN aes cueieien 


5702-74 Natural Bridge Avenue ° St. Louis 20, Missouri 
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AUTOMATIC 
RETRACTING 





Division of The McNeil Machine & Engineering Co. 
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Woereree your products are shipped in 55 gallon drums or 1 gallon cans 
—whether you market motor oils or chemicals requiring special lined 
containers—there is a Tri-Sure* Closure that will 


1. Precisely meet the requirements of your products and containers. 
2. Provide full and dependable protection under all conditions of transit. 


3. Give your products the good will that is invariably created by the closures 
that have world-wide acceptance. 


The sure way to improve your packaging and the security of your products 
is to specify Tri-Sure Closures for all your steel shipping containers. 


CLOSURES Your supplier will deliver your drums equipped with Tri-Sure Flanges and 
Plugs; Tri-Sure Seals, which may be lithographed with your own private 
‘The “Tri-Sure” Trademark is a design, are applied after filling. 
mark of reliability backed by 


fe Segre: For information on the comprehensive line of Tri-Sure Nozzles, Spouts, 
over Jo ears servin industry. ’ ° © 2 : . 
, . . Seals, Caps and Assemblies for light containers—embodying important new 


advances in pail closure efficiency—write us now. 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 
CHICAGO, ILL. - LINDEN, N. J. - NILES, OHIO oe . ——> 
Tri-Sure Products Limited, St. Catharines, Ontario, Canada Hy R py fe \ 
~ 


Tri-Sure S/A Indéstria e Comércio, Sao Bernardo Do Campo, Estado de Sao Paulo, Brazil /s* wd é is 
American Flange & Manufacturing Co. Inc., Villawood, N. S. W., Australia TRI-SURE THE WORLD OVER 
Compafiia Mexicana Tri-Sure S.A., Naucalpan, E. de Mexico, Mexico Sa \ jf 
8. Van Leer N. V., Stadhouderskade 6, Amsterdam, Holland a 
Van Leer Industries, Ltd., Seymour House, 17 Waterloo Place, Pall Mall S. W. I, London, England 


U 
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AROUND THE COUNTRY 


That Private Brand Spread—The day of an “ac- 
cepted spread” between major and private brands is 
over, says Sun Oil marketing manager Willard Wright. 
He personally has never accepted the spread, Wright 
told Ohio Petroleum Marketers Assn., because of the 
fine facilities of many private branders (NPN—March, 
p137). He listed five ways to try to regain stable 
markets: return to a “real tank wagon price”; per- 
centage discounts from retail prices; fair trade; com- 
mission-consignment. (For more major marketers’ 
views, see page 110.) 





Crude Price Cut? Some Gulf Coast refiners think there 
has to be a general crude price reduction soon, if crude 
postings are to retain any value. They say considerable 
Texas and Louisiana crude has been moving below 
posted prices since early this year. Discounting, they 
say, has grown since sharp drops in product prices were 
announced early in February. 


Stamp Outlook—Trading stamps hit a plateau in the 
past year and are likely to remain there. That’s the 
opinion of Mrs. Mary P. Martin, Ohio State University 
researcher. She reports they’re on the rise in Denver, 
with the longest stamp boom on record (since 1951). 
A poll of Springfield and Eugene, Ore., citizens showed 
that almost half have been saving 10 years or more, 
and that 15% are 20-year savers. 


New IBGMA Head—Phil Siteman will replace Gene 
Williams as president of Independent Brand Gasoline 
Marketers of America, the private-brand association 
founded last summer (NPN—Aug. °57, p94). Site- 
man, head of Site Oil Co. of St. Louis, has advocated 
divorcement legislation in the past. Williams is stepping 
down because he’s selling his company, Gaseteria, Inc., 
of Indianapolis, to Oklahoma Oil Co., a subsidiary of 
Standard Oil Co. (N. J.). 


Rosy Future for LPG—Annual consumption of lique- 
fied-petroleum gas will hit 14-billion gal. in 1975, pre- 
dicts Southwest Research Institute. It’s 7-billion gal. 
now. The Institute expects increased domestic and 
carburetion uses to account for most of the gain, but 
also sees a continued upsurge in chemicals, synthetic 
rubber and other industrial uses. 


Carter’s Rolling—Carter Oil Co.’s northwest-area sta- 
tion expansion is under way. Carter reports it’s pur- 
chased 105 sites for future stations, 55 of them on the 
Pacific Coast. In 1957, Carter built 77 new company- 
owned stations in the area and purchased six others. 
The company’s branded gasoline sales rose 9% last 
year; net profit went up 31% (see page 111). 
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Farm Trade: improving—Prospects for more farm 
business are good in many parts of the Midwest, state 
officials report. With farms becoming fewer but larger, 
mechanization is spreading steadily— creating more de- 
mand for oil products. In Iowa, for example, farm 
equipment sales gains of 33% to 150% were reported 
in 1957. They rose only 11% throughout the country. 


Credit Changes Coming—Two more majors will swing 
to plastic credit card-imprinter systems on June 1. 
Sinclair Refining introduces the Addressograph-Multi- 
graph set-up to dealers in a series of meetings beginning 
April 21. Approximately 13,000 dealers are expected 
to be included in the first wave of conversion. Ameri- 
can Oil Co. will take on the Farrington system. Amoco 
is designing its set-up for possible tie-in with Farring- 
ton’s Scandex, an electronic scanner used in high-speed 
accounting. 


NCPR ‘Crusade’—Officers of the National Congress of 
Petroleum Retailers are off on a 31-state “Truth Cru- 
sade.” Executive secretary John Nerlinger and president 
Cash Hawley plan to address 35 dealer association 
meetings between them, winding up their tours about 
the middle of this month. Object is to tell the story of 
NCPR’s aims and accomplishments. 


Big Splash for New Oils—Continental Oil Co. brings 
out a new “superduper” motor oil this month. Conoco 
will use a large-scale ad campaign to push it. At the 
same time, Gulf Oil Co. will introduce a new “Gulf- 
pride Select.” 


PR Test Tube?—Houston may be the pilot city for Oil 
Information Committee projects aimed at improving 
the industry’s public relations. OIC men met recently 
with Houston representatives of the daily and business 
press, discussed ways of improving school programs, 
press relations, and Oil Progress Week activities. Pilot 
programs will be developed from these talks. 


Brand Name Winner—Sohio dealer Mike Anthony of 
Parma Sohio Service Station will receive a plaque this 
month as gasoline brand name retailer of the year. 
Thirteen other dealers will receive certificates of dis- 
tinction. 


Phillips in Ohio—This year may see Phillips Petrol- 
eum Co. invade Ohio. Phillips was angling for jobbers 
at the Ohio Petroleum Marketers Assn. meeting last 
month. 


More Ahead of the News 
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Ahead of the News 





One Big Meeting—Intermountain Oil Jobbers Assn. 
wants to organize a joint meeting with other jobber 
groups. California, Colorado, New Mexico and 
Wyoming have already been approached, and each 
sent one or more representatives to Intermountain’s re- 
cent semi-annual meeting. Intermountain itself em- 
braces jobbers in Idaho, Nevada, Oregon, Utah, Wash- 
ington and part of Wyoming. The one big meeting 
would consider mutual problems, yet leave time for 
each association to hold its own business meeting. 


Capital Goods Outlook: Better—Machinery manufac- 
turers predict successive increases in new business in 
every quarter of 1958, although they expect the year 
itself to be 5% below 1957. By the fourth quarter, all 
except pump and compressor manufacturers expect new 
orders to top the totals for comparable 1957 quarters. 


Troubles in Texas—Lone Star dealers are becoming in- 
creasingly vocal in their complaints about price wars. 
They’re appealing for investigations to the state attor- 
ney general's office, which says it’s collecting data “from 
all over Texas.” Antitrust investigations have been held 
in Houston, Dallas and El Paso. 


Spending Down, Projects Up—Phillips Petroleum Co. 
says its over-all capital expenditures will drop about 
$50-million this year—but it still plans to “fill in open 
spots, upgrade our dealers and services, and remodel 
obsolete outlets” in its 35-state market area. 


Hunt for Dealer Revenue—Shell Oil Co., convinced 
that tuneup can be a solid revenue source, is investi- 
gating other new services. Possibilities being tested: 
brake relining, wheel alignment, exterior adjustment of 
automatic transmissions, accessory power adjustment 
and auto air conditioning adjustment. 


No Antifreeze Price Cut—It looks as if retail fair 
trade prices of nationally advertised brands of glycol 
or permanent type antifreeze will remain at $3.25 per 
gal.—despite the number of low-price, private label 
products. Rumors of a reduced cash-and-carry price 
have not become a reality. Instead, both DuPont and 
National Carbon will sponsor a guaranteed radiator 
protection program with all adjustments to be made by 
the dealer. Dealers will be recompensed by a straight 
62¢ gal. cut in price to them. 


Lightless Pumps—Experimental gasoline dispensing 
pumps will appear soon. They’ll be shorter than current 
models, and without interior lights. With lights elim- 
inated, pumps need not meet Underwriters’ prescribed 
minimum height from ground. New designs will also 
incorporate departures from vertical cabinet lines. 
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Heat on Heating Oil Retailers—Oil heat promotion 
headquarters says its next big aim is to get jobber- 
distributor support for the co-operative ad programs 
set up with the aid of Oil Heating Market Reports. 
Suppliers are coming across, OHMR says, but retailer 
contributions to local campaigns are below last year’s. 


IN WASHINGTON 


Gas Bill: R.1.P.—The Harris-O’Hara natural gas bill is 
dead; even Rep. O’Hara (R., Minn.) has written it off for 
this session of Congress. In its wake, a compromise bill 
has been introduced by Sen. Long (D., La.). It would 
require regulation only for producers selling over 2- 
billion cf. of gas annually in interstate commerce. Be- 
hind the bill are Sen. Yarborough (D., Tex.) and two 
consumer state senators who fought earlier gas bills— 
Kefauver (D., Tenn.) and Clark (D., Pa.). Some ob- 
servers predict smaller gas producers will be tempted by 
the bill, bringing a split in producer ranks. 
e 


Roosevelt Back in Arena—Rep. Jimmy Roosevelt (D., 
Calif.) is set to start more oil hearings before his small 
business subcommittee. Present plans call for a probe 
of gasoline surpluses. Immediate problem is to hire a 
counsel for the hearings, slated to start soon after 
Congress’s Easter recess. 





More Probe Action?—The Alexandria, Va., federal 
grand jury may take action by mid-year on its investiga- 
tion of oil prices and marketing. The present jury’s term 
expires June 30; unless some indictments are returned, 
Justice Dept. attorneys heading the investigation will 
be faced with these alternatives: drop the whole thing, 
or face the tedious business of placing the investigation 
before a new jury. 


IN DETROIT 





Fuel Economy Drive—Tooling changes on ’59 models 
will be designed to make next year’s cars more econom- 
ical to run, Detroit engineers say the new engines will 
take some models out of the “super-premium” class 
and back into the premium category—while others 
may drop back to regular gasolines (see page 174 for 
details). 


IN THE LABS 





Underseas Tanker Ahead?—Submarines powered by 
nuclear energy may some day carry oil, predicts a Mari- 
time Administration official. The Administration has 
contracted for a study of the advantages and problems 
of such a craft. Two nuclear-powered surface vessels 
are currently under development. 


NATIONAL PETROLEUM NEws ° April, 1958 





Petroleum Indicators 





MILLION 
BARRELS cr AGO 





DISTILLATE 


KD 


RESIDUAL 


~—_ 
———-™ 








j 


eee ee Se eee 
-_ 


See Oe 


4 








| 
A M N 
1957 | 1958 











NPN PRICE AVERAGES* 
Refinery/Terminal 


(¢ per gal.) 


March 
1958** 


Gasoline 
(regular) 
Kerosine 
Distillate 
Residual 
4 principal 
products 
Lube Oil 
Crude at well 
($ per bbl.) 3.19 


11.46 
10.91 
9.24 
4.79 


9.10 
22.15 


not 


monthly 
**Through March 21. 


Feb. 
1958 


11.61 
10.97 
9.46 
4.80 


9.21 
23.18 


3.19 


*Weighted average price, principal 
7 markets. Crude prices last day of 
. month, 


average. 


March 


3.18 








MONTHLY PETROLEUM STATISTICS 


Primary stocks (Last Day) 
Finished and unfinished gasoline (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 
Kerosine (thous. bbl.) 
Residual fuel oil (thous. bbl.) 
Crude oil—B. of M. (thous. bbl.) ... 


Refinery Activity 
Crude runs to stills (thous. bbl. daily) 
Foreign crude included (thous. bbl. wide 
% of refinery capacity operated ..... deal y 


Refinery Output 
Gasoline (thous. bbl. daily) 
Kerosine (thous. bbl. daily) . . 
Distillate fuel oil (thous. bbl. daily) 
Residual fuel oil (thous. bbl. daily) 


Crude Supply 


U. S. crude oil production (thous. bbl. daily) 
Crude oil imports (thous. bbl. daily) 


*Through March 14. 
Source of Data: API Weekly Reports, except 1957, Bureau of Mines. 


MONTHLY MARKET TRENDS 


Exports of crude and refined products (thous. bbl.) 

Average station gasoline price, ex tax (¢ per gal.) 
**Gasoline consumption (million gal.) ..... Site 

Passenger cars—domestic shipments (thous.) 

Trucks and buses—domestic shipments (thous.) . 

Automotive replacement tire shipments (thous.) . 

Replacement battery shipments (thous.) 

Oil burner shipments (thous.) .. 

Service station sales (all commodities) $-million 
**Excludes Oklahoma. 
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March 1958* 


216,525 


81,853 
17,459 
55,061 


283,846 


Latest Month 


9,482 (Dec.) 
21.77 (March) 
4,519 (Nov.) 
536 (Dec.) 
72 (Dec.) 
5,511 (Jan.) 
2,012 (Dec.) 
44.6 (Nov.) 
1,136 (Feb.) 


Feb. 1958 


215,191 
88,638 
17,167 
54,208 

295,530 


Previous Month 


11,051 
21.14 
4,851 

560 
79 
3,342 
2,359 
71.0 
1,209 


March 1957 


206,716 
76,245 
20,223 
37,371 

254,911 





Supply and Demand 


How 100-Octane 


A new Bureau of Mines survey 
Supplies some valuable facts 


For the first time, comprehensive information on 
100-plus-octane gasolines is available. It comes 
from a Bureau of Mines Survey of motor gasolines 
marketed in the summer of 1957. 


The new gasolines were first introduced in early 
1956 to supply new higher-compression automo- 
biles. By last summer 11 brands were being dis- 
tributed and one was being sold on an experimental 
basis. The suppliers were Esso Standard, Cities 
Service, Crown Central, Gulf, Humble, Jenney, 
Standard of Kentucky, Sun, Atlantic, and Tide- 
water. All but the last two were marketing the fuel 
as an added grade. Continental was experimenting 
with a third grade. 


These fuels were included last summer in the 
Mines Bureau’s regular semi-annual survey of mo- 
tor gasolines sold in the U.S. Samples for the 
survey are from both small and large marketing 
concerns, identified by the geographical area where 
sold, and analyzed in oil company and other lab- 
oratories. The results are then compiled by O. C. 
Blade, of the Bureau’s Experiment Station in 
Bartlesville, Oklahoma. This permits comparisons 
of the properties of gasolines sold in various parts 
of the country. 


In the 1957 survey, 260 samples of the new 
premium fuels were collected and analyzed. The 
only sections where these fuels are not as yet being 
sold, the survey discloses, are the north and central 
plains states, the northern Rocky Mountain states, 
the Pacific northwest and California. 


Research octane numbers on the fuels, by geo- 
graphical areas, ranged from 100.3 to 101.4. Motor 
octane numbers ranged from 89.7 to 91.7. The 
over-all average research octane was 100.9 and the 


How 100-Plus-Octane Gasolines 
Compare 
100-++- Octane Gasolines 


Range of 260 Grade 
Samples Average 
51.7 — 60.6 57.3 59.0 
0.15— 0.35 0.27 0.49 
19 — 4.0 2.7 2.3 
2.62— 3.00 2.80 2.54 
Research octane 100.3 —101.4 100.9 97.6 
Motor octane 89.7 — 91.6 90.5 87.4 
Reid vapor pressure, Ibs. 7.3 — 9.7 8.2 8.8 
Distillation range 
Initial boiling pt., °F. 
10% evap., °F. 
50% evap., °F. 
90% evap., °F. 
Final boiling pt., °F. 


Property Premium 





Average 


Gravity, °API 
Sulfur, wt. pct. 
Gum, mg./100 ml. 
TEL, ml./gal. 


94108 99 97 
125—138 131 128 
213—223 219 219 
303—328 313 332 
372—413 388 404 
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Fuels Stack Up 
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motor octane, 90.5. The highest research octane 
fuel samples, 101.4, was in the southern mountain 
states, Colorado, Arizona, New Mexico, Utah and 
Nevada. The lowest Research octane, 100.3, was 
the average for Michigan. In the upper New Eng- 
land states, the new premium gasolines averaged 
101 research and for the middle Atlantic region, 
100.9. 


In the first pickup of samples of the new gaso- 
lines—in the summer of 1956, when only a few 
fuels were checked—the average research octane 
number was 101.9. Last winter the average, in a 
limited checkup, was 100.7. 

The new gasolines are improved in other quali- 
ties than octane number, the Bureau survey brings 
out. Over-all average sulfur content was .027 
weight per cent, compared with .049 for established 
premium fuels. Reid vapor pressures averaged a 
little lower than for premium grade. Tetraethyl lead 
content of the new fuels averaged 2.80 cc. per gal. 
and a few companies were using the full allowable 
amount of 3 cc. per gal. In the lower distillation 
range, the new gasolines were about the same as 
for established premium grades, but they are con- 
siderably improved in the higher distillation range. 
Average final boiling point of the new fuels was 
388° F., well under that for current premium fuels. 

The anti-knock qualities of established premium 
motor fuels have been stepped up by some oil com- 
panies, in place of adding a new premium grade. 
The effect is shown in the research octane number 
of this fuel, which reached an over-all average of 
97.6 in the summer of 1957—1.3 octanes higher 
than in the summer of 1956. The average in some 
territories last summer was well over 98 research. 
These fuels are also improved in the higher dis- 
tillation range. » 
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A. O. Smith ‘‘T’’ Truck Meters... 





Model T-15 meter with 
Large Numeral Counter 
and Ticket Printer 


Built by A. O. Smith, developer of the rotary 
positive displacement meter, recognized for the 
fastest discharge by gravity, these units have 


proved themselves accurate and reliable over the 


years. They are actual business machines, or on 


the-spot auditors. They print a permanent, tam 
z perproof record of every delivery ... simplify your 
bookkeeping. Why not get in touch with your 
representative or write and let us tell you about it 
AM e:. 


éy 
For Truck-to-Station A 0 y e “ 
Metering wah 
C.0. 8 2:0 R Att ON 


METER, SERVICE STATION PUMP, DIVISIONS 


P 7 , 
Yew York ‘ 
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Now! tne greatest concentration 
built into a truck engine! 


Ford’s all-new Super Duty V-8’s—with displacements of 401, 477 
and 534 cubic inches—are designed to handle GVW’s up to 51,000 
lb. and GCW’s up to 75,000 lb. on America’s toughest runs. And 
their endurance has been proved, not only in dynamometer labs and 
on the proving grounds, but in commercial fleets from coast to coast. 


You get more miles with less downtime! These all-truck engines 
combine an entirely new concept of engine cooling with the latest 
developments in mechanical design and materials, setting new Ford 
standards of performance and dependability in heavy-duty truck 
service. Here is the “Show and why” of Ford’s superiority: 


Exclusive three-stage cooling provides 
fast, uniform warm-up. Coolant flow 
is controlled by a second thermostat 
that balances the rate of warm-up and 
expansion of block and heads. Stress 


concentrations and the possibility of 


head warpage are virtually eliminated. 


High-capacity water pump, the heart 
of Ford’s cooling system, circulates 
over 200 gallons per minute. High 
volume coolant flow, with little or no 
aeration, supplies vital scrubbing ac- 
tion at valve guides and seats. Another 
advantage of this unique pump—its 
high capacity (50°%, more than com- 
petitive types) is obtained with no 
increase in required horsepower. 


Water-jacketed fuel-air intake pas- 
sages, in manifold and heads, main- 
tain correct and uniform fuel temper- 
atures from carburetor to combustion 
chambers. This results in proper va- 


porization and equal distribution of 
fuel-air mixture to each cylinder for 
improved economy and maximum 
engine smoothness. 


New “‘In Block’’ combustion chambers 
transfer heat concentration from heads 
to block for 360° chamber cooling. 
This transfer allows better cooling of 
head and valve areas, greatly increas- 
ing the life of these parts. Combustion 
heat absorbed by the head of the 
aluminum alloy piston is transferred 
to the long, solid piston skirt. From 
there it is readily dissipated through 
the cylinder wall into the coolant 
which surrounds cylinder through- 
out the entire length of piston travel. 
The result is long life pistons and rings. 


Internally mounted oil cooler keeps 
oil at lower temperatures for better 
lubrication. Reduced oil temperatures 
maintain greater oil film strength and 


reduce oil carbonization. Also, cooler 
oil means cooler running, longer last- 
ing rod, main and camshaft bearings. 


Fully machined combustion chambers 
mean close tolerances for accurate 
regulation of compression pressures. 
In Ford’s new Super Duty V-8’s, all 
surfaces of the combustion chamber 
(cylinder wall, bottom of head and 
top of piston) are precision-machined. 
Piston tops have a tapered step to 
maximize turbulence for improved 
combustion with regular grade gaso- 
line. The smooth, straight surfaces of 
this wedge-shaped combustion cham- 
ber eliminate deposit-forming pockets 
to minimize harmful preignition. 


Turbulence Top pistons have four rings 
and three of them, including the oil 
ring, are chrome-faced for long life. 
The top ring groove has a bonded cast- 
iron insert to further reduce wear. Pis- 
ton tops are extra thick to withstand 
high compression pressures. Each 
piston contains thermal struts that 
control expansion for a precise fit, 
hot or cold. 


Hard-faced intake and exhaust valves 
with wear-resistant valve seat inserts 
are a Ford exclusive. Valves are made 
of heat-resistant materials and heads 
are dish-shaped to allow them to seat 
readily. To minimize the possibility of 
sticking, valve stems are electrolized, 
asurface treatment previously restrict- 
ed to aircraft engines. Positive rota- 
tors provide a self-cleaning action for 





NOW! 
Three all-new 
all-truck 
V-8's 





277-hp Short Stroke V-8... 
Torque: 490 Ibs-ft @ 1800-2300 rpm 


260-hp Short Stroke V-8.. 
Torque: 430 Ibs-ft @ 1800-2300 rpm 


226-hp Short Stroke V-8... 
Torque: 350 Ibs-ft @ 1800-2300 rpm 








American Business buys more Ford Trucks than any other make! 
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of endurance features ever 


They’e all standard in 
Ford’s new Super Duty V-8’s 


more perfect seating and sealing. Any 
valve material requires good cooling 
for long life. Ford’s new Super Duty 
engine design makes more coolant 
available for lower valve temperatures. 
This coolant flowing past Ford’s in- 
tegral valve guides quickly carries 
away valve heat. In addition, exhaust 
valves are sodium-filled for rapid 
transfer of heat from head to stem. 
The sodium is added by a unique proc- 
ess that eliminates welding, thereby 
strengthening the valves. 


Hot testing of every Super Duty V-8 
is a typical example of Ford’s quality 
control. Each engine is run for 20 
minutes to check smoothness, timing, 
valve lash adjustment, oil pressure, 
and push rod rotation. 


The engine is then partially dis- 
assembled. Parts are inspected for 
condition and alignment. Special at- 
tention is given to bearings and other 
items that might cause premature 
failure. The engine is then reassembled 
and run for about 10 minutes to 
check timing, noise level, acceleration, 
smoothness and coolant, oil or com- 
pression leaks. Only Ford uses such a 
detailed inspection of every engine. 
This is done to provide you with a 
more dependable truck. 


New submerged electric fuel pump 
virtually eliminates vapor lock and 
maintenance problems. Mounted in 
the bottom of the tank, it pushes 
solid fuel under pressure from tank to 
carburetor. Its electric motor is sealed 
in a stainless steel capsule, and oper- 
ates the pump by magnetic drive. 

Every engine part is a truck engine 
part designed and built exclusively 
for Ford’s all-new Extra Heavy Duty 





trucks. The same attention to detail 
required for durability in the major 
components has been carried over to 
all other parts as well. Listed below 
are but a few typical examples: 


Stainless steel gaskets at heads 
and exhaust manifolds practi- 
cally eliminate tie-ups due to 
blown gaskets. 


No external oil lines to break. 
Oil filter and air compressor are 
mounted directly to block. 


Biggest Ford trucks ever built! Ten new seri 
1,000-lb. GVW, 75,000-lb. GOW 


ventionals, ‘'andems—up to 


Valve stem seals are of same 
material developed for use in 
government missile program 
Rotor-type oil pump maintains 
high output, virtually unaffected 
by normal wear from extended 
operation. 

Dual exhaust system provides 
far easier breathing and higher 
volumetric efficiency 
Alternator system replaces gen- 
erator for longer electrical life. 


rilt Cabs, Con 


For complete information see your local Authorized Ford Dealer 


Big truck built... big truck powered...at Ford’s low prices! 


FORD TRUCKS COST LESS 


LESS TO OWN... LESS TO RUN... LAST LONGER, TOO! 
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Nearly everybody hears Sinclair Commercials 
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10,000 Sinclair Radio 
Announcements every week 
Help Sinclair Dealers Boost Sales, Make More Money! 


Every day, more and more people are hearing Sinclair’s radio advertising. 

Sinclair broadcasts 10,000 radio announcements every week on over 900 radio stations. These 
announcements are heard more often, more consistently than any other oil company commercials — 
radio and TV combined. This is just one phase of Sinclair advertising and sales promotion 

designed to draw even more customers for Sinclair Dealers. 


That’s why it makes good sense for you to become 


a Sinclair Dealer. Talk it over with = 
your Sinclair Representative; or Dino, 
write Sinclair Refining Company, ‘eats ienae eels 
600 Fifth Avenue, New York 20, alietiaeeetientnecaataial \ 

New York. Ask, too, about the : 

Sinclair TBA franchise, featuring 

Goodyear, the greatest name 

in rubber. 
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Wrong Business and Bad Business 


National 
Petroleum 
News 





A new and unexpected competitor has 
been giving Minnesota oil distributors a 
bad time. While it is a local problem, it is one 
that all oil marketers should know about be- 
cause a slippery precedent is involved. 

Minnesota’s agriculture department 
launched a campaign to drum up business 
for some co-op filling stations, mostly 
farmer-owned. Ordinarily co-ops have tax 
advantages not available to private business; 
and co-op customers benefit from refunds 
Byron G. Allen, agriculture commissioner, sent 
credit cards to approximately 210,000. state 
employes and educators urging them to buy 
gasoline, oil and TBA from a list of specified 
co-op stations. He proffered refund benefits 
Explaining his action, Allen said basic law re- 
quires the department to aid, abet and promote 
the cooperative movement. (NPN March, 
p37). 


A vigorous protest was lodged by the 
Northwest Petroleum Assn., one of the 
strongest jobber groups in the U. S. They have 
received some support from Minnesota news- 
papers, objecting to apparent misuse of a law 
for the benefit of a few, at the expense of inde- 
pendent business. 

The agriculture department, however, 
has stuck to its interpretation of the law, 
insisting that “the law is an order” to promote 
and help co-ops. Jobbers point out that the 
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Minnesota action is inconsistent—because it 
discriminates against some co-ops by not in 
cluding them on the favored list—and unwise, 
because taxes are being used to subsidize com 
petitors. 

Some have compared this with the armed 
forces post exchange arrangement enabling 
service men, their families and employes to buy 
merchandise for much less than they would at 
public shops. These privileges have been 
abused; and jobbers have protested the abuses 

rhe Minnesota case goes beyond the griev- 
ances jobbers attach to the post exchange ar- 
rangement. In Minnesota, the government is 
engaged in an active, large-scale promotional 
campaign damaging to free enterprise 

While this has been a local problem, it 
may take more force than the Northwest 
Petroleum Assn. can muster to lick it. The 
Minnesota distributors deserve support from 
other segments of oil marketing, outside the 
state as well as inside 

“This is a lot more serious than S-I1 (the 
‘anti-good-faith bill),” declares H. F. (Hiff) 
Horning, NPA executive secretary who has led 
the fight against co-op favoritism 

The state of Minnesota should stay out 
of oil marketing, even as sales promotion 
agent and bookkeeper. It’s the wrong business 
for a state government. And what Minnesota 
has done is bad business 





How the Majors Look at Today's 


“We need to tighten our belts, but some 
of our younger management doesn’t know 
what that means... 


“I think price differentials are artificial, 
unnatural, and due to laziness on the part 
of our dealers.” 


BIG CHANGES are brewing in major marketing 
methods. And top officials say they’re the only 
answer to today’s mixed-up market conditions. 

Several companies have already begun slashing 
overhead and realigning responsibility. Some are 
initiating tougher price policies to narrow the 
spread between major and independent brands. 

A few are breaking traditional policies of silence 
to clarify their positions—even to the point of 
publicly explaining their pricing procedures. 

In effect, the heat is on. The object is to meet 
what some call the “worst conditions ever.” “Sub- 
normal” markets are widespread; orthodox pricing 
methods seem to have broken down in many areas. 
Majors are under fire from jobbers and private 
branders (NPN—Jan., p91; Feb., p137), not to 
mention the government and its agencies 


These are the Biggest Problems 


Most major marketers say these are their worst 
headaches: 

@ Supply and demand are out of joint, and 
unsettled retail prices are the result. In spite of 
imports curbs and trimmed refinery runs, the in- 
dustry is overproducing in the face of leveling 
demand 

“What are you going to do?” says a Midwest 
marketing vice president. “You have crude running 
out your ears, so the solution is to turn it into 
usable product. But the economy won't absorb it. 
We need to tighten our belts, but some of our 
younger management doesn't know what that 
means. They've been on a gravy train and now 
they're getting panicky.” 

The high price of crude complicates the picture 
Some think it will have to go down. Says one 
executive, “In every other business, supply and 
demand operate to fix a price in the competitive 
market. Manufacturing is told this must be the 
price, and by God they have to find some way to 
meet it. In oil, manufacturing sets the price, and 
by God we have to get it. That situation can’t 
last.” 

e@ Smaller marketers are becoming strong fac- 
tors. Says a major official, “The private branders 


The private branders are calling the tune 
in many retail markets today.” 


“We can’t sit by and let them take the 
shirt off our backs .. . I don’t want to 
see anybody not make money, but we’re 
going to hold our market.” 


are calling the tune in many retail markets today, 
and we're letting them. In wholesale markets, it’s 
the independent refiners, brokers, terminal oper- 
ators—the ones who cut to get business.” 


Many majors feel the differential between major 
and private brands must be reduced. Says one, 
“How the hell can you justify a differential when 
you look at the facilities of the big private 
branders? They have everything we have, and then 
beat us with the biggest selling tool of all—price.” 

Says another, “I’ve always wondered why a 
private brander thinks he has a God-given right to 
do 100,000 gal. while a major station does 
20,000.” 

Opinions vary on the “right” differential, but 
there’s a strong feeling that in many cases, 1¢ 
would be more realistic than the present 2¢. In- 
decision on this point triggers many price wars, 
majors say. 

Another cause of price wars, majors feel, is the 
private branders’ own growth—they get in each 
other’s hair. And adds an Eastern official, “The 
growth of price protection for independents hurts. 
They abuse it, and play off one supplier against 
another in contract bargaining.” 

Long margins are a further problem. The majors 
say private brand dealers can afford price wars 
since they buy at lower prices than major dealers. 
In other cases, private branders are able to drain 
business from major dealers who are too content 
with their own “long” margins to fight back on a 
price basis. A major VP grumbles, “I think price 
differentials are artificial, unnatural, and due to 
laziness on the part of our dealers. Hell, yes, we 
are concerned about the growth of private branders. 
But we can’t do a thing about it as long as our 
dealers want to sit there and not be competitive.” 

Concern over private branders is less on the 
West Coast. Big West Coast independents (Wil- 
shire, Hancock) are virtually little majors, and 
this tends to strengthen prices, marketers say. 

e Traditional pricing doesn’t seem to work in 
many areas. Some say the industry is split by a 
“double standard:” one price to the trade, another 
for “inside” or “dump” sales. The second pulls 
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down the first, and the whole structure erodes. 

Then there’s the tank wagon system. Many would 
like to junk it (NPN—Dec. ’57, p109; Mar., p105), 
but can’t hit on a substitute. Temporary allow- 
ances off tank wagon are an old sore spot. “I 
think they’re lousy and I know they start price 
wars,”’ says a Southwest official, “but we can’t do 
anything about them until there’s a closer relation- 
ship between what private branders pay and what 
our dealers pay. We have to give some protection.” 

Stamps—another price factor—produce _ split 
opinions. Says one man, “There’s no doubt they 
cause price wars, especially when one party won't 
admit that stamps made a 1I¢ price difference.” But 
a West Coast official counters, “Stamps are only a 
whipping boy. They’ve been around a long time. 
in periods of stability and instability.” 


Are the Majors “Guilty”? 


Majors say there are two sides to many charges 
made by other segments of the industry: 

e@ Charge: Majors subsidize marketing. Some 
have proved they don’t. Some agree there isn’t 
enough emphasis on profit, even among companies 
that make one. Several are reorganizing to correct 
this. : 

e@ Charge: They encourage price wars, espe- 
cially with temporary allowances. Many discount 
the importance of allowances as price war factors. 
Others say private branders and jobbers start as 
many wars as majors do. Some admit “field men 
get jittery sometimes.” They say dealer protection 
is a must, and allowances can’t be cut without 
risking loss of dealers. 

e@ Charge: They overbuild stations. A few ac- 
knowledge this. Others say they’re building in ad- 
vance because of zoning trends, road relocations, 


General 


itions 


and increased building programs by competition. 
e Charge: They sell to private branders at low 

prices. Some don’t talk about it. Some say markets 

stay in better shape when majors supply the private 

branders. A few say they strongly oppose such 

sales (including Conoco, Shell, Socony, Texaco and 
recently—Esso). 


What’s Going to Happen? 


Majors aren’t really worried about the economy 
itself. “This is a breathing spell before another 
decade of intense activity,” says a Midwest VP. 

They are concerned about the inroads of inde- 
pendents, and they plan to take action 

“We're streamlining,” says an Eastern official 
“Trimming overhead, lines of command, account- 
ing; eliminating secondary bulk plants, going to 
larger trucks. The revolution is here. 

“Gasoline margins are going to be tightened so 
our dealers can compete with private brands. We're 
not trying to put them out of business; we’re fight 
ing a losing battle, and profits are dropping 

“We'll probably have to get closer to a 2.5¢ 
differential between tank car and tank wagon, and 
get rid of stations under 10,000 gal. a month.” 

Another official says, “I’m afraid it’s going to 
be tough on the jobber. An awful lot will go under 
in the next five or ten years. There will be a big 
swing to consignee operation. Of course, many 
jobbers are into their suppliers for so much money 
that they’re consignees now, in all but name.” 

A general manager sums things up this way 
“We've got a big investment, and we're going to 
make it work. We can’t sit by and let them take 
the shirt off our backs. I don’t want to see anybody 
not make money—but we're going to hold our 
market.” a7 


What 13 Big Companies Earned in 1957 


Here’s the net profit box score for 13 big oil 
companies not reporting in time for last month's 
issue (NPN—March, p108). In general, the show- 


Netincome % change 
Company (Add 000) = from ‘56 
Carter $ 18,871 +32 
Gulf 354,284 +25 
Texaco 332,304 +10 
Union 38,236 +9 
Skelly 36,785 + 8 
Standard (California) 288,230 + 8 
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ings are better than those registered in last month's 
report. 
All dollar figures are expressed in thousands, 


Netincome % change 
(Add 000) from ‘56 
151,509 + 


Company 
Standard (Indiana) 
Standard {Kentucky} 12,625 + 
Humble 175,900 _ 
Pure 35,523 —_ 
Cities Service 59,179 an 
Tidewater 34,937 

Socony 220,000 





Strong Points of Bottom Loading 


‘e Loading time can be cut in half, by filling two compartments at once 
@ Tight connections eliminate hazardous spills 
e Drivers stay on the ground, avoiding danger of accidents 


Bottom Loading for Trucks 


It works, in a limited way; trial applications are proving that. 


Broad acceptance isn't here yet, but the future is promising. 


Here’s a rundown of findings from current bottom loading tests 


WIDESPREAD USE of bottom loading will prob- 
ably be some time coming. Too many people op- 
pose it because you can’t lay down proof of im- 
portant dollar savings. 

That doesn’t mean you can cross it off as too 
expensive to be practical. Indeed, one company 
that tried it and quit is convinced we'll see the day 
when everybody uses it. 

On Trial—Five major oil companies have given 
bottom loading a try. One early experiment was 
the initial demonstration of Tokheim Pump’s Hydra- 
Fill System at a Shell Oil Co. plant in Ft. Wayne, 
Ind., about five years ago. 

Although it was a small-scale test, encouraging 
results led to three more similar installations: an- 
other by Shell at Mt. Vernon, N.Y.; one by Esso 
Standard in Chattanooga, Tenn.; and one by 
Socony Mobil at Buffalo, N.Y. All were begun re- 
cently and two are still under way. 

Two more trials, involving a small fleet of trucks, 
have been running for several years at Standard of 
Indiana’s terminals in Evansville, Ind., and Coun- 
cil Bluffs, Iowa. Specially designed equipment was 
installed at those plants. 

Two years ago, Standard of Ohio wound up a 
series of tests with some equipment of its own de- 
sign at Lima, Ohio. 


What the Trials Show 
Here’s a rundown on five bottom loading trials: 


Sohio’s Test—Standard of Ohio demonstrated to 


By FRANK STURTEVANT 
Equipment Editor 


its Own satisfaction that bottom loading is at least 
practical from an engineering standpoint. After a 
look at possible savings, though, further work on 
bottom loading was discontinued. 


Trucks were loaded at 600 gpm through a 2'2- 
in. hose during the Lima trials. That takes a power- 
ful pump and builds up 300-400 psi, with a high 
friction loss. But even at that speed, points out 
Charles M. Gardner, manager of distribution, 
you're not doing any better than with top loading. 


There are some other minor savings. Vapor loss 
was measured at 0.06%. That compares with 
0.1% for overhead fill using a submerged spout, 
or 0.2% for splash loading. Between the two best 
methods, bottom loading saves about 2.25 gal. on 
a 6,000 gal. truck. 

There’s some slight gain in ease of handling, 
since it’s possible to load all compartments through 
a single connection. No doubt you can save on 
loading rack construction too, but the Sohio people 
don’t know how much. To get anywhere with bot- 
tom loading, they feel, something like 4-in. equip- 
ment is needed—rather than the 2!2-in. used at 
Lima. 

They know a 4-in. loading arm for a conventional 
overhead rack costs around $1,100. They can’t 
figure the cost of 4-in. quick-closing valves for bot- 
tom loading connections, because they aren’t made 
that size. Neither are truck manifolds. 


Another unknown is the cost of Sohio’s auto- 
matic shutoff, designed and patented by automotive 
engineer Mike Rath. It’s an air-operated device, 
controlled by a cork float that closes both intake 
valve and vent in two simultaneous stages. A rough 
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Drawbacks of Bottom Loading 


e Initial costs are high, and not yet justified by proved layout 
e Opposition from haulers and small marketers may develop 
e Your choice of equipment is limited 


Moves a Little Closer 


guess is about $200 for each truck compartment 

Although present savings don’t add up to enough 
to justify the cost, bottom loading is inherently 
sound, in Gardner’s opinion. He looks for eventual 
industry-wide adoption. What it needs most, he be- 
lieves, is much larger equipment that will provide 
higher speeds and worthwhile savings. 

Standard of Indiana’s Test—Two of the earliest 
bottom loading experiments were begun by Stand- 
dard of Indiana about seven years ago. Two load- 
ing spots were installed at Evansville, Ind., and 12 
at Council Bluffs, lowa. 

Loading spots are supplied by 4-in. lines, but 
connections to trucks are 3-in. swing joint pipe 
sections. That size is about maximum for fast, easy 
handling. As the swing joints move only in a 
horizontal plane, no springs or counterweights are 
needed. 

Ihe small fleet of transports supplied by the bot- 
tom loading equipment is engaged in full-load de- 
livery of two grades of gasoline. All are fitted with 
3-in. quick couplers of the type most commonly 
used for under-wing aircraft refueling. 

Some of the trucks are also outfitted with an 
automatic vent designed and built by Brown Steel 
lank Co., Minneapolis. This spring-loaded device 
opens under internal pressure as the compartment 
fills, and closes when pumping stops. 

To meet safety requirements, a pendulum-loaded 
sealing ring is mounted beneath the venting ports. 
If a truck should overturn, the swing of the pen- 
dulum acts to hold the vent completely closed in 
any position. 

A sampling device, consisting of an external 
valve and a tube that extends well in toward the 
bottom of the truck tank, is part of the complete 
equipment. Final cost of coupler, vent and tube is 
estimated at around $500 per truck. 

This is one of the least expensive systems, but 
its scope is limited. Without an automatic shutofl 
it can only be used for loading completely empty 
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trucks, with preset meters set to full compartment 
capacity. 

lo the extent Standard of Indiana has applied 
it, though, bottom loading has proved smooth and 
efficient. At Evansville, a 7,450-gal. transport can 
be loaded in 25 minutes. It would take 5 to 10 
minutes longer with conventional top loading 

Council Bluffs, with larger meters, can load a 
6,500 gal. truck in 13 minutes. Time studies at 
Council Bluffs show that it takes only 5-10 seconds 
to couple for bottom loading, compared to 15-20 
seconds for top loading. 

As with all bottom loading systems, time is saved 
in two ways. The driver doesn’t need to climb up 
to open the dome covers; once coupled up there's 
no further need to manipulate the loading arm or 
move the truck. 

Shell’s Experiment— The Tokheim equipment in 
stalled by Shell at its Mt. Vernon, N.Y., terminal 
is a complete bottom loading system. It is built 
around an automatic shutoff device that stops the 
pump at the full point regardless of whether load 
ing was started with a partly empty or completely 
empty tank. 

A pair of rigid upright control tubes installed 
in each compartment have sliding sections for 
height adjustment. When the liquid rise overflows 
into the end of the first tube, an automatic impulse 
is set in motion to slow the pumping rate prepar 
atory to complete shutoff. The top of the second 
tube is set so that the overflow action cuts off 
pumping right on the full mark 

[he shutoff tubes inside the compartments are 
coupled to flexible tubes leading from the truck to 
the special two-stage truck fill valve at the loading 
position. 

When the supply connector unit is coupled into 
a mating truck adapter unit and locked in place 
with a locking lever, the system is ready to go 
Valves set into the control lines at the pump mani 
fold are interlocked with compartment supply 
valves. One compartment after another may be 





FLEXIBLE TUBE connections have been tested by 
Shell (above), Sohio, Esso Standard and Socony 


{Begins on page 112) 


loaded without changing any of the connections. 

lokheim supplies all the equipment, including 
an automatic vent, as part of the package. So far 
it’s the only complete system on the market. 

Iwo loading spots at Mt. Vernon are placed so 
that a truck can couple to both at once for load- 
ing two grades of gasoline simultaneously. One 
truck with four 1,200-gal. and two 760-gal. com- 
partments has been converted to bottom loading. 

Shell tried an aluminum pipe extension in place 
of the 2%2-in. loading hose, but found it didn’t ad- 
just to the settling of the loaded truck. 

Cost of the special equipment for the two load- 
ing spots ran about $1,700. For the truck con- 
version, special equipment ran about $1,767; labor 
and materials to install, $1,210. Total: $2,977. 
The figure includes about $425 for converting in- 
ternal valves from hydraulic to air operation, a step 
not always required for bottom loading conversion. 

Shell’s main purpose at Mt. Vernon is to give 
the equipment a thorough trial in actual service. 
Shell wants to get a line on life expectancy and 
see if any faults show up in the parts. After more 
than eight months of continuous operation, only 
minor troubles have developed. 

Irving Seymour, in charge of the Mt. Vernon 
plant, observes that the system eliminates the ac- 
cident risk in climbing to the truck top, cut the 
fire hazard from spills, and lessens vapor discharge. 
Loading at a maximum of 400 gpm into two com- 
partments at once through 2'4-in. hose is twice 
as fast as top loading, but he regards the safety 
features as more important. 


Esso’s Installation—At Chattanooga, Tenn., Esso 
Standard Oil put in Tokheim installation and con- 
verted one truck for delivering a single product— 
diesel fuel—in full loads. The equipment is cur- 
rently out of operation, pending a decision on 








SWING JOINT pipe connections are being used 
at Indiana Standard’s two trial installations 


whether to equip the truck for three-grade delivery. 

Socony Mobil’s Test—When Socony rebuilt its 
Elk St. terminal in Buffalo, N.Y., recently, one slot 
in the loading rack was set aside for bottom load- 
ing trials. The slot was equipped with two Tok- 
heim loading spots and two mating connectors were 
installed on a 7,200 gal. truck. 

This layout was also planned for simultaneous 
loading of regular and premium gasoline. Here lies 
the key to eventual bottom loading superiority, say 
Socony Operating men. 

It would be a different story if you could fill 
two compartments at once by top loading. It’s been 
tried, but the industry has now ruled it out as a 
hazard. At today’s fast loading speeds it isn’t safe 
for one man to watch two compartments at once. 

With bottom loading it’s no problem because he 
can easily watch a pair of meters. At Buffalo they 
put 500 gpm into two compartments at once, giving 
the equivalent of 1,000 gpm overhead loading. 

So far, 1,000 gpm is about tops for overhead 
loading, so you might say the two methods are 
about even at this point. If no further developments 
could be foreseen, there’d be no reason to convert 
to bottom loading. And there are some in the in- 
dustry who don’t see the need for any faster speeds. 
They don’t believe the additional minutes that 
might be saved are worthwhile. 

But Socony is convinced the trend to higher 
speed is not yet ended. They say it’s possible to 
raise the rates for both top and bottom loading, and 
that efforts will be made in that direction. They’re 
inclined to think it will be more practical to step 
up bottom loading speed, because with dual load- 
ing you multiply each increase by two. 


How Bottom Loading Stacks Up 
Bottom loading can’t be evaluated without a look 
at several important “fringe” factors. 
The Price of Speed—The quest for higher speeds 
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Says an expert, “Efficiency in this field is so vital, we'll 


never see the day we stop studying how to improve it... 


by either the top or bottom method faces some 
unanswered questions. The equipment you'd need 
to push the maximum top loading rate up to some- 
thing like 1,250 gpm, for example, would have 
to include larger motors, bigger meters, valves and 
related accessories. Those now available run into 
money. 

Some units used in bottom loading are new and 
have never been produced in other than their 
present form. The problem is whether all com- 
ponents can be made larger within reasonable cost 
limits. 

In theory, it looks possible, and that’s why So- 
cony thinks an increase in bottom loading ca- 
pacity of as much as 50% is attainable. It may 
take a little time, though, because without a vol- 
ume market there isn’t much incentive for manu- 
facturers to invest the considerable sum it would 
take to develop larger components. 

You can see what a 50% faster rate, combined 
with dual compartment loading, would do. Take 
the 500 gpm rate at Buffalo, for example, and 
step it up to 750 gpm. Multiply that by two, and 
you've got 1,500 gpm, without going into equip- 
ment that’s excessively large or heavy by today’s 
standards. 

There’s another angle that might reduce the in 
itial cost. If legal limits on compartment size could 
be raised, trucks could be built with larger com 
partments and fewer of them. You need an auto 
matic shutoff device in each compartment—so the 
fewer compartments, the lower your initial cost 
Whether that can be done, and when, is an open 
question. 

The Safety Bonus—In several ways, bottom load 
ing is safer. With a tight connection there are no 
spills to create a fire hazard. 

Static grounding is automatic as soon as the hose 
is coupled. Even if your own drivers are careful 
to attach the grounding wire while loading, it’s 
difficult to control drivers employed by others. They 
may not be familiar with the location of your 
grounding clip, or there may not be a convenient 
spot on the truck to attach it. 

In case of fire or explosion there’s no danger of 
the driver injuring himself in a hasty scramble off 
the top of the truck. 

The top of the truck is always a potential hazard 
While accidents are fortunately rare, they are likely 
to be severe or even fatal. 

It was chiefly for that reason that Norton Oil 
Co., fuel oil distributor of Phillipsburg, N.J., in- 
stalled bottom loading at its bulk plant. Two Nor- 
ton drivers had been badly hurt in falls from 
trucks, resulting in a $2,000 loss to the concern 


April, 1958 * NATIONAL PETROLEUM NEWS 


5 


and disruption of truck deliveries (NPN—Sept 
"56, pll9). 

Labor Saver—For your older men, and those 
who may have some physical impairment, climb- 
ing the truck may not be easy. There’s also less 
equipment handling. You don’t have to swing load- 
ing arms or move the truck. Once coupled up, you 
switch from one compartment to another just by 
turning valves. 


Some Unsolved Problems 


Cost, of course, is the biggest obstacle. The cost 
of the Socony installation at Buffalo is estimated 
at around $1,800 for equipping one truck. This 
is partially offset by the lower cost of a bottom 
loading spot—about $835, compared with a rough 
estimate of $1,135 for conventional top loading 

Pruck weight, when loaded, is another problem 
It calls for close attention today, with larger trucks 
and with officials less lenient about small violations 
Hauling only a single product, you may still need 
to trim loads to meet as many as three weight laws 
(main highways, side roads, and frost line limits) 

Switching to another product of a different grav 
ity calls for a new set of load limits. Since many 
terminals handle products of six different gravities, 
there’s a real need for an adjustable bottom load 
ing shutoff to vary the size of the loads 

One compromise ts to use a preset meter to con 
trol the size of the load, letting the automatic shut 
off serve as a guard against accidental overtlow 
Phat way you may have to stick the tank, thus 
losing much of your bottom loading advantage. An 
other method of tank measurement from ground 
level seems to have worked well for Norton Oil 
It consists of a tall, open-end glass tube mounted 
in back of the meter, with a valve connection to 
the truck tank. Height of the liquid column in the 
gate will correspond to the contents of the tank 

Kew but Formidable—That’s a fair summing up 
of bottom loading’s problems. Equipment makers 
perhaps can’t conjure quick answers, but they'll 
by trying—to the extent they sense oil company 
interest 

Iwo manufacturers are known to be working on 
bottom loading devices. One has supplied bottom 
loading equipment for use abroad, and ts said to 
be planning something for the U.S. market 

There’s at least a powerful long-haul incentive, 
because tank truck delivery is a basic function of 
petroleum marketing. As one expert puts it, “Ef 
ficiency in this field is so vital, we'll never see the 
day we stop studying how to improve it.” ¥ 


For new products section, please turn to page 179 
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Could This Be Europe's Biggest 


WITH A BURST of hoopla uncommon in Britain, 
the largest roadside service station in Europe 
(above) was opened for business last May. 

Stars of British stage, radio and TV were mar- 
shalled into gala opening ceremonies. Even TV’s 
popular Inspector Fabian of Scotland Yard was 
there. 

Phroughout England the station was heralded as 
the ne plus ultra in gasoline marketing. 

“Whichever way you look at it, there is not 
much the Royal Service Station hasn’t got,” trum- 
peted the Manchester Evening News. “It’s a con- 
temporary colossus sitting astride the main road 
a mass of gleaming glass, steel and concrete worth 
£500,000 ($1,400,000).” 

Everyone was talking about it. Competitors 
down the road admitted they were nervous. 

That was 10 months ago. 

Now the owner, Shell-Mex and BP, won't even 
admit to owning it. The operators, Rootes car 
manufacturing group, decline to discuss it. 

rhe station is in Cheshire, five miles from Man- 
chester. It’s on the main route from Manchester to 
the southwest; an average of 24,000 vehicles pass 
it daily. Yet competitors are asking, “Is this the 
biggest white elephant in Europe?” 


Embarrassing, What? 


Oil marketers are virtually unanimous in saying 
the Royal’s business must be a big disappointment 


Gasoline sales were running about 500,000 imp. 
gal. a year before Shell-Mex and BP (through a 
nominee) bought the site from an independent 
operator for $294,000. That was in 1954. Now 
the facility has been completely rebuilt—and sales 
are reportedly down to the 350,000-gal. level. 


Apparently embarrassed about the station’s state 
of business, Shell-Mex and BP declines to answer 
any questions about the property. Queries are re- 
ferred to Shell management, and all answers are 
the same: “No comment.” 


Although Shell-Mex and BP won't say it owns 
the station, it is known that the company bought 
the site four years ago and pays taxes on it. City 
Petroleum, a Shell-Mex and BP company, is listed 
us Owner in the rating register. 

Asked who owns the station, a Rootes official 
said: “I can’t say—Shell asked me not to.” 


The station covers 242 acres, has 28 pumps, 
can store 75,000 gal. underground, employs 26 
persons, and is open 24 hours. On the east side of 
the road, frontage is 500 feet; on the west, 350 feet. 


After purchasing the site, Shell-Mex and BP 
let a group of companies—headed by City Petro- 
leum—operate it as a “mixed” Shell station. That 
is, it offered a variety of brand names—National 
Benzole, Power and Dominion, in addition to Shell 
and British Petroleum products. 


Sales from the station’s 27 pumps (21 of them 
on the west side of the road) reportedly were run- 
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White Elephant? 


ning at a steady 7,500 gal. a week when Shell-Mex 
and BP decided to demolish the facilities and re- 
place them with “Europe’s largest” roadside station 

Demolition started in 1956. Among items not 
restored were two public weighbridges which for 
years had drawn considerable commercial traffic 
to the road-straddling business. 

Up went new buildings and new pumps, evenly 
distributed this time on both sides of the road. A 
cafe was constructed. 

The remodeled station has four lubrication bays 
three of them with four-post lifts, and four auto- 
matic wash bays. And now the station is “tied” 
it sells only Shell products. 


What Can the Matter Be? 


With the weighbridges gone, the station has lost 
that much practical use for truck drivers. Further 
more, competitors claim the Royal's showcase glit- 
ter has chased some truckers to the ordinary com- 
fort of run-of-the-road stations. 

Neighboring service stations say they haven't 
lost any customers to the Shell “elephant.” The 
feeling is that motorists accustomed to small, Brit- 
ish-style stations are having a hard time accepting 
innovations as big and American as the Royal. 

Rootes took over station operation from City 
Petroleum on May 23rd, thé day the remodeled 
station went into business. Rootes, maker of Hill- 
man, Sunbeam, Humber and Karrier cars, uses the 
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grounds as a display lot for used cars (Rootes also 
runs other service stations in England in connec 
tion with automobile showrooms) 

Although neither Shell-Mex and BP nor Rootes 
will disclose terms of their agreement, informed 
marketers say Rootes runs the station on a license 
basis, renewable every 12 months, on a rental of 
3.25¢ gal 

Others suggest the companies have a 20-year 
lease agreement with reduced rental for the first 
three years. This seems unlikely, since Shell-Mex 
and BP is the party currently fighting a higher tax 
assessment imposed on the property after recon 
struction. A lessee would have responsibility of tax 
payment and direct interest in negotiations 

On a wider basis, Shell-Mex and BP has an 
arrangement with Rootes whereby Shell oil is the 
“recommended” oil for use in all Rootes Group 
vehicles. (British Petroleum missed this plum be 
cause BP was not marketing lubricating oils in 
the United Kingdom when the agreement with 
Rootes was made) 


What Will the Future Bring? 


Will Shell-Mex and BP have more stations of 
the “largest” type? If so, will Rootes operate them? 
lo these questions, both companies cast down 
the usual “no comment.” 

But an independent offers this answer: “Isn't 
one white elephant enough? ® 





Brief But Significant 


Humble tests stamps... Fina gets Atlas; Houghland 


gets Spur... Ford unveils new diesel tractor 


> Humble Oil is testing a stamp plan 
in San Antonio, Tex. Humble has al- 
ways shied away from stamps, but in 
San Antonio it’s buying them from a 
stamp company and reselling them to 
dealers. Plans call for a test of sev 
eral months 


SIGNIFICANCE: Officials say they’re still 
not sold on stamps, but find them a 
competitive necessity in some cases. 
A company-wide stamp program is a 
possibility. 


American Petrofina 
has finalized negotiations for Petro- 
Atlas Corp., Tulsa, and its subsidiary, 
EI Dorado Refining Co. of El Dorado, 
Kan. Reported sale price: “not over 
$25-million 


> Fast-growing 


SIGNIFICANCE: This gives Fina new 
marketing facilities in Nebraska, Mis- 
souri, Kansas, Iowa and Oklahoma (as 
reported in NPN—Mar., p100). 


> Government-held shares of Spur 
Distributing Co. have been 
by J. M 


bought 
Houghland for $5,038,103 
Houghland submitted the only bid 
for the 55% interest, seized in 1942 
as alien property (NPN—Jan., p88) 


SIGNIFICANCE: Houghland — founder, 
president, and 42°-owner of Spur — 
takes over as virtual sole proprietor of 
the 300-station chain. 


> In its annual report, Continental 
Oil reports it budgeted less capital 
expenditures in the first part of 1958 
But Conoco says it expects to spend 
more during the last half of the year, 
unless “it becomes apparent we are 


facing a prolonged recession.” 


SIGNIFICANCE: Conoco doubts there 


will be “much, if any, increase” in 
products demand in 1958. 


> California Petroleum Marketers is 
creating separate membership divi 
sions for jobbers and consignees. 


SIGNIFICANCE: This enables the jobber 
division to function as a member of 
National Oil Jobbers Council. 
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»> The Supreme Court has refused to 
hurry its decision in the so-called 
“Memphis” natural gas case. Contrary 
to a suggestion by the government, 
it probably won’t rule until next fall 
at the earliest. The issue is whether 
a company must have prior customer 
approval before it can ask the Fed- 
eral Power Commission for a rate in- 


crease 


SIGNIFICANCE: Most expansion plans 
by natural gas pipe line companies 
have been called off until the Court 
decides the issue. 


> Federal Trade Commission has 
ordered three re-refined oil firms to 
brand their oil as used—and say so 
n their advertising and promotion 
campaigns. But the Assn. of Petro- 
leum Re-Refiners is considering forc- 
ing a legal test on FTC’s action against 
one of the firms, Mohawk Refining 
Co 


SIGNIFICANCE: This would pave the 
way for the first clear-cut court ruling 
on a touchy legal subject. 


> Gulf Oil’s Southwest division men 
want to sit down with Louisiana Oil 
Marketers Assn.’s research committee 
to discuss ways of upgrading deal- 
ers. The committee had written all 
suppliers asking their help (see page 
29). Since Gulf has a number of 
Louisiana Commission stations—one of 
LOMA 


anxious to have the 


the committee’s main beefs 
is particularly 
meeting 


SIGNIFICANCE: Other suppliers may be 
asked to meet personally with the com- 
mittee, depending on results of the 
session with Gulf. 


> Ford’s new line of diesel tractors 

its first American-made diesel prod- 
uct—will carry suggested retail prices 
only $395 gasoline tractor 
prices. Usual price difference is $550- 
$850 


above 


SIGNIFICANCE: By putting the diesel 
tractor within reach of more farmers, 
Ford could exert a definite effect on 
the farm fuel supply picture. (For more 
on new engines, see page 174.) 


NATIONAI 


> Sun Oil Co. expects its custom- 
blending system to be in operation 
at all of its 8,500 stations by summer. 
Some 3,200 stations will have it by 
the end of this month. Over 9,600 
new pumps are being installed. 


SIGNIFICANCE: You can expect Sun’s 
advertising and promotion for the new 
system (“fits the fuel to your car”) to 
gather momentum now. 


> Reynolds Metals is setting up a 
rigid container division to develop 
new markets for aluminum containers. 
Reynolds has a contract with Esso 
Standard to supply aluminum for 30- 
million to 60-million cans this year. 


SIGNIFICANCE: This indicates Reynolds 
optimism, despite reports of slow prog- 
ress in setting up the necessary recovery 
plan for used oil cans. 


& Shell Oil Co. has published a 35- 
page illustrated paperback to explain 
just how gasoline prices are arrived 
at. Called Old MacDriver Had a Car, 
it's aimed at dealers and their cus- 
tomers. Shell is distributing it free. 


SIGNIFICANCE: Shell joins other com- 
panies now taking pains to explain 
pricing (see page 110). 


> Two big Southwest distributors re- 
port excellent years in 1957. Jobber 
Leslie Neal of San Antonio says busi- 
ness increased 22%; Agent C. D. 
Brown of Shreveport, La., says it was 
his best year ever. 


SIGNIFICANCE: Neal attributes his in- 
crease mainly to trading stamps; Brown 
credits one-shot merchandising pro- 
grams featuring free gifts. 


> Husky Oil Co.’s light ends market- 
ing subsidiary, H. Earl Clack, Inc., 
has been expanded and renamed. It’s 
now the Husky Hi-Power division. 
The Clack name has been used since 
Husky acquired the unit in 1954. 


SIGNIFICANCE: Purpose is greater inte- 
gration of Husky operations. The new 
division includes all of Husky’s refining 
and marketing operations. 





Group Insurance 


It's a key fringe benefit that's growing 


fast. Read about it on poge 120 
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Rate a Great 


jobbers, 
distributors 
and marketers 
in this area! 





You can zoom your sales and profits . . . when 
you handle A-Plus . . . today’s most modern 
super gasoline. 


Throughout this 10 state marketing area this 
revolutionary new super fuel, backed by a 
powerful advertising and promotional program, 
is winning thousands of new customers for 
A-Plus dealers! 


Join the Ashland A-Plus Promotion 
to booming sales... CALL US NOW! 


ASHLAND OIL & REFINING COMPANY 
Home Office: Ashland, Ky. 

ALTON, ILL., 528 Henry Street—BUFFALO, N. Y., 800 
Ellicott Square—CHICAGO, ILL., 6 N. Michigan Ave 
CINCINNATI, 0., 1402 Federal Reserve Bank Bldg 
CLARKSVILLE, IND., 214 Center St.—CLEVELAND, 0., 
Standard Bildg.—DETROIT, MICH., Dearborn P.O. Box 
6025—EVANSVILLE, IND., 2500 Broadway—FINDLAY, 0 

P. 0. Box 210—FREEDOM, PA.—LOUISVILLE, KY., 
1202 S. Third St.—NASHVILLE, TENN., 5 E. Main 
PADUCAH, KY.—PITTSBURGH, PA., 711 Park Bidg 
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Quick Check: How Nine Big Oil Companies 





Company Jobbers 


Who Can Be Insured 


Their 
Consignees Dealers Employes Dependents Life death 





Double indemnity 


for accidental Hospital-medical 
surgical plan 





Champlin 

General Petroleum 
Ohio Oil’ 

Phillips 

Shell 


Signal 


Standard of California 

Standard of Indiana? 

Standard of Ohio? 

1—Ohio Oil will extend coverage to jobbers and dealers shortly 


2—Standard of Indiana will strengthen plan shortly 
3—Standard of Ohio's program is effective April | 


Group Insurance: It's a Growing 


STANDARD OF OHIO this month becomes the 
ninth large oil company to start a group insurance 
plan for independent marketers. Sohio’s plan is for 
consignment dealers and rural commission agents. 


Some others cover jobbers, consignees, dealers and 
their employes. Five of the nine plans include 
hospital-medical-surgical packages. (see chart). 

Nine more companies in the U.S. and Canada 
are actively interested in group insurance, and sev- 
eral are likely to come out with their own plans 
this year. Another nine have the idea “under 
consideration.” 

It adds up to impressive evidence that group 
insurance has become an important fringe benefit 
for independent marketers since Standard of Indi- 
ana set up the first program in September, 1955 
Group insurance for employes, of course, has been 
common practice for years 


How Group Insurance Pays 
Its main value comes as an aid in the struggle 
for manpower. It can help attract better marketers 


to your brand—and it can help them attract better 
employes to their operations, if employes are cov- 
ered. Distributors and dealers are often urged to 
pick up part or all of the tab for their workers. 

A Champlin Refining official, for instance, says, 
“We have something special we can offer prospec- 
tive jobbers, agents and dealers that other com- 
panies can’t or don’t.” Champlin feels its program 
ties a marketer closer to the company if he falls 
ill suddenly and is faced with a big hospital bill 
which his insurance pays. 

Shell and Indiana Standard both hope their in- 
surance programs will be factors in reducing deal- 
er turnover—but both say it’s still too early to tell. 
(Shell started its plan last October.) 

The employe side is emphasized by Ed Stout of 
General Petroleum’s insurance department: “The 
primary purpose in offering the plan,” he says, 
“was to provide fringe benefits that would enable 
our distributors to compete with the larger indus- 
tries in attracting high-caliber personnel.” 

Sohio, too, feels that dealers and distributors 
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What Kind of Coverage ————— 


April, 1958 


Operate Their Group Insurance Programs 


Maximum 
monthly cost to 
insured* 


Maximum amount 
of straight 


Does supplier 
life insurance 


pay_port?, 


$3,500 $5.15 Yes 


$2,000 $14.22-employer No 


$13.24-employe 


$5,000 60¢ per $1,000 


$10,000 
($2,000 free) 
$10,000-jobber 
$5,000-dealer 
$2,000-employe 
$5,000-consignee $1 7.63-consignee 
$2,500-employe  $12.75-employe 
$5,000-consignee $20.61-consignee 
$2,500-employe  $15.64-employe 
$4,000-employer $10.75-employer 
$1,000-employe  $7.75-employe 


$5,000-employer 60¢ per $1,000 
$2,500-employe 


depends on 
claim experience 


60¢ per $1,000 


Who 


Insurance Co. 


General 
Petroleum 


Ohio Oil 
Phillips 


Insurance Co. 


Insurance Co. 
Insurance Co. 


Insurance Co. 


Sohio 


Insurance 
company 


New England 
Mutual 


New York Life 


Metropolitan 
Life 

General 
American 


Travelers 


Bankers Life 
Bankers Life 
Metropolitan 


Life 
Equitable 


*Includes cost of hospital-surgical-medical plans, where offered; includes coverage for dependents where allowed 


tShell says it guarantees success of program at rates prescribed. 


Management 


Compan 
Champlin 


General 
Petroleum 


Ohio Oil’ 
Phillips 


Shell 


Signal 


Standard of 
California 


Standard of 


Indiana 


Standard of 
Ohio? 


ringe Benefit for Marketers 


ahead signal. One is to find out what the marketer 


want and need the benefits of group insurance “to 
help them in hiring good new employes and in 
keeping existing ones.” 

Several companies believe group insurance pro- 
grams help prove to jobbers and dealers that their 
stature has increased in the eyes of suppliers. 

As Champlin notes, these advantages can help 
in competition against those that don’t have in- 
surance plans. But many major-company officials 
don't consider group insurance a competitive fac- 
tor yet. That’s why Socony has not yet introduced 
a program, though it has studied the problem. 

Insurance programs will become even more im- 
portant as they spread to other suppliers. Gulf. 
Carter, Canadian Oil Companies, BP-Canada and 
Shell of Canada are likely to start insurance plans 
this year; Esso Standard, Pure, and British-Amer- 
ican are also highly interested in group insurance 


How to Set Up a Program 


There are two basic steps before supplier offi 
cials decide to give an insurance company the go- 
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want and need; the other is to decide what the 
supplier wants and can afford 
The Marketers’ View 


ciations generally feel that group insurance is a 


Jobber and dealer asso 


good way to improve supplier-marketer relations 
But they have taken no stand on company pro 
grams, which sometimes compete with association 
plans 
plans, however, is a clue that distributors and 


The very existence of association insuranct 


dealers are interested 
Companies with established jobber or dealer 
councils have a ready-made way to find out what 
their marketers want. Others may have to do som 
specific questioning. Esso, for instance, sent out 
questionnaire to division personnel in January, ash 
ing them to discuss group insurance with deales 
and attendants 
show what dealers want 


The returns, now coming in, will 
and how much 

It’s not enough to know just that there may be a 
demand for insurance. You have to know what kind 


(Continued on page 122) 





“You have to find out not only what kind of insurance is 


(Begins on page | 20) 


is wanted and how much marketers are willing to 
pay. A health insurance package will send costs 
way up, for instance. 

That may not faze some people. Shell of Canada 
found its dealers wanted more than the life in- 
surance program being offered by Shell in the U.S. 
“They want income protection, and accident in- 
surance around the station,” says a Shell of Canada 
official. 

The Canadian company still doesn’t know 
whether all dealers will be willing to pay the extra 
costs of those benefits. But it knows there will be 
a group insurance plan: 

“The reason for our certainty that the plan is 
going to get on the road,” says the official, “is that 
a good number of dealers are already buying 
schemes almost identical to the group scheme being 
proposed. Of course, it costs them quite a lot more 
individually. But it looks as though the dealers are 
prepared to spend more than their U.S. counterparts 
on the group scheme, providing they get the sort of 
coverage they’re looking for.” 

You must also be sure demand is widespread. 
Group insurance plans require a minimum par- 
ticipation; for most oil companies it’s 75% of the 
cligible marketers. Shell’s minimum is 60%. In the 
Standard of California program, a distributor and 
all his employes must participate if there are fewer 
than four employes; otherwise it’s the distributor 
and 75% of the employes. (About half of Cali- 
fornia Standard’s 600 commission distributors par- 
ticipate. ) 

The minimum requirements can be an obstacle 
Companies cool to group insurance say those that 
have it often find it hard to achieve 75% _ par- 
ticipation. No company with an insurance plan re- 
ports such a difficulty, however. 

Other companies say they’re not studying group 
insurance too closely because they’ve had little if 
any demand for it in the first place. One major 
says its dealers have shown little interest even when 
prodded. 

A third difficulty may be local business opposi- 
tion, if a local insurance agent feels the group plan 
“takes business away from him.” But many busi- 
nessmen feel it can only reflect favorably on big 
business if it provides a service that would not 
otherwise be available. 

The Supplier’s View—Cost will probably be the 
biggest single factor in a supplier’s decision, once 
the company concludes group insurance will pay 
off in improved marketer relations. 

The greatest expense comes if the supplier de- 
cides to pay part of the cost of the insurance 
premiums itself. Four oil companies do now. Ohio 
Oil says it foots 40% of the bill; its marketers pay 


60c per $1,000 of life insurance. Champlin pays 
$6.95 a month per person with dependent cover- 
age, $3.84 without. Its jobbers, consignees and 
dealers pay $5.15 a month with dependent cov- 
erage, $2.40 without. Since Champlin has 482 par- 
ticipants with dependent coverage and 58 without, 
it’s shelling out close to $43,000 a year for its 
share of the premiums. 

Other cost items are promotion and administra- 
tion. Most companies are not pushing their insur- 
ance programs hard after the initial drive to sign up 
participants. Dealer and jobber salesmen “sell” the 
insurance plan as part of their regular duties. But 
literature mailings and display items may be re- 
quired. 

Four oil companies handle administration of 
group insurance themselves; five have arranged to 
have the insurance company do the work. In either 
case, administrative costs can be shouldered by the 
supplier or included in the marketers’ premiums. 

All costs go up as insurance coverage broadens, 
of course. This can be as much of a factor in de- 
ciding what kind of insurance to offer as the mar- 
keters’ demands. But it is possible to set up a plan 
with both life and health insurance where the sup- 
plier pays virtually nothing, the independents pay 
the bill. The marketers will still pay reduced rates, 
because of the group plan. 

Indiana Standard’s plan for jobbers and dealers 
work that way—Indiana is now at work on plans 
to strengthen its coverage. 


What Different Plans Offer 

Life insurance for the jobber, consignee or 
dealer is the common denominator of all oil mar- 
keting group insurance plans. The amount varies 
from the $2,000 offered by General Petroleum to 
the $10,000 available to Shell and Phillips jobbers. 
Where life insurance is offered to marketers’ em- 
ployes, it’s usually for a smaller amount (see chart). 

Some plans also offer double-indemnity provision 
(Double payment for accidental death). They’re 
usually found in plans that offer no hospital-med- 
ical-surgical package; General Petroleum’s program 
is the only known plan in the industry with both 
health and double-indemnity life insurance. 

Group plans do not generally provide life in- 
surance coverage for dependents. 

Health Insurance — Hospital-medical-surgical 
plans seem to vary with the insurance company 
and the area as well as with the desired cost. Many 
are considered competitive with local Blue Cross 
or trade association plans; some are better. 

The basic pattern is a daily allowance for a 
hospital room; a maximum allowance for other 
hospital services like laboratory and operating 
room charges; allowances for surgical treatment; 
and allowances for medical treatment in hospital. 
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wanted, but also how much marketers are willing to pay”’ 


Some plans add allowances for medical treatment 
at home or in a doctor’s office; maternity benefits, 
or special allowances for dread diseases like polio. 

Top daily rates for hospital room and board 
range from $8 for a maximum of 70 days (Indiana 
Standard and Champlin) to $18 for a maximum 
of 100 days (Standard of California). Surgical bene- 
fits run from $200 (Indiana) to $300 (Signal and 
Standard of California). 

Additional hospital services vary from $300 
(Signal) to $4,050 (Standard of California), figured 
in different ways. Standard of California’s is $300 
plus 75% of the first $5,000 over $300. Indiana 
Standard’s is up to $100 plus 75% of other charges 
up to $1,900, for a total of $1,525. 

General Petroleum says its plan pays 80% of all 
medical and hospital bills to a maximum of $10,- 
000, subject to a $50 deductible provision, and 
the first $500 of hospital room and board. 

Those figures are all maximums. The plans pay 
no more than the actual amount of the bills if 
they're less than the top rate. 

The Premium Rate—The essential attraction of 
group insurance plans is that no matter what they 
cost, it’s less than you’d have to pay as an 
individual. 

Some rates might still seem high. The top in the 
oil industry is the $20.61 paid by a Standard of 
California consignee to cover himself, his wife and 
children. The consignee alone would pay $11.22 a 
month; for consignee and spouse, $16.78; for con- 


signee and children, $15.83 would be the rate 

West Coast rates generally are considered higher 
than those in other regions by some officials. So- 
cony feels this is a factor in General Petroleum’s 
schedule: GP jobbers pay $6.22 a month for them 
selves and another $8 for all dependents, regard 
less of number 

An Indiana Standard dealer pays only $10.75 
for himself and dependents, $5.75 for himself alone 
But Indiana’s maximum allowances are smaller 
than those of the West Coast companies 

rhe prevailing rate for companies that offer only 
life insurance under the group plan is 60c per 
$1,000 of insurance. A shell jobber with the maxi- 
mum of $10,000 insurance pays $72 a year at 
that rate. 

Phillips offers jobbers with 37 months of service 
or more $2,000 of free life insurance and another 
$10,000 at reduced rates—which it says “will de- 
pend on claim experience.” 
ice receive smaller amounts of insurance, based on 
yearly increments of $500 


Jobbers with less serv 


You can expect to sce even wider variations in 
coverage and costs as other suppliers decide to 
establish group insurance plans. If jobbers, con 
signees and dealers develop new insurance wants 
and are willing to pay for them, this fringe bene 
fit may become more of a competitive factor. The 
consensus: this will probably happen, despite some 
companies’ feelings that the demand for group in 
surance is exaggerated s 


Case Study: How Champlin’s Group Insurance Program Works 


FOR A FULL RUNDOWN of a supplier-spon- 
sored group insurance plan, here’s a look at Champ- 
lin Refining’s program. Jobbers, consignees and 
lessee dealers and their dependents are eligible. 
Their employes are not covered because Champlin 
feels that would hike costs too high. 

Cost to Marketers—with dependent coverage. 
is $5.15 a month; without, it’s $2.40. 

Life Insurance—$3,500 payable to the bene- 
ficiary for death from any cause. After six months 
of total disability, if disabled before reaching 60, 
the insured will received the $3,500 in monthly 
instalments over not less than three years. If the 
insured dies before collecting all instalments, the 
remainder will be paid to his beneficiary. Life in 
surance is convertible to any New England Life in- 
dividual policy except term insurance, if a mar- 
keter ends his association with Champlin. 

Hospital Benefits—for room and board, up to 
$8 a day for a maximum of 70 days. For hospital 
services like operating room, X-ray, anesthetics, 
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laboratory and medicine up to $160 plus 75% olf 
the next $1,000 charged. For blood transfusions 
up to $25 each with a top of $250 

Surgical Benefits—from $5 to $250, depending 
on the nature of the operation. The schedule ts a 
standard one covering everything from brain sur 
gery to treatment of varicose veins. If serveral op 
erations are required, payment will be made for 
each up to a total of $250 for all operations during 
any one disability 

Medical Benefits—up to $350 for doctor's visits 
while in the hospital for other than surgical or ma 
ternity care. The rate is $5 a day for a maximum 
of 70 days 

Maternity Benefits—up to $125 for hospital 
room and board and special services (instead of 
normal benefits). The surgical schedule allow up 
to $150 additional for delivery 

Dread Disease Benefits—up to $1,500 for ex 
penses incurred in treatment of polio, meningitis 
leukemia or certain other diseases am 





5 units like the one pictured were delivered to Shell in 1957. 


MASTER-CRAFTED BY 


CT IZNS 


that WNictatoa the Choice | 


“(MASTER CRAFTING’’— the fine, hand- 
tailored workmanship of master crafts- 
men — makes Columbian semi-trailers 
the show-off units of any transport fleet. 


Compare these handsome Columbian 
units with others at any terminal or 
refinery. Notice the smooth shell, the 
straight and plumb skirting. Inspect 
the snug fit of cabinet doors, see how 
each tack or bead weld is as neat as 
custom body work. Even the plumbing 
of the pipe lines is expertly done, with 
no flow-restricting bends or angles. 


While it’s true that you can expect 
sound engineering, correct design and 
high quality materials from all depend- 
able manufacturers, they seldom equal 
the careful workmanship of Colum- 
bian’s long experienced craftsmen. 





Columbian designs, engineers and 

COLUMBIAN ASPHALT TRANSPORT builds maximum payload units of mild 

hauls asphalt at 400°. Fiberglas in steel, high tensile steel, aluminum or 
sulated, oil burners and tubes. Na © © 

Senedd aaihinaas Meicenas alt omiade stainless steel, for any hauling opera- 


big demand for this unit! tion, in strict accord with ICC and state 
regulations. 


om 1 ' 
Whatever your requirements, you are 
assured of complete satisfaction and 
pride of ownership when you specify 


. . at 
contnpienn Goines vaaaanont transports and semi-trailers Master- 
can be provided in steel, stainless, Crafted by Columbian. 


or aluminum with any type fittings re 
guired for specific chemicals. Unit 
above used for hauling liquid sulphur 
—_™~ 
~ NEEL 
ie (C', 


~,COLUMBIAN STEEL TANK COMPANY 


P.O. Box 4048-l Kansas City, Mo. 


Cd fi 
"ANKS Fon tae 
iy J : , 
STEEL, Master-crafted by Columbian... First for Lasting Strength 





April, 1958 + 


Management 





Whitie Hurlbut fills his own tank truck. He says you have to do your own work if you want to . 


Start Small and Grow Fast 


Jobber Hurlbut's gasoline volume is up nearly 500% since 1953, 


but at 1.75-million gal. a year he still has room to grow 


L. M. (WHITIE) HURLBUT’S career shows that 
when you start small, the most likely place to go 
is up. He started Marion Petroleum Co., Phillips 
jobbership in Ocala, Fla., with just two stations in 
1953. Now he serves 12 and is negotiating for two 
more. He expects to sell 1,750,000 gal. of gasoline 
this year—six times his first-year gallonage. 


How Hurlbut Has Grown 


Marion Petroleum sold 1,593,000 gal. of gaso- 
line last year, and 200,000 gal. each of kerosine 
and diesel fuel. Motor oil sales were 19,970 gal., 
a ratio of 1.25 (national average: about 1.11) 
IBA sales were $25,730, for a ratio of $16.15 per 
thousand gal. 
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Here are Hurlbut’s percentage increases in put 
chases over 1956, from Phillips’ records: gasoline 
50%; lube oils, 106%; grease, 107%; tires, 95% 
batteries, 145°, and accessories, 162% 

How is it done? Talk to Hurlbut and you'll 
discover five factors in his success 

e Hard work. Hurlbut means work—as well as 
hard thinking about his management. He does 
everything from filling his tank truck through 
soliciting business and making collections to post 
ing the books 

e Experience. Hurlbut worked for 20 years as 
a Major-company salesman, city manager and zon 
manager in South Dakota—including a stint for 


(Continued on page 126) 





Management 








ie is 
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Four highways meet at Hurlbut’s largest station. Banjo sign, 11 x I1 ft., is one of Florida’s largest 


(Begins on page 125) 


Phillips—and for a jobber, too, before coming 
to Florida in 1952. His first job in Florida was 
running a training school for dealers. Then Phil- 
lips began its march through Dixie (NPN—Nov. 
"56, plO4) and Hurlbut signed up to achieve a 
long-sought goal: his own jobbership 

¢ Supplier aid. “A lot depends on the assistance 
given to a jobber by his major supplier,” Hurlbut 
says. “The ‘Tampa personnel of Phillips are 
schooled in every phase of jobbing, and they're 
avallable at any time for help.” 

e Closeness to dealers. Hurlbut wears a uniform 
most of the time because “I want my dealers to 
know that | am also a dealer.” Dealer meetings, 
frequent visits to stations and operating aids help 
keep his dealers happy. 

e Careful accounting. Hurlbut makes up a profit 
and loss statement every month, compares it with 
the previous month and the same month a year 
earlier. That way he keeps tabs on his growth rate. 


What Makes the Market 


Pourist traffic is the big thing for Hurlbut, who 
made most of his growth record in a single county 

Marion—with a total resident population of 
60,000. (He now has two stations in Sumter coun- 
ty as well.) Ocala, population 15,000, is Marion 
county’s largest town 

Fraflfic from three Federal highways funnels 
in and out of Ocala on a new main route. Where 
they meet at the town’s north side, Hurlbut has 
the largest Phillips station in the area. Its banjo 
sign, illuminated at night, is 11 ft. square; there’s 
only one other like it in all Florida. 


Ihe tourists come to see attractions like Silver 


Springs, which drew 1.5-million visitors (about 
500,000 cars) last year. Ocala has several other 
natural tourist targets, too. 

Variations in tourist traffic cause a considerable 
fluctuation in Hurlbut’s station volume during the 
year; July is the best month. But the deep valleys 
in Florida’s tourist trade are steadily leveling off; 
May, September and October are not as bad as 
they used to be. 

Marion Petroleum’s four largest stations range 
from 25,000 to 35,000 gal. a month; the best has 
hit 40,000 gal. Phillips owns three of Marion’s 
outlets, Hurlbut owns two, and the rest are leased. 
Marion’s regular-premium ratio is 60-40. 


How Hurlbut Operates 


Four men do the work for Marion Petroleum- 
Hurlbut himself; an office manager who also does 
some bookkeeping; a gasoline driver-salesman, and 
a part-time driver-salesman for kerosine and diesel. 
(The part-time driver is an Ocala fireman who’s 
on duty 24 hours and off 24. He works for Hurl- 
but on his days off.) 

They work out of a 66,000-gal. bulk plant with 
a 1,000-gal tank truck and two pickup trucks, one 
equipped with a 350-gal. tank and the other with 
a 400-gal. tank. Supplies come in by common 
carrier from the Phillips terminal at Tampa, 100 
miles away. 

One month recently the tank truck handled 
157,000 gal. of gasoline, working only the normal 
daylight hours. Here’s how Hurlbut cuts down idle 
truck time: 

When the driver reports in from a trip he goes 
immediately to the office to turn in payments and 
get the invoice for the next trip. The invoice is 

(Continued on page 128) 
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Establishing your own fleet? Adding new units to 
your present fleet? Check the advantages of letting 
Matlack haul your gasoline, propane, fuel oils, lube 
oils, petro-chemicals, waxes and other petroleum 
products. 

Why tie up your capital in non-productive opera- 


tions? Put your investment in transportation to more 


profitable use—expanding research, plant and 


production facilities, for example. 


Matlack designed three compartment stain- 


WHY TIE UP 
YOUR CAPITAL IN 


TRANSPORTATION EQUIPMENT? 


Give Matlack full responsibility for hauling your 
products. You get full value for every dollar spent. 
In emergencies Matlack can put the right equipment 
at your loading rack on short notice. A teletype net- 
work keeps dispatchers at our 26 terminals in con- 
stant touch with each other and with your shipment. 
Your hazardous products are loaded and unloaded 
safely by carefully trained drivers. Modern electronic 


equipment speeds vital information to shippers. 





less steel tank with double sloping bottom 
and equipped with thermo-panels for fast, 
complete drainage. 


E. BROOKE MATLACK, Inc., 33rd & Arch Sts., Philadelphia 4, Pa. Phone EVergreen 2-1300 


Terminals: Baltimore, Md. 


Findlay, Ohio 


Detroit, Mich. 
Toledo, Ohio 


Pittsburgh, Pa. 
Woodbridge, N. J. 


Richmond, Va. 


and others 


Canton, Ohio 
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‘My banker and supplier credit manager are almost partners 
in my business. I keep them abreast of my finances .. . 


(Begins on page 125) 


made out in advance, to eliminate waiting. Mean- 
while, Hurlbut himself fills the tank for the next 
delivery. Turnaround time in the busiest periods 
has been cut to 15 minutes. The truck’s longest 
haul is 24 miles. 

The Kerosine Kick—Hurlbut pays close atten- 
tion to kerosine sales, though it’s only a small part 
of Marion Petroleum’s gallonage. He encourages 
charge accounts so deliveries can be made whether 
or not the customer is at home. “The credit situa- 
tion hasn’t bothered us,” Hurlbut says. “I do my 
own collecting. Our losses are so small that they 
amount to nothing compared to the savings by 
being able to select our own delivery pattern.” 

Hurlbut’s delivery pattern is based on minimum 
deliveries of 35 gal. He enters customers’ names, 
addresses, size of tanks and last delivery dates 
on large cards which are then arranged by neigh- 
borhoods. This makes it possible to distribute a 
full 350-gal. tankload without wasting time and 
mileage skipping from place to place. When one 
neighborhood has been supplied, another is served. 
Phat way tanks are kept filled with a minimum of 
emergency telephone calls. 

Kye on the Books—Hurlbut gives his monthly 
profit-and-loss statements credit for keeping his 
business in line. “We know by the middle of the 
following month how well or poorly we have 
done the month before,” he says. “If we are going 
overboard on any expense, we can quickly spot 
it before it begins to eat us up. We put the brakes 
on if necessary and quickly bring our profits back 
in line with our volume.” 

Main item in this check: gross profit percentage. 
Hurlbut says if this is out of line he knows he has 
to check his accounts payable. ““There’ve been very 
few months we didn’t have to go back through 
invoices to establish that our accounts payable 
were correct,” he says. 

Hurlbut also makes this point: “I go on the 
theory that my banker and my supplier’s credit 
manager are almost partners in my business, and I 
keep them abreast of my financial picture almost 
monthly.” 

You Pay to Advertise—Hurlbut puts his annual 
advertising expenditure at about $3,250. But put- 
ting up the lighted sign at his large station and a 
program of erecting billboards have boosted ad 
spending close to $4,500 a year for 1957 and 1958. 
Hurlbut has four roadside signs up, and, he plans to 
put up about 10 more in cooperation with Phillips. 

He also pays half the cost of dealer signs, uni- 
forms, book matches and other promotion items. 


PF 


He advertised on both Ocala radio stations for 
four months last year, but now alternates between 
the two. 


Dealing With Dealers 


Hurlbut’s closeness to his dealers grows out 
of frequent visits to his stations to discuss their 
problems. He likes to dig into his own experience 
for methods of stimulating sales increases. Three 
times a year he holds an evening meeting with 
dealers where ‘“‘we throw all of our problems on 
the table and hash them out.” Phillips sales officials 
are sometimes invited to these meetings, but they’re 
limited to five-minute talks. Last year Hurlbut also 
held an “appreciation dinner” for his dealers at one 
of Ocala’s best restaurants. 

The payoff: dealer turnover is almost nil. His 
two original dealers are still with him, and a former 
driver-salesman has become a dealer for him. He’s 
lost only one dealer in his four years in business. 

When he adds a new station, Hurlbut usually 
finds a lessee by inquiring among his established 
dealers. “I don’t believe the amount of money a 
new dealer has is all-important,” he says; “ambi- 
tion and character are equally important. However, 
| usually insist on inventory capital and at least 
$1,000 working capital. I don’t finance them, but | 
help them all I can in other ways.” 

One form of help is “reasonable station rentals.” 
Hurlbut says, “I take into consideration the poten- 
tial in the immediate area, and the ability of the 
dealer, to arrive at our rentals. Never what the 
formula is, or the amortizing figure. ve been a 
dealer myself, and the Golden Rule applies. 

“I figure if you’re fortunate enough to get a 
good dealer, and your rental arrangement is right, 
he knows he’s not going to be taxed if he is suc- 
cessful in securing new business.” 

That’s why Hurlbut has a graduated rental on 
five of his stations. The base rent is 1.5¢ gal. At 
a given level the rent drops to 1¢ gal., and then 
again to 0.5¢ gal. In one case, if a station goes 
over 40,000 gal. a month, it’s rent-free—and that 
happened last December. Hurlbut says he sets no 
minimum rents. (For more about sliding scale rent- 
als, see NPN—Mar., p140). 

No Growing Pains—‘How far and how fast can 
a small jobber grow?” Hurlbut often asks himself. 
His answer: “Only as fast as his capital will permit 
him to operate on a safe and conservative basis.” 
He doesn’t think he has expanded too quickly in 
four years, but he’s slowing down now to consoli- 
date his gains and see where he goes next. That 
should give him more time for outside activities, 
which include serving as a director of the Florida 
Petroleum Marketers Assn. . 


NATIONAL PETROLEUM NEWS °* April, 1958 











6 OPEN © 


Rockwell-Nordstrom lubricated plug 


valves close with just a smooth, easy 
quarter-turn. And, the pressurized lubri- 
cant that makes operation so easy also 
forms a leak-proof seal for positive 
shut-off. 


There are two basic reasons why you see 
so many Rockwell-Nordstrom lubricated plug 
valves throughout petroleum marketing opera- 
tions. First: pressurized lubricant sealing is 
an instantly replaceable soft seat— stops hazard- 
ous leakage and costly product contamination. 
Second: quarter-turn operation saves time and 
makes flow control foolproof. 
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N. suur...FAST, EASY, TIGHT 


Rockwell-Nordstrom valves are available in 
a complete range of sizes and pressures for 
every petroleum marketing need. They cost 
no more to buy often less than ordinary 
valves. For details: see your supplier or write, 
Rockwell Manufacturing Company, Pitts 
burgh 8, Pa. Canadian Valve Licensee: Peacock 


Brothers Limited. 


ROCKWELL-Nordstrom VALVES 


“4 ROCKWELL® 


MANUFACTURING COMPANY 
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TIDEWATER OIL COMPANY 
EFFECTIVE SUPERVISION 
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EVERY CARD has two sides: 
these belong to one being furnished 
to all Tidewater Oil Co. supervisors 
in the company’s mid-continent di- 
Vision, 
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Some Discounts 


TOO MANY JOBBERS are not tak 
ing advantage of discounts offered by 
their suppliers—usually 1% in 10 
says the jobber credit manager 
of a Midwest major. 

Here’s what they're losing as a re 
sult, he says 

e 0.0014¢ gal. Its a little higher 
on gasoline, a litthe lower on fuel oil, 
but that’s the average loss. And it adds 
up: 

e $12 per load on a transport load 
(7,000-8,000 gal.) of gasoline 

e $8 per transport load of heating 
oil 

e $140 per 100,000 gal 

e $1,400 per 1-million gal 

You how 


days 


can see vour own losses 
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The object is to help the super- 
visors make quick checks on their 
performance as leaders. This card 
covers self-evaluation; a companion 
card is a reminder of four steps in 


Can Help You 


would pyramid if you did more than 
a year without getting 
Multiply that, says 


1-million gal 
that 1% discount 
the credit manager, by the 
you've been in business or the 
you expect to be in business. 

Then sit down and figure out what 
you could with that amount of 
money to buy station sites, build new 
stations and modernize old ones. 

A jobber can also pay the interest 
on an accounts receivable loan out of 
the money saved on his discount—and 
still wind up with a profit. If you need 
a $20,000 loan to finance receivables 
for six months—a good average on a 
1-million gal. annual volume—you'd 
pay $600 interest. But you might save 


years 
years 
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decision-making and six steps to 
good management. They’re part of 
a Tidewater management confer- 
ence series titled “Effective Super- 
vision.” s 


$1,400 by picking up your discounts. 
You'd still have $800 left over. 

And by picking up the discounts, 
you'd have a better chance of getting 
a bank loan to finance your accounts 
receivable e 


Management Memo 





e People and Paychecks is the title 
of a newly published study of “the 
pay philosophies, policies and prac- 
tices” of Standard Oil Co. of Califor- 
nia. Intended for California Standard 
foremen, section heads, other super- 
visory personnel and pay specialists, 
the study explains in some detail the 
way jobs are evaluated for pay pur- 
and how pay levels are set. 
Standard’s salary range just below the 
top officer level: $12,000 to $37.000. @ 


poses 
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PETROMO 


means more Gallons per dollar of 


BILE: 


capital outlay 





Portable by highway, rail or ship—never dismantled. 


Open for business with 
a NEW concept in 
construction PF TROMOBILE is 
heated and ventilated, complete with lighting, plumbing, 
shelving, desk, locker, etc. etc., all permanently secured 
in place. PETROMOBILI 
a wide range of money-making possibilities for the alert 


immediately 1ROMOBILI 


movable service stations. Of. steel 


fully insulated, power 


is a movable station that offers 


oil marketer 
PE TROMOBII 
in test 


provides immediate sales outlets 


locations, using standard pump installations or 


portable tank units 


Manufacturing in upper New York State 


Trade Mark Registered 
Design Patent No. 150-F-21449. Others pending 
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PE TROMOBIT offers low cost office quarters for 


during service station renovation or new construction 


EL tTROMOI offers customer pleasing showrooms 


airport tank truck service or the light marine market 


EL TROMOI constructed on sled-type skids 


designed and delivered to conform with your standard 


station design available in six bast izes—other 


on request 


> 


M ODENCO OF CANADA LIMITED 





Purolator’s 


New “Seal of Protection” Program 


is making filter selling history! 


Every new “Seal of Protection” is a new 


Purolator sale for your dealers! 


Minions of Purolator “Seal of Protec- 
tion” stickers are on the road now. 
They’re on the cars drivers are bringing 
in for service. 


Purolator helps pre-sell the “Seal of 


Protection” to motorists with week-after- 
week advertising on Monitor—the NBC 
Network program with local-level sales 
impact. The result: Every “Seal of Pro- 
tection” sticker is a signal for business. 
Kvery sticker reminds your dealers and 


their customers when it’s time for a filter 
replacement. 

Point out the importance of putting a 
sticker on every car that drives in... 
that it means extra profit on filters—extra 
profit on oil. 

Remind all your customers to include 
a “Seal of Protection” sticker check-up 
on every car. It’s the biggest business- 
builder on the road today. 


“Purolator” Reg. U.S. Pat. Off. 


Promote the 

‘Seal of Protection” 
with Free display 
material. Tie in 

with Monitor—the 
NBC Radio Network, 


Last chance to get in on the Purolator $55,000 Sweepstakes. Urge them to send entries now. 
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PUROLATOR 


ON Fitter 


—_ Seal of Vrotection 


@ stay 


A Purolator “Seal of Protection” sticker is a sign of service 
to motorists—a sign of extra profit for you and your dealer 


What a team to clean up with! 


PURQOLATOR 


OIL, AIR & FUEL FILTERS 


PUROLATOR PRODUCTS INC., Rahway, N. J.; Toronto, Ontario, Canada 


April, 1958 * NATIONAL PETROLEUM NEWS 133 





» 


# & 


How does a two-speed differential work? Esso transport drivers get the answer from mechanic Tom Ryder 


‘Know Your Rig Gives Esso a 


“IT’S DRIVER EDUCATION. We're trying to 


get away from the word ‘training, ” says Robert 
L. Francis, head of Esso Standard’s marketing 
automotive department 

He’s talking about Esso’s “Know Your Rig” 
program, designed to upgrade driver education by 
separating highway driving tactics from the equip- 
ment the driver handles. Developed a year ago by 
Esso’s New York division, “Know Your Rig” vis- 
ited each of Esso’s ten divisions last year. 

Now Esso management is sizing up results and 
bringing the program up to date for 1959. It will 
probably go on the road every two years; that’s 
the right interval for keeping abreast of techno- 
logical improvements, says Edward J. Gavin, Esso 
automotive engineer 


The program’s reception by the drivers is excel- 
lent, Gavin says, and he believes currently im- 
proved driving performance and accident statistics 
may reflect favorable results of “Know Your Rig.” 
But they’re intangible results; Esso is not sure the 
program’s worth can be measured by concrete 
figures, though reduced maintenance costs are a 
possibility. 

“Know Your Rig” demonstrations last two to 
three hours and cover truck, power plant, brakes, 
axles, gears and transmissions. Donald A. Peterson, 
an automotive mechanic in the Brooklyn repair 
shop, conducted last year’s series with the aid of a 
mechanic or driver-trainer from each division. 

Peterson works with display panel boards show- 
ing the operation of brake systems; cutaway models 
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Don Peterson draws on his knowledge of brakes. . . 





Brake display panel fits neatly . . 


Truck advertises ‘Know Your Rig’ idea for Esso 


New Kind of Driver Education 


of operating units like brake drums and the Timken 
two-speed shifting axle; an air compressor to show 
air-braking on a tractor, and movies and slides 
provided by equipment manufacturers to explain 
their products. Heavy equipment is secured to 
roller-mounted dollies for easy handling 

Brake displays are the main feature of the pro 
gram, and Esso chose Peterson as demonstrator 
because he has worked for Bendix and Westing- 
house and knows air brakes. Rather than give him 
a set speech, Esso briefed him for the first demon- 
strations and then tape-recorded his talk. The re- 
cording was studied by Esso’s automotive man 
agement, which later made revisions in Peterson’s 
material. 


Esso believes its practical approach is the best 
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way to set up an education program for drivers 
It shows concretely what might otherwise be ab 
stract—improvements in chassis design and change 
in equipment to conform to changes in Interstate 
Commerce Commission regulation 

Ihe demonstration method also shows the driv 
ers what happens physically when they obey safety 
rules—for instance, hand-braking the trailer unit a 
fraction of a second before applying the foot brake 
to avoid the possibility of jackknifing the rig on 
slippery roads 

‘Know Your Rig 


where Esso has a number of vehicles stationed 


last year visited every place 


Drivers from other points were brought in to main 
terminals to make sure they too went through the 
program e 





Transportation 





BAPTISM BY 


turbine truck takes a road test at the General Motors 
The truck has a 
200-hp engine mounted in a Chevrolet tandem-axle 
Among its advantages over conven- 


Milford, Mich. 


Proving Ground, 


tractor chassis 


FIRE: Chevrolet’s experimental gas 





fs 


page 174.) 


Air Suspension: It Means 


Lighter Trucks, 


AIR SUSPENSION systems on high 
way tractors open the door on a 
new approach to truck design that can 
cut as much as a ton from the weight 
of the rig, says General Motors Corp 


GM¢ 


the goal. One of its new-model tractors 


has already come halfway to 


with air suspension saves half a ton 
over a comparable conventionally 
spring model 

And further design developments, 
CiM¢ 
as much as 1,990 Ib 

Payott 
ing payload and 
costs. And, GM¢ 
pension may result in less costly manu 
Welding can be 


used to a greater degree 


adds, show the way to cutting 


All this adds up to increas 
cutting operating 
points out, air sus- 


facturing methods 


And more lightweight materials 
aluminum, magnesium and Fiberglas 
reinforced plastics—will find their way 
into truck manufacturing 

Structural 
CGiM¢ 
suspension absorbs most of the high 
frequency road vibrations and shocks 
Now most road vibrations and shock 
travel throughout the truck and all 


strength requirements, 


adds, will be less because att 


136 


More Load 


load-carrying members have to be de- 
signed to take it. 


New wheel and tire designs are also 
possible with air suspension. GM(¢ 
says low-profile tires can be used on 
both tractor and trailer. And it adds: 
“To fully realize the potential from 
air suspension, both tractor and 
trailer must have them.” 

Two-Way Stretch—While the tare 
weight of the tractor can be cut, the 
cubic content—payload—can_ be in- 
creased. GMC says designers can put 
floor lines at the loaded position and 
then build the body up to the max- 
imum legal limits, since air suspen- 
sion, when controlled by a leveling 
valve, results in the same vehicle 
height empty or loaded 

“The deflection space required by 
conventional suspension now becomes 
payload space,” says GMC. In a 35 
ft. trailer, each inch of deflection 
space saved adds 21 cu. ft. of payload 
space. And since conventional sus- 
pension needs three to five inches of 
static deflection, net gain in capacity 
is 61-100 cf. 


Reduced maintenance requirements 


‘e 


. » 2 
*& 3 * * 
ee. 
a 5 ae 


tional piston-engine trucks, says GM, are hill climbing 
abilities, low maintenance cost, and use of many—and 
cheaper—fuels. 

(For more on experimental engine research, see 


(no broken spring leaves to replace, 
elimination of lubrication) adds up to 
lower operating costs, General Motors 
adds. 

And the driver benefits: air suspen- 
sion gives him a more comfortable 
ride. He’s not apt to be as fatigued 
as he is now after a long haul. He’ll 
be more alert—an important safety 
factor, considering your investment in 
the tractor and trailer 


Great Lakes Box Score 


MOVEMENT of oil products’ in 
Great Lakes tankers went up in 1957, 
says Lake Carriers Assn., but crude 
shipments from Western Canada hit 
a new low—along with a dip in refined 
product shipments’ through New 
York’s barge canal. 

Lakes tankers last year moved 115,- 
776,647 bbl. of product—nearly half 
a million tons more than in 1956—to 
ring up the best year since 1953. But 
Western Canadian crude went down 
to 828,997 tons, 15% below 1956 
and far under the 3.4-million tons 
carried in 1953 betore Lakehead Pipe 
Line was completed. 

New York barge canal handled 3.1- 
million tons, vs. 3.4-million tons in 
1956. 

Combined U. S.-Canadian lake 
tanker fleet now stands at 101 vessels 
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OT al h’Mat-leomer-lel.¢-1' 
EXTRACTA pumps 


give you ALL these advantages 
ol a <-Janle){- Meade lgaloliale 


ATLY DU D MAINTENANCE —Elimi 
nating pumps, motors and air eliminators from the 
pedestal, together with the simple efficient design of the 
“Extracta’’ submersible pump, reduces maintenance ex- 
pense of dispensing equipment to a minimum. 


MAXIMUM FLEXIBILITY IN FUTURE PLAN- 
NING— With remote pumping, islands, tanks and dis- 
pensers can be located most anywhere without affecting 
the operation cf the pumping equipment, The use of 
Red Jacket submerged pumps prepares your stations for 
any future changes in dispenser design. 


ELIMINATES VAPOR-LOCK—With the ‘‘Ex- 
tracta’’ submersible pump, gasoline is pushed from the 
tank instead of pulled to the island. Thus all gasoline is 
under pressure from the tank to the hose nozzle. 


USE OF LARGER TANKS — Larger tanks that take 
full transport loads can be used. Eliminates the high cost 
of split loads. There is no practical limit to the length of 
lines or vertical distance from the tank to the dispenser 
nozzle. 


PERFORMANCE PROVED IN FIELD—By the 
largest manufacturer of !, and '4 HP submersible gas- 
oline pumps. Red Jacket ““Extracta’’ submersible pumps 
have proven the most popular, and are designed to give 
top performance when used with any make or future 
design dispenser. ‘ 
: G ; ; R. M. “Mac” Crowder Nebar Supply Co., Inc 
LESS INVESTMENT—One pump per grade of gas- m™ 5719 W. Hanover St 3000 Western Avenue 
oline can service as many as six dispensers . . . elimi- = = —ODalllas, Texa eattle, Washingtor 
j 1. : s A_R. Sedgebeer & GW. Mullin 
nating a pump and motor costs for each dispenser. Re- 5 = Henry O. Fairlie 11 South Hill Street 
mote pumping requires less piping and allows the use m = 76 Beaver Street Los Angeles, Calitorma 
. ti New York New York AL. Sobe 
of smaller piping. as 
R.L. Faubion, Sr 624 South Michigan Aver 
i 06,95, W Blvd Chicago 5, tlinor 
; oe . CE. “Red” Weave 
The complete line of Red Jacket Petroleum prod- q Kansas City, Misso 42% » eine fey 3 
ucts also includes Quart Stroke and Gallon Stroke 7 = Joe R. Mooney Hamilton, Ohio 
Measuring Pumps, Continuous Flow Single Acting im = 3162 Chartres Street John . Voung : 
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Hand Transfer Pumps, Sidewalk Poster Signboards g  ONew Pitt fee | 8 Pent 
EP. “Ted” Muller E. “Al” Zahl 
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PETROLEUM EQUIPMENT DIVISION Davenport, lowa 


April, 1958 * NATIONAL PETROLEUM NEWS 





US BATTERY SEPARATORS 


THERE’S A “U. S.” SEPARATOR 
FOR BATTERIES IN ANY PRICE RANGE 


For Medium-Priced Batteries 
U.S. SENTINEL** 


RESIN-IMPREGNATED, 
REINFORCED WITH PLASTIC RIBS 


For Premium Batteries 
U.S. PEERLESS* 
MICROPOROUS RUBBER 


For Competitive-Priced Batteries 
U.S. REVERE* 
RESIN-IMPREGNATED 


“U.S.” Separators provide the finest battery insulation in the world 


Whatever your type of battery, there’s a “U.S.” 
Separator that will make it perform better. Take up 
your battery separator requirements with “U.S.”— 
the world’s largest producer of battery separators. 


Mechanical Goods Division 


Our staff engineers specialize in advising what is 
the best separator for your own particular needs. 
Write United States Rubber, Rockefeller Center, 
New York 20, New York. 

°Patented 

°°Patent applied for 


See things you never saw before. Visit U.S. Rubber’s New Exhibit Hall, Rockefeller Center, N.Y. 
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Soft Sell ls a Hard Worker 


Even when competitive companies are breathing fire down your neck, 


community service projects can be a gilt-edged sales investment 


HARD-SELL advertising copy leads the way for 
most marketers in today’s rough, tough competitive 
market. Octane, additives and power themes still 
dominate a lot of ads, although motivation surveys 
have helped tone down some of the more 
extravagant claims. 

In the midst of this battle, some marketers are 
making a “soft soft sell” pay off. The contrast 
even in different programs of the same company is 
almost startling. Here’s how three marketers suc- 
cessfully use this approach. 

e Esso Standard Oil Co. works through its 


East Coast 


Esso Promotes Safety 


Nearly 10% of Esso Standard Oil Co.’s $12- 
million-plus advertising budget is spent to promote 
highway safety. 

That’s a big chunk, but it’s only a part of the 
story. The Esso Safety Foundation ts the com- 
pany’s arm for its safety work. Its budget, which 
is separate from that of the ad department, goes 
for these things: 

e Grants to organizations concerned with the 
administration and research of traffic safety. Among 
these are the National Safety Council, the Boy 
Scouts of America, American Bar Assn., and the 
President's Committee for Highway Safety. 

e Grants-in-aid to universities for the instruc 

tion of judges, police officials and teachers in high- 
way safety, traffic law enforcement and driver 
education. 
e Cooperation with safety campaigns on a 
national, state and local level. One of the best 
known is the “Slow Down and Live” campaign of 
the Assn. of State Traffic coordinators. 


The Foundation provides five fellowships for 
training traffic engineers at Yale University’s Bureau 
of Highway Traffic. The amount of the grant is 
$2,000 per man per year. Three fellowships are 
provided for training driver educators at the Center 
for Safety Education, New York University. 
They're worth $2,200 per year 

Teacher training aids are supplied to state and 
local school boards and police officials for use in 
driver education courses. One of the aids supplied 
is a “Porto-Clinic,”’ a driver testing unit. The 
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own Safety Foundation to promote better traffic 
laws and enforcement procedures 

e Standard Oil Co. of California sponsors 
music appreciation programs for school children. 

e The Texas Co. brings the Metropolitan 
Opera to 12-million people trom coast to coast 
on Saturday afternoons during the Met season 

here are many other diverse community service 
programs carried on by oil companies, large and 
small. These three are well established. They eschew 
product hard sell, letting good will carry its own 
message about the sponsoring company. 


on the Highways 


SAFET-OUND 


Esso ‘Porto-Clinic’ in action. Scout helps test New 
York traffic commissioner T. T. Wiley’s reactions 


“Porto-Clinic™ is set up in schools and public 
places (above). New and old drivers are invited to 
test their vision and reaction time—key faculties 
in safe driving 

Visual material distributed includes films, cartoon 
booklets and pamphlets. A recent film 1s Motor 
Vania, a Walt Disney production 

Esso recently furnished more than 100,000 
safety pamphlets to Boy Scouts in 18 states. The 





(Begins on page 139) 


Scouts distributed them as part of their “Safety 
Good Turn.” Last year, the Foundation sent out 
800,000 direct mail pieces on safety to Esso credit 
card holders. 

The effects of safety education mushroom each 
year. For instance, in an average year Esso trains 
about 200 teachers in driver education at nine 
eastern universities. These teachers in turn each 
train about 125 students a year in safe driving 

The Foundation backs study projects and re- 
search as well as training courses. Under a $40,000 
Esso grant, the University of North Carolina is 
carrying Out a two-year study of state “point sys- 
tems.” The aim is to develop uniform traffic en- 
forcement laws throughout the country. 

Program With a Purpose—FEsso set up its Safety 
Foundation in 1954 in response to a plea from the 
President's Committee for Traffic Safety. 

Much of the Foundation’s work is aimed at 
mecting specific needs. The American Bar Assn., 
for instance, cooperates by spotting “critical” areas 
in Esso territory where highway safety records are 
slipping or where enforcement is not up to pat 
Local magistrates and police officials from these 
areas are then invited to participate in university 
seminars subsidized by the Foundation. 

Fop-quality safety personnel administer the Esso 
program right down the line. Heading the Founda- 
tion is John J. Hall, who is also manager of the 
highway traffic department. Hall, a 30-year veteran 
in safety work, is called the “father of motor vehicle 
inspection,” because of his efforts to establish state 
motor vehicle inspection laws. Harry J. Green, 


West Coast 


Stanca!l Beams Culture 


Now in its thirtieth year, the Standard school 
broadcasts show is a combined course in music 
appreciation and social studies. It brings school 
children good music tied in with themes about 
specific places and historical figures. 

One of the most popular series, for instance, was 
a “musical map of America”’—fanciful visits to 
American cities with appropriate music for each. 

Music is supplied by the Standard Symphony 
Orchestra under the baton of Carmen Dragon 
Phere are special slots for vocal and instrumental 
soloists, choral singers and dramatic actors. 

Each year 26 weekly half-hour programs are 
broadcast over more than 100 stations in seven 
western states, Alaska and Hawaii. They reach an 
estimated 1.75-million elementary and secondary 
school students. Standard supplies about 70,000 
listening guides to teachers each year to help co- 
ordinate classroom work with the broadcasts. 

The program has network distribution, but is 


former Esso district sales manager at Albany, 1s 
assistant director. 

Dr. Herbert J. Stack, recently retired as head of 
NYU’s Center for Safety Education, serves as a 
consultant to the Foundation. 

The Payoff—In Esso president Stanley C. Hope's 
words, the Foundation helps Esso discharge its 
“responsibilities as a corporate citizen of the com- 
munity and the country.” Its work “helps to estab- 
lish a more favorable corporate reputation.” 

“Certainly, this is of great value,” Hope con- 
tinues, “even if it is difficult to measure.” 

Esso does get some tangible benefits from the 
program. Equipment loaned for driver education 
carries the Esso name on a_ plaque. University 
courses are publicized as a service of the Esso 
Safety Foundation. News articles about awards and 
activities invariably mention the company’s name. 
Thus the brand mark gets the kind of repetition 
that costs big money on TV or in print. 

Esso hauls down its share of major awards for 
safety work. The company has won the Alfred P. 
Sloan award for radio and TV advertising four 
times in recent years. The prize is given by the 
National Safety Council. Hall was recently given 
the Arthur Williams Memorial Medal of the Amer- 
ican Museum of Safety for pioneering in highway 
safety. 

Up to now, Esso is the only Standard of New 
Jersey affiliate with a formal foundation program 
in the safety field. Others carry on this kind of 
work through normal corporate channels. But the 
favorable impression created by the Foundation is 
deep, observers say, and one or more of Esso’s 
sister companies may follow the lead. 


at Schools 


often recorded and released locally at varying times. 
For schools in outlying areas beyond the zones of 
good reception, Standard supplies electrical tran- 
scriptions of the broadcasts on a 90-day loan basis. 
No commercials are included in the half-hour 
show. Nevertheless, it’s outlasted a companion pro- 
gram, The Standard Hour, which presented music 
for all ages. That was dropped two years ago, a 
vicum of TV competition. 
Standard’s aim is to build 
a hard commodity to measure. The 
company hopes children will carry pleasant mem- 
ories of the Standard show on into their consumer 
lives. It hopes parents will be impressed. 


Rewards and Awards 
good will 


Standard spends some $1.3-million a year on its 
total aid to education program, of which the school 
show is only a part. But company officials can 
show thousands of letters of commendation for 
their work, and awards from universities, the Free- 
doms Foundation and the National Education Assn. 
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Nationwide 


Texaco Brings Opera Into the Home 


“Thank you very much for the fine production 
of the opera tonight. While I am a stockholder of 
the Standard Oil Co., I shall buy gasoline from the 
nearest Texaco station for the month of January.” 

In a nutshell, this letter and many more like it 
tell why Texaco has sponsored the Saturday after- 
noon broadcasts of the Metropolitan Opera for 18 
seasons. And it explains why Texaco will probably 
continue to pick up the tab for some time to come 

Tosca and Texaco—The opera broadcasts were 
already nine years old when Texaco took over 
sponsorship in 1940. (An experimental broadcast 
was made in 1910, but a 20-year hiatus followed 
while radio was growing up). Three sponsors had 
fled the great gold curtain before Texaco stepped in 

Phen as now, Milton Cross was the commentato! 
The 18-year association of Cross and Texaco is onc 
of the longest in the annals of broadcasting. “Mr 
Opera” has easily outdistanced such Texaco greats ; 
as “Uncle Miltie” Berle and Ed Wynn, the “Fire Stars Ritchard and Munsel win applause for roles in 
Chief.” ‘La Perichole. Texaco wins it for role as sponsor 

Some things have changed since 1931. Most 
important, Texaco has voluntarily banned comme 
cials from the opera show. Reasoning that the opera 


Good will isn't the whole story. “Don't get the 
was a “public relations venture’, the company idea that Texaco is throwing its monev away.” said 
wanted to avoid alienating lovers of serious music 
with product message interruptions. Through the 


years, favorable letters have proved over and over 


ad manager Donald W. Stewart. “Texaco’s identi- 
fication on the Met broadcast is just as effective as 
so-called ‘hard-sell’ commercials are for a program 
again the wisdom of the original decision. with popular content.” 


One of Texaco’s first innovations was the addi Opera fans are as rabid for their favorite pastime 


as baseball or golf bugs are for theirs. The Standard 
stockholder who promised to buy Texaco gasoline 


tion of regular intermission features to the Opera 
broadcast. In the “old days.” it was Cross’s re 
sponsibility to bridge the gap between acts with 


for a month is no more unusual than the old lady 
small talk about the opera—lots of it 


who dressed formally to listen to the Saturday 

Iwo of the present features—Opera News and broadcasts, or the Texan who ordered a seat from 
the Texaco (¢ pera Quiz—are heard every Saturday the Met to sit in when listening to the opera at home 
A third, Texaco’s Roving Opera Reporter, is heard Many 


opera lovers come from the ranks of 
only when the Opera being broadcast has four acts 


cabbies, cops and cobblers, and they let Texaco 
All three shows are prepared by Henry Souvaine know they appreciate the broadcasts. Since 1940, 

Associates, a firm which also creates scripts for more than 90.000 letters have flowed across 

Cross’s commentary before each act Stewart's desk—nearly all of them enthusiastic. I 
The company has built up network coverag local station stops broadcasting the Met, Texaco 

too. On an average Saturday afternoon, 300 sta hears about that too—in volume 

lion and 15-million people. That’s more than twice 

the number of persons who saw the hit musical 


tions carry La Boheme or Faust to between 12-mil Recognition of Texaco’s public service has piled 


up from many quarters. Most recently, the company 
received a special award from the Saturday Review 
Oklahoma during its five-year run on Broadway for “distinguished advertising in the public interest 
No long-term contract has kept Texaco bound But even 


to its sponsorship of the Met. The program. is 


awards like these can’t match the sati 
faction company executives get from reading a 
reviewed every two years, at which time the decision letter that begins “My Dear Texas Company 
to pick up an option for the next two years is made Perhaps best of all was a letter from two self-styled 
Bouquets for Texaco— The company still looks old maids” in Brooklyn who wanted to apologize 
on the Met broadcasts as a public service. Musician for not buying aco gasoline. It seems they had 
Deems Taylor once remarked “I have an idea that y-ca y a { to be permitted t 
The Texas Co. realizes that good will is a powerful xpre their appreci y buying 2 hare 
salesman.” cach olf Ka w 
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These Signs Sell — at a Glance 


Here are three of the top billboards in the oil industry. They're 
winners in the 26th annual outdoor poster contest sponsored by the 


Art Directors Club of Chicago. One common element: glance-level appeal, 





a prime asset when you're aiming at speeding motorists 
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THOSE WHO KNOW SAY 


eTwyt 
CORPORATION 


Hottest Brand Going 
... CONOCO! 


heap 
Big Change 
in Standard 
Gasolines 
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FIRST prize in the gasoline and oil 
classification was copped by Ethyl 
Corp.’s_ whimsical poster. 

Basic for judging was (1) value 
of the idea in creating sales or pro- 
moting a cause; (2) effectiveness, ex- 
cellence and ingenuity of design, 
composition and technique. Young & 
Rubicam advertising agency handles 
the Ethyl account. 


SECOND prize was won by this rug- 
ged individual who appears for Con- 
tinental Oil Co. Conoco’s familiar 
“Hottest Brand Going” theme also 
appears in TV, magazine and news- 
paper advertisements. Experts say one 
reason for the appeal of this poster 
is that its quickly recognized. This 
can be a_ strong. selling technique. 
Conoco’s agency is Benton & Bowles. 


THIRD prize went to Standard Oil Co. 
of Indiana for its laconic Indian an- 
nouncing an upgraded premium gas- 
oline. Standard’s agency is the D’Arcy 
Advertising Co. All winning designs, 
in gasoline and oil and 16 other classi- 
fications, will appear in the 1/957 
Poster Annual, to be published by 
Outdoor Advertising Inc., national 
sales arm for the billboard mediums. 
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FIND YOUR STATE TAX HERE! 


Based on tax rates as of October 1, 1957 (in cents per gallon 


State Federal Total 
Alabama 7 10 
Arizona 5 


5 


Arkansas 


oa 
nm 


California 
Colorado 
Connecticut 
Delaware 
Dist. of Col. 
Florida 
Georgia 
Idaho 
Ilinois 


ONO UOO 
mowvwmrwwowoovwvonwnvvvo woo 


n 


Indiana 
lowa 
Kansas 
Kentucky 
Louisiana 
Maine 
Maryland 


UAeNNN OOO WO 


Massachusetts 
Michigan 
Minnesota 
Mississippi 
Missouri 
Montana 
Nebraska’ 
Nevada 

New Hampshire 
New Jersey 
New Mexico 
New York (State 
N. Carolina 
N. Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 
S. Carolina 

S. Dakota 


Tennessee 


10 


~ 


NUAN EB AOEROANNON UO 
a 
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Texas 
Utah’ 
Vermont” 


OauUNnans OO 


wn 


Virginia 


oo 
wn 


Washington 
W. Virginia 6 
Wisconsin 6 


on 


Wyoming g 
U. S. Average 5.8 


aa 
°o 


8 


k Changes during year: Ind.—tax was 4¢ before 3/15 57 
Mass.—tax was 5¢ before 6/1/57; Mont.—rate will be 6¢ 
effective 1/16/58; Neb.—rate was 6¢ before 9/20/57 
N. H.—tax was 5¢ before 9/1 57; Okla.—rate which was 
increased on 6 1 57 dropped back to 6.5¢ by 12/31 57 
Penn.—tax was 6¢ before 6/1 57; S. D.—tax was 5¢ before 
7/1/57; Utah, tax was 5¢ before 5 14 57; Vt.—tax was 
5.5¢ before 7/15 57 
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SHUSP *i 


state gasoline taxes can be deducted on their Federal Income 


Just tell your friends that thei 


lax. (Other taxes. such as state and local sales taxes. may 


also be deducted but under a different formula.) 


SNUG)? #52 It’s so easy. Youll find your state 


Multiply that by the 


gasoline tax on the tax list on this page. 


SAVEXR #33 Here’s an example: [ricnd ~\ 


10.000 miles last year 


number of gallons pure hased in 1957 


drove and got Tt miles per vallon 
That's 700 gallons of easoline. Say vour state tax rate is 6¢ 
a gallon, 700 times 6€ is S42. So friend “A? gets a S12 de 
duction on his Federal Income lax You re a hero! And you ve 
made a friend for your industry ! 

You can make even more friends for your industry 
when you tell people that they drive a bargain with today’s 
cvasoline. ‘The price of gasoline itself has gone up only 17 
in the last decade while taxes have vone sky high. kor ever 
dollar they spend on fuel itself. they spe nd an additional 10+ 
Mail the ee 


information about today s ga 


in federal and state taxes Upon below for more 


solinve 


4 
American Petroleum Institute, Dept. G | 
50 W. 50th Street, New York 20, N. Y. | 
I would lib to obtain more i rmation about te 1\ rasoline apuality | 
prices and. taxes. Please send me your FREE booklet | 
| 

NAME | 
ADDRESS 
CITY ZONE STATE | 
ee ae ee ee en eh a ee en PR ' 
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Wilshire Turns the Heat On 


WILSHIRE OIL CO. of California 
has a new face. The company, pur 
chased from Malco Refineries by 
Pontiac Refining Co. (NPN—Mar 
plll), is in the midst of a hot mer- 
chandising and promotion campaign 

Stations have been repainted in 
“Wilshire Blue.” Heavy newspaper and 
billboard advertising is plugging the 
theme “Major Quality at less than 
Major Cost.” 

Focus of the present effort is in 
northern and central California, from 
Santa Rosa to Bakersfield. Southern 
California was blanketed with a sim- 
ilar campaign last fall 

Wilshire has been in the firing line 
of a series of rapid marketing moves. 
Last April, Wilshire purchased Craig 
and Golden Eagle stations from Sun- 
set International Petroleum, an outfit 
that had just embarked on a_ novel 
merchandise-discount plan at its sta- 
tions. (NPN—Apr. °57, p130) 

Then in’ February of this year, 
Malco sold its marketing properties to 


Pontiac. Plans of the new manage- 
ment call for more expansion in 
California and possible “entry into 
other western states,” says Edwin G. 
Coopman, recently installed as presi- 
dent of Wilshire. 

Coopman is a former northern 
California gasoline distributor. More 
recently he has been an_ industrial 
developer in San Mateo county, just 
south of San Francisco, where he 
makes his home. He is reported to be 
part owner of Wilshire. 

Wilshire’s new chairman of the 
board is Edwin Singer, president of 
Pontiac Refining Co. The chief execu- 
tive officer held over from the old 
Wilshire management is Earle W. Al- 
len, who moves up from vice presi- 
dent to the post of 
president 

The Wilshire package at present 
consists of 550 stations in California 
and scattered outlets in Las Vegas, 
Nevada and Mexicali, across the bor 


executive vice 


der from Calexico, Calif 


One Way to Promote Credit 


CASH FOR CREDIT CARD appli- 
That’s the package Carter Oil 
Co. is offering its dealers 

Under Carter’s “99 for 66” credit 
promotion plan, a dealer is paid a 
total of $1.50 for each new credit 


cations 


card application that becomes an ac- 
tive account. That means $99 in the 
pocket of a dealer who turns in 66 
successful applications 

Here’s how the plan works. The 
dealer turns in a customer’s applica 
tion. Its checked out by Carter. When 
a card is issued—direct to the cus- 
tomer—-Carter sends the dealer a scrip 
card worth SO¢ in credit with the 
company 

The dealer doesn’t get his next pay 
ment ($1 in scrip) until the credit 
card becomes active. And that must 
be within six months of the date of 
issue. Carter thinks this system not 


only will promote more credit appli 
cations, but will also encourage deal 
ers to follow up on applicants to make 
sure they use their new cards 

Why is Carter interested in getting 
more credit Customers? “Credit cus 
tomers are the most faithful kind you 
can get,” the company tells dealers. 
“And, on a national average, each 
regular customer is worth $145 in 
gross profit to the dealer.” 

By Carter’s reckoning, 66 new cus- 
tomers are thus worth $9,669 to the 
service station dealer, in bonuses and 
new business. 

Carter 
quent 


is tightening up on delin- 
accounts at the same time 
There was an increase in 1957 in the 
misuse of credit cards. The company 
is offering a $10 reward to dealers 
who spot, pick up and return revoked 
cards to the company 


Time to Prime the Pump 


NOTE TO BUSINESSMEN 

sales and profits may be declining 
“To keep smiling—keep selling.” 
Thats the advice being given to 


whose 


chents by a Los Angeles advertising 
agency. IUs contained in a direct: mail 
piece captioned “Keep your head 
don’t chop that budget.” 


144 


Ihe mailer is dedicated to “those 
so many firms whose advertising pro- 
grams are still undecided and in dan- 
ver Of unrealistic retreat.” 

Ihe agency is convinced the busi 
ness climate needs a litthe “pump 
priming.” So it’s: delivering the first 


stroke itself 


Wash-It-Y ourself 


Midwest company says 
it’s found the key to 
lower laundry bills 


A NEW washing 
under development may help your 
dealers cut their laundry bills, and 
stimulate cleaner uniforms. 

Phat’s the prediction of the de- 
veloper, Unitog Co. of Kansas City, 
Mo. Unitog is cooperating with the 
Du Pont Corp. in testing the com- 
pound, which is mixed with regular 


compound now 


cleaning fluid solvent. 


Here’s how the company thinks 
dealers can save money: 
The average cost for four fresh 


uniforms per week for a service sta- 
tion employe is about $3 per week. 
Ihat’s based on the usual practice of 
laundry service rental of cotton shirts 
and trousers. 

Ihe Unitog plan involves dealer- 
owned Dacron uniforms. Each em- 
ploye would be provided with two 
He'd wash them himself 
wrinkle-free 


such outfits 
each night. They dry 
without ironing. 
Unitog says their tests show each 
washing including 
compound and cleaning fluid. 
A station with seven or eight men 


costs about &é, 


might save several thousand dollars 
a year, says Unitog. Some marketers 
think that’s pretty high for the aver- 
age station, but point out that the 
low cost of the system would probably 
stimulate cleanliness 

Unitog adds that litthe time would 
be lost in washing, since several min- 
utes of soaking are said to be enough 
even for grease-stained outfits. 

Iwo Midwest stations are now test- 
ing the process. If it clicks, Unitog will 
hit the driveways with a big. sales 
campaign, 


Radio Bounces Back 


RADIO IS CLIMBING OUT of the 
doldrums brought on by the advent of 

competition from. television. 
Radio advertising revenue climbed 
14.3 in 1957, with the biggest gain 
TC 


registered in spot commercials, 26.7% 
over 1956 figures 

Statistics released by the magazine 
Printers’ Ink show that TV is not far 
behind, with a gain of 8.70. Business 
publications posted the third largest 
increase, 7.0! 

Potal advertising revenue was $10.4 
billion, up a healthy 5.3° from the 
1956 record of $9.9 billion 
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WHEEL SERVICES 


A litthe MORE SELLING makes a LOT MORE SALES. Every Service 
Station survey proves this. 

Eco Islanders are modern merchandising tools that provide 
the one-stop gas, air and water service your customers expect and 
give more time for friendly high-profit selling. 

Eco Islanders put air and water at your finger-tips so you can 
get under the hood fast — check tires, and spot the needs that 
build profits. 

Available with or without automatic tire inflation in a wide 
variety of models to harmonize with any station layout. 

Eco Tireflators provide accurate automatic tire inflation for 
post, wall or remote overhead installation. 


JOHN Woop COMPANY. BENNETT PUMP DIVISION + Muskegon, Michigan 


District Offices: Albuquerque * Atlanta * Baltimore * Boston * Charleston 


IN CANADA: Toronto * Montreal * Vancouver * Winnipeg EXPORT: John Wood International Corporation, 29 Broadway, N. Y. Cable ‘‘WOODINTER" 


ECO ISLANDERS *). ip spol the needs that build sales 


Chicago * Cleveland * Dallas * Denver * Detroit * Kansas City 
Little Rock * Los Angeles * New Orleans * New York * Philadelphia * Pittsburgh 







































SPEED SERVICE—SAVE TIME 
SAVE STEPS 




















+ Rochester * Saltlake * Seattle + St. Paul * San Francisco 

















our Ways to Cut Your Costs 


~ 


These methods are paying off 
for jobber Bill Briggs oe 


®@ Selling equipment profitably 


“Installations are down 80%, but 
what we do, we do at a better price” 


@ Upgrading service operations 


“Callbacks and overtime are down; we 
control non-productive time better” 


® Mechanizing degree days 


“Wee can keep ahead of the weather on 
deliveries, and with fewer people” 


® Shifting to cycle billing 


“We have extra time to check accounts 
receivable at the end of a cycle” 


FHESE PROJECTS have all been put into the 
works at Valley Oil Co., Portland, Conn., within 
the last two years. They’re hitting pay dirt now. 

Bill Briggs, president of the full-line Amoco job- 
bership, is Out to improve his heating oil opera- 
tion’s profit picture. So he’s gunning for increased 
operating efficiency and lower costs. 

“I don’t consider myself a model operator or my 
business a model operation,” says Briggs. “A lot 
of things still need looking into. We haven’t had 
time to do ’em all, but we'll get to ’em.” 


Here’s the Score So Far 


Briggs has made plenty of changes over the past 
two years. Here are the big ones 

Heating Equipment—Valley has slowed equip- 
ment sales to a walk. “We sell fewer units,” Briggs 
explains, “but we make a better gross profit on 
what we do sell.” 

Under the full-steam-ahead plan of selling equip- 
ment, gross profits looked sad. “Cost accounting,” 
Briggs adds, “showed us ending in the red. A hell 
of a lot of money was being lost.” 

Briggs says some of the trouble lay in sales’ lack 
of planning and organization. Five salesmen had 
no trouble selling equipment; the headache came 


in the fall when most of the new units were in- 
stalled. “It was a nightmare then,” Briggs recalls. 
“Overtime payments to the installers were becom- 
ing a noose. When we got through, we didn’t make 
any money.” 

Phe situation was past the patch-up stage; quick, 
drastic action was called for. Here’s the four-point 
plan that resulted: 

@ Laying off all sales effort for a year. “Sales 
dropped 80%—we only did 100 jobs,” says 
Briggs. “But what we did sell came to us. We didn’t 
have to go out and fight for ’em.” 

@ Reorganizing the sales setup. Two heating 
salesmen hit the road to sell oil supply contracts, 
two others went to sell aluminum awnings and 
patios—a sideline developed as an off-season busi- 
ness. One left the company. “With no heating 
equipment salesmen’s salaries and commissions to 
pay and with no heating equipment advertising out- 
lay, we saved $25,000,” Briggs says. 

@ Coming up with new thinking on equipment 
pricing. “We found we were cutting prices to meet 
competition,” says Briggs. “We have since increased 
our prices to give us a decent gross profit. We 
don’t worry about competition because we sell our 
accounts On our service.” 


e@ Getting back into heating equipment sales— 
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ELECTROFILE to speed degree-day operation 


slowly. Now only two men sell heating equipment. 
“We're still holding sales down, taking only those 
jobs that give us a profit,” Briggs says. 

“f know what we're doing is contrary to what 
everyone else is doing,” says Briggs, “but we can't 
afford to continue to lose money. It’s just good 
business management.” 


Briggs has no fear of losing oil volume. He still 
counts on a 10% annual growth. “I believe that 
if we have men out selling oil contracts,” he says, 
“we can get just as much volume as we did by sell- 
ing more heating equipment. What’s more, we're 
doing it.” 

Briggs doesn’t see much sense—or  profit—in 
fighting heating contractors and plumbers when it 
comes to selling equipment. “When that happens, 
nobody makes a profit,” Briggs contends. “I like 
to work with those fellows to get them on our 
team.” 


Burner Service—Service, Briggs says, was losing 
more money than sales. “We felt we needed mod- 
ernization to make service function better and to 
cut down the loss,” Briggs adds. The big idea was 
to get closer control over the non-productive time 


of a 12-man service crew, and show the men how 
to do better work to cut down callbacks, one form 
of non-productive work. 
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MODERN MACHINES for degree-day processing 


Valley Oil went about the job by: 

e@ Consolidation. Three burner operations be- 
came two. Five men working out of Meriden, nine 
miles west of Portland, became part of the five- 
man home-oflice crew. Two men in Willimantic, 
30 miles to the east, were not affected 

“We didn’t make any staff cuts by the change,” 
Briggs says, “but we did gain direct control over 
most of our men who work in the larger section 
of our market area.” 

e Two-way radio. With most burner men under 
central control, Valley Oil turned to two-way radio 
to cut down some of the non-productive time. Radio 
went into 10 service trucks 

In addition to giving the customer faster serv- 
ice, here’s how Briggs figures the payout on two 
way radio 

“Trucks are now dispatched promptly in_ the 
morning without first coming into the plant.” When 
men came to the plant, they spent about 30 minutes 
per man talking shop 

“We now know where our men are all the time 
We tell them when to take a coffee break (usually 
limited to 15 minutes each morning and afternoon) 
when to eat lunch (generally 30 minutes) and 
when to come to the plant in the afternoon to 


(Continued on page 148) 





Fuel Oil 


‘We have monthly meetings for our men. Although it’s on their 


own time, the men turn out because they like the idea” 


(Begins on page 146) 


restock their trucks and gas up for the next day 
(usually 20-30 minutes before quitting time).” Be- 
fore, they came in as much as an hour ahead of 
lime. 

“And we save time formerly used in coming to 
the plant after each call or going to a telephone 
to call in and find out where the next job is.” 

IPwo-way radio has also speeded up service de- 
partment billing. After each call, burner men re- 
port what parts they used, how much time they 
spent. Bills are prepared at once and sent out the 
same day. 

e Bigger trucks. Half-ton panels are replacing 
half-ton pickups. “We're even thinking of using 
three-quarter ton panels,” Briggs says. The big rea- 
son for the change: Valley Oil can stock almost 
twice as many burner parts and accessories (about 
$1,000 worth of inventory) in panels than it could 
in the specially built side compartments on pick- 
ups. 

“We can stock panels to handle 90% of our sery- 
ice calls,” Briggs points out. With pickups, men 
came in more than once a day for parts. Now, by 
having men report in before quitting time to re- 
stock trucks, Valley Oil has better control over 
other non-productive time. 

With panel trucks Valley Oil is more versatile. 
Each truck has a 30-gal. oil tank to handle run- 
outs quicker and without calling out a truck driver 
at overtime pay. Valley also has three two-wheel 
trailers that can be hitched to the panels for haul- 
ing equipment 

“We'll always have some overtime in service 
mainly because of night work,” Briggs says. “The 
only way to cut it out is to do a better job in 
service.” 

e [-ducation. Briggs is trying to promote better 
service through an education program. “We have 
monthly meetings for our men,” he says. “Although 
its entirely voluntary and on their own time, the 
men turn out because they like the idea.” 

Factory-trained men from equipment manufac- 
turers give informal talks and service tips that are 
up the mechanic’s alley. Part of the evening is for 
bull sessions and refreshments 


Morale and interest has increased, Briggs says, 
because men have a chance to talk informally with 
supervisors and other company officials. They get 
a better idea of what Valley Oil is up against and 
how it’s trying to better itself, and how they fit 
into the picture 

Degree-Day Deliveries To keep more than 4, 
500 accounts warm, Valley has long used an auto 
matic degree-day delivery system. “But we reached 


the point,” Briggs says, “where it was no longer 
economical to handle the two-card system by hand.” 

Valley now has Electrofile equipment—a me- 
chanical method of handling degree-day cards. “We 
have two employes where we had three,” Briggs 
says. Direct savings come to $80 a week, the salary 
paid the third employe during the peak December- 
March period. 

Electrofile does the work faster, setting up de- 
liveries as much as 150 degree-days ahead (3-5 
days, depending on the temperature) even during 
cold spells. 

“We never get into trouble now; we're always 
ahead of the weather,” Briggs says. “Ordinarily, 
we'd really be sweating it out, working drivers over- 
time to catch up.” 

Cycle Billing—Statements to accounts now go 
out in five small batches a month, not all at once. 

“It evens out the office work load and saves us 
about $3,000 a year in overtime,” Briggs says. One 
clerk works overtime once a week where two clerks 
formerly worked overtime three nights a week. In 
addition, 66% of Saturday overtime, involving four 
clerks, has been eliminated. 

“With cycle billing,” Briggs adds “we have a 
steady even flow of money coming in all the time. 
You have more money in the drawer and you don’t 
have to go to the bank and borrow.” 

Under monthly billing, Valley Oil closed books 
on the 25th of one month and got statements out 
on the Sth of the following month. 

“That gave us 12 days to build up heavy accounts 
receivable. With cycle billing, we’ve cut that down 
to 4-5 days,” Briggs says. 

Valley Oil has more time now to look at the 
accounts receivable picture as each cycle period 
ends. Its credit department can review accounts 
better, spot slow payers faster and move quicker 
to get such accounts on a current paying basis. 
“We have a cycle control over accounts receivable, 
not a monthly control,” Briggs points out. 


More Changes Are Coming 


Valley Oil isn’t calling it a day now that changes 
have been made. It’s always searching for new 
ways of doing things. 

For example, it’s looking into two-way radio for 
all heating oil delivery trucks. Its examining faster 
deliveries to increase the gallonage output per truck 
per day, and studying oil additives to see if they 
actually do cut down soot and improve operation 
to make fewer service calls necessary. 

Human relations is also on the schedule. Valley 
Oil is thinking about setting up a foremen’s group 
to meet with executives. (Continued on page 150) 
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you can meet any lubrication specification if you 


BLEND WITH ENJAY PARANOX® 


(DETERGENT-INHIBITOR ADDITIVES) 


l 


Blended with Paranox, lubricants can be compounded to combine both minimum 
wear and maximum engine cleanliness characteristics. That’s why more and more 
refiners and blenders are relying exclusively on Paranox in formulating lubricants for 
heavy duty equipment and allengines that are subjected to tough operating conditions. 


Through years of intensive research and development work with manufacturers and 
oil companies, Enjay has developed the only complete line of high quality additives 
(Paramins®) that can assure marimum performance characteristics. Why not let 
this experience and know-how work for you? Contact the Enjay Company today. 


ENJAY COMPANY, INC., 15 WEST Sist ST.,NEW YORK 19,N. Y. 
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Pioneer in 
Petrochemicals 





Fuel Oil 


(Begins on page 146) 

This group, Briggs feels, will be a pipe line for 
ideas. “We are far enough away from the actual 
employes. We should be closer. They may have 
ideas and we want to hear about them,” Briggs 
Says. 

“The more your employes share in company 
planning, the better their morale because they feel 
they are part of the company.” 


Where the Ideas Come From 


Valley Oil has an “idea factory” in what Briggs 
calls the company cabinet. It’s a 7-man committee 
that includes two branch managers; credit, office 
and sales-service managers; Briggs, and his co- 
administrative head,  treasurer-general manager 
George Stetson 

Two mornings weekly, the cabinet discusses cur- 
rent operations, such as how to come up with better 
cleanup scheduling for burner men. 

One evening a week, the cabinet probes into its 
project for the year. “We've adopted the policy 
of checking over our operation, department by de- 
partment, for at least a year,” Briggs says. Such 
projects are set up to explore how to improve el- 


ELIMINATE 


BALL JOINT 


and 


TORSION BAR 
TROUBLES 


with New 


Superior quality i 
— precision am 
Uniform wall thickness 


—no weak spots — 
} 


ficiency, boost profit margins or cut down on losses. 

Ideas come from all members. Each idea is given 
full study. “Once we decide on a project, we study 
it from all angles,” Briggs adds. The cabinet breaks 
up into two- or three-man teams to visit other job- 
bers to find out how they are meeting the same 
problem, what new equipment they may be using 
to help them and to find out if the equipment be- 
ing used is actually doing the job. 

Reports are made at subsequent cabinet mect- 
ings; information is boiled down to how the idea 
will or won't fit into Valley Oil’s operation, or what 
changes have to be made to make it fit. Questions 
of cost and company finances to pay for the change 
are also examined, even whether equipment should 
be rented or bought (on two-way radio Valley Oil 
decided against renting). 

When it comes to voting for or against a proj- 
ect, each cabinet member carries the same weight 
(one vote). “There have been times,” Briggs says, 
“when I’ve been outvoted on an idea.” 

Fechnically, a majority rules, but if any cabinet 
member raises a serious objection to an idea, the 
vote is put off. “Then,” says Briggs, “we'll dig into 
the matter some more because we prefer, for morale 
reasons, to have all men sold on the idea.” s 
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The pump that stole the 
SAE Show in Detroit 


Miracle Sunoco Blending Pump 


solves the octane problems of 


all cars...for years to come! 


Sunoco’s miracle blending pump out- 


modes all existing 2- and 3-grade systems 
. : , - ; BLEND SELECTOR 
The widening spread of octane requirements between the new and - 
the older cars has created a major problem to millions of America’s 
car owners. With conventional gasoline marketing systems they 
have been unable to obtain maximum performance without the 
penalty of paying for octane their cars don’t need. 
No two- or three-grade system, with wide gaps in octane quality 
and price jumps of 3¢ and 4¢ between grades, can meet the problem 
Only Sun—with its revolutionary new blending pump that blends 
6 different octane grades—can guarantee every car, whatever the 
make or model, best performance at lowest cost per mile. 
In 2 years of testing in Florida, it has changed the gasoline buy 
ing habits of thousands and thousands of motorists. Now Sun 1s 
extending its new system of custom-blended fuels throughout its 
entire marketing territory. An entirely new concept of marketing, 
it introduces a new era of motor fuel buying. It’s the only complete 
answer to the octane problems of the cars of today and tomorrow 
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Wanted: A 


Must be understandable 


To electronic brain 


ESSO RESEARCH & Engineering Co. 
is knee-deep in paperwork trying to 
find a better way of counting degree 
days 

Ihat’s because the present way of 
averaging daily high and low tempera 


New Degree D 


tures and subtracting from 65” to get 
a degree-day total isn’t too accurate. 
And if it’s not accurate, it’s no 


distributors have run 


too 
wonder oil 
out problems and unhappy customers. 

Femperature, says Esso Research, 
doesn’t give a true picture of weather 
conditions. Nor of oil consumption. 
Here’s why: a day that has 60° for 20 


hours and 40° for 4 hours figures out 


ay System 


to 15 degree days. But so does a day 
that has 40° for 20 hours and 60° for 
4 hours. Oil consumption wouldn’t be 
the same, however. 

New Approach Research is 
looking for some master formula that 
takes into consideration such variables 

all of them affecting consumption 
as wind, sunshine, rain, snow, humid- 
ity. With the formula and weather 
information fed into an electronic 


Esso 


brain, it hopes to come up with an 
effective degree day total. 

Electronic brains would be centrally 
located in each marketing area so Esso 
distributors could use them. Figuring 
degree day totals in your own office 
would be history. 

Each oil-heated home would be a 
mark on the memory section of the 
brain. Every fuel delivery would be 


Cc OA 4 Ss Ni E wy recorded and analyzed by the brain. 
| Individual heating habits would also 
be fed into the machine. Press the 

Fen | button and the brain would have the 
answer as to when the next delivery 


should be made and much oil 
should be delivered. 

X Factor—How far off is 
Research’s effective 
tem? “That’s anybody’s guess,” 
Research admits. It has already put in 
a year’s study and is now working to 
correlate effective degree day data 


Developed by the pioneers and leaders in the tire equip how 
ment field, this newest Coats achievement is specially 
engineered for speed, operation, and 
longer, trouble-free service . three important 
features that have always made Coats Tire Changers the 
No. 1 Choice of dealers from coast to coast tested 
and recommended by all leading tire and oil companies. 


3 PROFIT-MAKING ADVANTAGES ici) abtseac c acdas Aaa 


Wie os » | all weather obtained from 
daily weather reports. 


greater easier Esso 
degree day sys- 


Esso 


factors 


iP / a 
CAM ACTION for super leverage. Engineered 
to give 50% more leverage, 30% more lift. Any 
tire, 12 to 21 inches, conventional or tubeless, can 
be handled easily 


Memos for Fuel Oil Men... 





Ever think of 
calls on 


e Numbers Game 
coding your burner 
two-way radio systems? 

Numbers replace words entirely. It 
saves time for the oil burner mechanic 
in reporting, saves the burner service 
dispatcher’s time in copying, 
time in over-all reading of a cus- 
tomer’s You can tell 
what went wrong at a glance just by 
reading the numbers. And it eliminates 
the trouble of trying to some- 
one else’s handwriting. 


service 


% x 
SCREW-TYPE HOLD-DOWN for fast 
locking, A twist of the wrist locks of unlocks it 
Ruqgedly cast for years of use 


positive 


Saves 


service card. 


read 


ROLLER ACTION for faster 
No prying or 


safer mounting and 


dismounting scuffing. This famous 


e Action on Esso’s Study—An Esso 
survey shows oil-heat users don’t like 
to pay extra for burner service (NPN 

Jan. p 112). So Oil-Heat Institute’s 
distribution division is surveying 600 
oil-heat customers in three cities to 
see how they'd react to paying for 
burner service as part of the per-gallon 
price of oil. 


Coats development hos 
on millions of tires around the world 


been tested and proved ( iA Yes, you still get America's 
leading tire changer for just 


$129.50 


literature today! 


Write for new, free 


ROLL-A-WAY BASE 
OPTIONAL 


“Address Inquiries Dept. 7£601."’ 


ENERAL 
MIDWtE 


NESTERN 


DEPOT SQUARE ENGLEW(¢ 
900 N. Leake Shore Drive, Suite 804 


OFFICES 3453 Ca 
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i 
J Here is the profit-making 
V7) 4 sales opportunity you ve 
Z been waiting for — a years 
ahead program that revolu 
tionizes battery sales and 


merchandising methods 


Here is your 
BIG OPPORTUNITY 
to make record-breaking 


battery sales and profits ! 
TBA UNIQUE DESIGN* 


Inventory requirements of a ur 
spark plugs, filter cartridges, fan belt key to M.O.5S. ‘ a 

are sky high and sull soaring. Wit! I cu $.1 system flexibility 
car model change the inventory p! n ssahandiadarnamaae Gubamern tye marta cn 
grows and grows. And batters aE of every MOST battery 
exception. No longer must you eithe 
a complete, complex inventory « { ba 
or make customers wait, leave 
stranded. or lose them. Simph 
M_O.S.T. systen 

The MOS.T. system ts the first t 
to give you increased turnover Ww 
mum (100%) sales opportunitie 
mum inventor) 

BECAUSI you make ¢ 


prospect a customer with just 4 gr 


ve 


M.O.S.T 


New M.0.S.T. system acclaimed as the real 
answer to battery inventory and sales problems! 


responding 


[BA marketers everywhere welcomed this announcement 
with 100: enthusiasm for the 100°7 profit opportunities of Globe nev 
M.O.S.1 system! They’re adopting the system to let dealers service an imal 
of car with just four battery sizes ending the costly headache of pit n 


15-size battery inventory or losing sales 


, 





Studebaker-Packard 


rnOwW 


vm NATIONAL 


Glore- UNION 
—- DISTRIBUTOR 


for 


GLOBE SPINNING POWER 
BATTERIES 


Effective immediately! The Parts & Accessory 

Division of Studebaker-Packard to sell and distribute 

Globe Spinning Power batteries on a nationwide 

basis . .. making these famous batteries available 

from 22 centrally located Zone Parts Depots. 
Distributors, key dealers and dealers 

are now being appointed. If you 

want the MOST in battery 


profits, send the coupon 
Eye-and-buy appeal of 
below today be the M.O.S.T. system batteries helps you 
; : “sell up'' to premium battery profit. 
first in your area to sell Vivid colors and dramatic styling 
‘ — ‘ give you a big plus competitive ad- 
the Globe Spinning Power vantage. M.O.S.T. system batteries 
, . can stay out front because fewer 
bat tery with the unique batteries require less display space 


aa BL . -and because they sell on sight! 
M.O.S.T. system features and 
the dry-charged unit package! 


M.O.S.T. system batteries are dry- 
charged and packaged in Globe's famous 
unitized cartons. Nothing to hunt for — 
nothing to measure. No waste of time 
or electrolyte. Single, strong, compact 
carton contains battery, correct quantity 
and quality of electrolyte and pouring 
imum Opportunity for battery Sales and { 3 \ sleeve — everything needed to activate 
Turnover. Mail it today! ; battery easily and swiftly! 


This coupon can put you on the way to Max 


STUDEBAKER-PACKARD, P&A 


Spinning Power Battery Division, Plant 8, South Bend, Indiana 


Senha: {a need tom GLOBE-UNION, Inc. 


Distributor Key Dealer Dealer 
for Spinning Power batteries using the M.O.S.T. system 


Milwaukee 1, Wisconsin 


Please send complete details at once, without obligation 


sPINNING POWs, 


SLOBE-UNION 
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THE SYSTEM: 


How Humble's Two-Step Plan 


Keeps TBA Sales Climbing 


TBA ratio goals are figured for every station, bulk plant and 
district. ‘‘Friendly competition’ keeps marketers hustling 


Scores are announced each month. For men who hit top brackets, 


Humble raises annual cash bonuses 


| RESULTS: Humble’s TBA ratio has more than doubled since 1954 


PBA RATIOS are zooming at Humble Oil & Re- 
fining. Since 1954, the company ratio has shot 
from $12.79 per 1,000 gal. gasoline to $29.07. In 
dividual dealers and districts have registered spec- 
tacular increases 

The big reason is Humble’s three-year-old bal- 
anced selling incentive program—a cash bonus plan 
tied into TBA ratio scores. Other factors: 

e A marketing philosophy built around ratios 
and teamwork. 

e@ Periodic stock-up and selling contests 

e A setup that makes wholesale employes eager 
to sell. 

e@ Frequent station managers’ meetings designed 
to recognize top performance and needle laggards 

“Give your men enough incentive to sell quality 
merchandise at quality prices, and they ll beat the 
IBA manager 
Art Sweet. In Humble’s program, there’s plenty of 
incentive: virtually everyone is constantly compet- 


low-price, low-quality sellers,” says 


ing for higher jobs, prizes, or bonuses 
How the Incentives Pay Off 


Here are some of Humble’s money-making varia 
tions on the incentive theme 

Bonus Plan— Based on ratios and volume. The 
station manager's ratio determines which of four 
percentage brackets will be used to figure his bonus. 
As his ratio rises, he progresses to higher brackets 
His bonus is determined by multiplying his total 
volume by the per cent figure he qualifies for 


here’s no limit on the earnings of station man- 


By MARVIN REID 
Southwest Editor 
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iwers (a common term for both lessee and con- 
signee operators). Ratios for lessees are figured on 
the basis of sales made to them by Humble. Con 
signees’ ratios are figured on actual sales. Humble 
uses sales and shipment figures furnished by its 
general accounting office in Houston 

Annual bonuses go out by check to the districts 
early in November, and most districts hold Christ 
mas dinners to present the checks. Last year, 
bonuses went as high as $3,000; the average was 
S460 

One side benefit of the bonus plan: it help 
Humble to stick with first-line tires only, while 
others must carry second-lines as well. A’ station 
manager can give higher trade-ins if he wishes to 
push his volume higher, counting on the bonus to 
cover any decrease in his normal profit: margin 

Prize Incentives—Periodic contests for station 
personnel and salaried wholesale men 

Phese usually last two months and are designed 
to stimulate stock-up interest on certain items. Ex 
imples: an accessory stock-up drive held last Jan 
uary and February, cooling system programs held 
ach spring and fall 

Prizes are electric mixers, thermos sets, clectri 
killets, watches, radios, card tables. They're pric ked 
to appeal to women as well as men, and brochure 
are mailed to the homes of personnel That to 
ret the wifely push behind the men 

Prizes are arranged in half a dozen er 
When a man passes a certain minimum stock 
volume, he qualifies for Group One; from the 
climbs to higher groups as his volume grows 

wholesale employe’s volume is determined 

much stock he moves to. stations The 


(Continued on pave 156) 
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“Give your men enough incentive to sell 


quality prices, and they'll beat low-price, 


(Begins on page 155) 
lessee’s. purchases and the consignee’s — sales 
Humble encourages lessees to buy all TBA 
through a deferred payment plan. Purchases made 
in January can be paid for the first of March, 
April, May and June. Purchases in June and July 
can be paid tor Aug. 1, Sept. 1, Oct. | and Nov. | 
Wholesale Incentives—Prices are a minor factor 
behind the drive of Humble’s wholesale merchan- 
disers. Most of the incentive comes from the com- 
pany’s organizational setup 


every Humble marketing man in the field is 
normally in training for a higher job. A man classi- 
fied as a salesman may be working as a district 
merchandising assistant, while the latter is doing a 
district manager’s job elsewhere. Its a constant on- 
the-job training program, in which every new mar- 
keting employe starts out driving a truck 


Humble line men know that the better their 
record while in training for a job, the quicket 
they ll get it on a permanent basis. And the way 
to get good records is to push all products, not 
just TBA. The company has no separate field TBA 
merchandisers 


District salesmen are assigned a group of. sta- 
tions, usually 10. They call on each at least once 
a week, At commission-type stations, they see that 
IBA shelves are kept up to a minimum level and 
they try to sell dealers on the same idea 


Merchandising clinies—formulated in| Houston 
with the aid of suggestions from the field—are put 
on periodically for managers and attendants. They 
introduce new products, demonstrate good dis- 
plays, and generally aid station men in sales and 
service. They're held two to four times a year. 


Phe Ratios—From stations on up, ratios play 
a key part in Humble’s system. Districts set thei 
own ratio goals each year, after getting bulk agen- 
cies to do the same. TBA manager Sweet believes 
ficld people try harder to meet self-set goals than 
somone else's 

Monthly bulletins go out from headquarters to 
districts, showing how ratios are running against 


previous year’s totals and current goals. Districts 
send bulletins out to bulk agencies and stations. 
The result is plenty of “friendly competition.” 


Case Study: How a District 
Raised Its Ratio 150% 

The Rio Grande Valley is one of the bigger 
Humble districts. In 1954 its TBA ratio was $16.- 
95; last year it was $42.95, a rise of over 150%, 
and one of the best district ratios in the company. 

The Valley is a prosperous agricultural area, 
with its share of wealthy farmers and lots of 
tourists. But low-paid Mexican immigrant farm 
workers make up a good two-thirds of its popula- 
tion, and service stations depend on them for a 
considerable amount of trade. Virtually every Texas 
marketer is represented in the Valley, and oil com- 
panies get TBA competition from auto supply 
chains like White, Sears and Western Auto. 

Yet Humble has been able to stick with its first- 
line-only policy in the Valley. 


The Key Is Teamwork—S. P. Holmes, Jr., dis- 
trict manager in Brownsville, says the reason tor 
the Valley’s ratio climb is old-fashioned teamwork. 
Besides the merchandising clinics and the weekly 
station calls, district merchandising assistant B. F. 
Cochran holds monthly meetings in each of the 
district’s 13 bulk plant areas. He explains new prod- 
ucts, hears complaints, emphasizes selling ideas. 
The meetings boil down to bull sessions where 
problems are brought into the open and discussed. 

Ratios are always a topic of conversation. An 
Operator is never criticized for a low one—but 
chances are he'll do a slow burn when he hears 
how high others are. Usually he'll go back to his 
station and do something about it. 

Cochran also travels the district territory calling 
on the company’s bulk plants, helping agents push 
sales up by spending time with “weak” stations. 
He tries to see what these stations are doing wrong 
and discusses the matter with the manager. 


In most cases, Cochran says, an operator whose 
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quality merchandise at 


low-quality sellers’’ 


ART SWEET 


TBA Manager, Humble Oil & Refining Co. 


ratio is sub-normal compared to his potential isn’t 
following recommended merchandising methods. So 
Cochran reviews these methods and tries to stress 
the profits brought in by higher TBA sales. 

Sell on Quality—Cochran and his salesmen try 
to encourage station managers to push quality. They 
figure the best argument against low-priced mer- 
chandise is that for a little more, a buyer can get 
the best. Despite the Valley’s population and in- 
come picture, the district has succeeded with this 
line. A salesman offers one explanation: “The 
Mexicans have lived with inferior merchandise for 
a long time, so they're easily sold on the best.” 

The Valley district includes 155 Humble stations 
—120 dealer accounts and 35 commission-type 
stations. All the latter handle TBA; not all dealers 
do. Last year 32 agents and 44 dealers ecarned 
bonuses. The trick, says TBA boss Sweet, is to get 
the operator to “think TBA.” He believes a good 
man can get about 23% of his gross income from 
TBA, the rest from services, repair, gasoline, oil. 


Case Study: How Agent Bates 
Built a $100.38 Ratio 


R. R. Bates operates Humble commission sta- 
tion 1064 in Alice, Tex. Last year his TBA ratio 
of $100.38 was tops for all Humble stations in the 
Valley, and Bates got a bonus of more than $2,500 

Bates pumps 40,000 gal. a month, does about 
$25,000 in service business (undercoating, wheel 
balancing, normal wash and grease services) in ad- 
dition to his TBA business. The station's eight-man 
payroll runs $30,000 annually; net profit before 
taxes runs $1,000 a month. Gross business runs 
about $18,000 a month. 

“The bonus means a big difference with us,” 
Bates says. “We know the more we sell, the higher 
it goes. This encourages us to trade a little higher 
on tires to get our volume up.” 

Bates gives 25% of his bonus to his number 
one man—a practice followed by other Humble 
operators with high ratios and big volumes. This is 
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strictly voluntary and Humble neither promotes not 
discourages It 

Tires Are the Targets—“We have no big selling 
secrets,” says Bates. “We just try to sell every 
opportunity we get.” But he and his men pay 
special attention to tires when customers drive in 


If tires look worn, Bates or one of three picked 
men start trying to trade. All four can dicker with 
a customer, but the final deal is made by Bates 
or his top assistant. Bates thinks tire sales are made 
or lost at the trade-in stage. “We trade high,” he 
says. “We are willing to cut our unit profit and de 
pend on volume. I'd rather sell a set of four tires 
at 10% profit per tire than one tre at 30% By 
trading high, Bates meets low-price competition. It 
your competition underprices you too much, he 
says, you can only sell quality up to a point 
especially on truck tires 

Accessories don't interest Bates much, although 
he sells “a fair volume.” He’s mainly interested in 
tires because of their higher dollar volume 

Casual Approach—"“We don't try pressure sell 
ing,” Says Bates. “You can get too caver at time 
We'll ask a customer if we can check his oil o1 
the air pressure in his tires. Some don't want you 
to. But when we do get under the hood or on the 
tires, we know what to look for 

Bates has one policy he follows religiously Do 
all you can to sell a customer tires when you first 
approach him. Don’t let him get away. If you do 
he goes shopping and you lose him 

Bates does one thing Humble wouldn't recom 
mend: he gives credit on his own. “Its on m 
weakest points,” he say I usually end up losing 
about 3% on the credit I vive Sut one reason 
my volume ts high is because Pll give credit t 
someone who cant get credit cards 

He has no checking system: “I just use my own 
judgment, and my judgment isn't too hot at time 

But a TBA ratio of $100.38 tells its own story 
Humble believes there’s no greater inspiration for 
its other station managers | 
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AMAZING NEW BRAINSELL! 


Miracle device eliminates battery testing 


Why waste time testing batteries? Test 
your customers instead. See instantly 
whether they're in condition to buy 
a battery 

New BRAINSELL tester tells you all you 
need to Know in order to make a battery 
sale. Simply connect the tester to the 
customer's head and follow the direc 
tions on the gauge 


BRAINSELL is another amazing develop- 


ment introduced by the inventors of the 
Battery 
ingredient, BONF. 


famous Doughnut and the 


amazing battery 


IF THIS SOUNDS FANTASTIC 
TO YOU, DON’T WORRY. IT IS! 


lesting batteries is still the best way to 
make battery sales. But look at it this 


way. If a miracle merchandising method 


The all around battery 


is ever dey eloped, you can be sure we'll 
do the developing 


We have been leading the parade for 
10 years hold over 200 patents on 
battery materials, design and proc- 
essing. Our long list of “Firsts” reads 
like the history of the battery business. 
We've got a long list of facts about 
superior battery performance, too. 
We'd like to talk with you about them. 


with a hole Bervloxynitroferricin. 


BATTERY COMPANY, P.O. Box 6266, Cleveland 1, Ohio 
NATIONAL ACCOUNTS SALES 


THE ELECTRIC STORAGI 


AUTOMOTIVE DIVISION » 
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Look What's Happened to Mufflers 


@ They used to be too much trouble, so most oil companies forgot 
about muffler and tailpipe business 


@ Now business is booming—and dealers are getting a good share 


SOMETIMES YOU WONDER how 
much attention TBA men should pay 
to the many sidelines service stations 
get into. Theore- 
tically it might 
seem better to 
ignore them and 
concentrate on 
what’s in the TBA 
line. 
For more than 
one reason, that 
isn’t such a good 
idea. Dealer wel- \ ig 
fare is the No. | Mes _ 
oil marketing 89 a — 
problem _ today. 
Dealers aren’t as prosperous as they 
should be and their gasoline suppliers 
aren't happy about it. There's no 
longer any doubt that light repairs are 
here to stay, so the only question 
ought to be, how can we help dealers 
make money at il? 
There’s always another 
the back of every TBA man’s mind. 
He never knows when some new 
trend may make it highly 
to add something to his TBA _ line 
Right now the portents point to mufl 


reason in 


desirable 


lers. 

Once Crossed Off 
time when mufflers and tailpipes were 
classed as TBA business and not as 
they were on the bor 


There was a 


light repairs 
derline, of course, because they do 
require a little extra installation work. 

They were gradually dropped from 
most IBA lines 
bulky and awkward to store, handle 
and ship. For the dollars involved it 


because they are 


didn’t seem worthwhile 

That didn't stop the service station 
operators. They kept right on replac 
ing mufflers, getting them from auto 
motive jobbers as needed. It was a 
fringe business until lately. Now some 
thing new has been added several 
things, in fact. 

Sudden Shift 


or three years 


Within the last two 
muffler demand has 
just about doubled 
Fake a look at the causes 
e Exhaust parts only last 
half as long today as they did at the 
close of the war, largely because of 


about 


changed driving habits 


e The number of cars in use is 
far greater. 

e The number of multiple-muffler 
cars has shot up suddenly 

e More motorists seem to be turn 
ing to the service station for this kind 
repair or IBA 


whichever you choose to call it 


of light service 


e ( hanges in engine fuels are 
said by some to have brought a rise 
in the acidity of exhaust gases 

All these trends are continuing 
some slowly, some swiftly 

lake the decline in life expectancy 
of exhaust parts. Mufflers now last 
only 15,000 miles, or about a year 
Biggest 
cause is the rise in slow and short 
trathi 
and more 


and a half, on the average 
run driving as a_result. of 
congestion, suburban living 
two-car families Ihere’s no sign of 
a reversal of this trend 


We'll 


than fewer cars on the road 


probably see more rather 
despite 
slower new car sales 

Meanwhile, the switch to 8-cylin 
der engines with dual exhausts is ac 
celerating. In fact, there are cars 
made today with four ind in some 
mufflers 


How this affects the muffler mar 


Causes SIX 


ket can be seen from a calculation 
made by ¢ \ 
Maremont 


Klaus, vice president 
Automotive Products, Inc 


Dirty Batteries 


THAI 
Standard Oil Co 
battery survey Ihe survey 


AXIOM i underlined by 
(Indiana)’s fourth 
annual 
shows once again that 10% of all 
batteries checked on service station 
driveways need to bh replaced 

Best way to spot a prospect ts 
direct way—-have your station men 
look for the dirty batterie 
are almost even that the motorist with 
a dirty battery should have harged 


Or replaced 


Chance 


The survey shows that 1 icement 
batteries are sold on the pot anout 
a third of the service stat ustome! 
vho are told th 
ment 

Here’s a table comy 
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In a talk before the recent conven 
tion of the National Automotive 
Dealers Assn., he pointed out that in 
1957 more than 3-million new cars 
muffler 
million vehicles are car 
rying more than 75-million mufflers 
Says Klaus 

Dual mufflers are 


were equipped with dual 
loday’s 67 


more likely to 
The extra capacity let 
one mutiler run 


corrode faster 
cooler than the 
other, and it’s the cool muffler that 
brings on the condensation that speeds 
up corrosion 

In the same way, short runs and 
slower speeds contribute still further 
to cool mufflers and chronic conden 
sution 

And if it’s correct that additive 
in high octane fuels increase exhaust 
icidity, then modern engine trend 


practically guarantee more of the 
same 
Profit for Someone— Mutiler mak 


ers Say service” stations sell more 
mufflers than any other outlets. Big 
question: Are they making any money 
it it? Are they 
information? Have they got 


the right tools? 


getting mstructions 
traming, 


Second big question: Isn't this a 
good time for TBA departments to 
consider putting mufflers back in the 
IBA line? * 


= More Sales 


the Indiana Standard survey 


and 19% 


Battery Condition 
1957 1956 
1) 


4 
{ 
1 


Needing Replacement 
Clean >0O% 
Dirt 1.8 
Mediun 10.4 
Potal 2 


Needing Charge 
( , 

Dirty 
Medi 
lotal 
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Service Stations Are Losing Antifreeze Volume 


It's slipping away 
to non-oil outlets 


A GROWING TREND to over-the- 
counter sales of antifreeze is driving 
business to accessory stores, mail order 
stores, discount houses and super- 
markets 

Price is the big attraction, says ¢ 


Du Pont antifreeze survey 

















ROTARY 
PUMP 


quieter operation. . 


Re-use of permanent type antifreeze 
continues at a steady 35%, Du Pont 
reports. Here are the outstanding facts 
from the market study: 

e 25% of purchasers get antifreeze 
at Over-the-counter outlets, compared 
with only 5% ten years ago. 

e 35% of permanent-type buyers 
re-use their antifreeze more than one 
season 

e 26% of the re-users add an 
average of 3.9 qt. per car to strength- 


Greater capacity ... higher speeds... smaller size... 
. rugged construction for longer life... these 


are the money saving features you get in Wayne Rotary Pumps. 


Wayne's exclusive rolling gear tooth design with higher volumetric efficiency allows 
you to speed up the delivery rate with a smaller size pump . . . requires 


less maintenance. Only two moving parts. . 
and rigid base prevent distortion . . 


. radial thrust bearings 
. special bearing seals keep out dirt. 


For rugged duty pumping on trucks, transports or bulk plant specify 
Wayne Rotary Pumps available with capacities from 35 to 


300 GPM. Write for application handbook. 


THE WAYNE PUMP COMPANY : Salisbury, Maryland 


160 


en their old antifreeze for another 
season’s use. 

© 43% of all dealers think perma- 
nent antifreeze can be safely used more 
than one winter. 

e 12% of the dealers admit they 
don’t know whether re-use is a good 
practice. 

e 74% of all stations stock both 
types. 

e 26% stock the permanent type 
only. 


What's New in TBA... 





Tire Valve Package 


contains a balanced assortment 
of tubeless tire valves for all cars 
including 1958 models. Reference 
table indicates which valve to use 
with which car. With each kit a valve 
installing tool is included at half 
price. Made by Dill Mfg. Co., 700 
E. 82nd St., Cleveland 3, Ohio. 


New Brake Fluid 


. is named the Flare “400 Extra” 
to designate it as a heavy duty brake 
fluid that will withstand 400 deg. F 
without boiling. Made by Bell Co., 
411 N. Wolcott Ave., Chicago 22, 
Ill., maker claims it’s the only brake 
fluid on the market that surpasses 
the proposed new SAE 70R3 require- 
ments. 


Combination Light Package 


is a battery-powered unit for 
utility-type trailers. Serves as stop- 
light, tail light and license plate 
light; made by the C.L.B. Co., P.O. 
Box 13175, Houston 19, Tex. Stop- 
light mechanism has _ self-leveling 
switch that causes the light to flash 
on deceleration. 


(Continued on page 163) 
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From PIPELINES 
To BULK PLANTS 


and SERVICE STATIONS... 


— 


These WHITES are Really on the GO 


Talk about dependability! 
mileages, and they do it year after year 
he says. 

“White dependability means a lot in our busi 


Here’s the best kind of dependability where it’s 
needed the most—in the petroleum industry, where 
White has been doing a great job for years. 


Walker Hauling Company of Atlanta, Georgia, 
does business throughout Georgia and into Eastern 
Alabama. Expanding business and diversification 
meant boosting mileages and really keeping this 


ness. Whites are helping us grow’’. 

Be sure of this same kind of dependability in 
your business. Go White it’s your most 
profitable choice. 


White fleet on the move. 

‘*“You’ve really got to keep ’em moving in our 
business,’ M. J. Baggett, president, says. ‘‘Whites 
handle our maximum payloads for higher 


W.R. Cosper, Jr., general manager, and M. J. Baggett, president, 
in front of one of the Walker fleet of Whites. Above, one of the 
busy Anhydrous Ammonia Tankers makes a delivery by White 9000. 


THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 


For More Than 55 Years The Greatest 
Name In Trucks 
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mow he wishes you’d sold him 


SUPER RAYON CORD TIRES 


mext time he’ll want their 


PREMIUM STRENGTH +++ 


Strength today’s new Super Rayon cord is far stronger than a tire cord ever 


has to be! It’s a vastly improved cord, 50° stronger than rayon 


used to be. 


me quiet ride Super Rayon cord tires are 10 to 33°¢ quieter than tires made with 


other cord ... that’s shown in scientific testing by Goodfriend Asso- 


clates, top acoustical aut hority. 


Proof of top safety: when test drivers at Motor Vehicle Research 
smashed into granite blocks at 60 mph they dented their rims— 
but they didn’t hurt their Super Rayon cord tires! 


Actual driving tests show that Super Rayon cord tires give 14 to 
26°, more tread mileage. Reason—Super Rayon has greater. sta- 
bility and puts less strain on rubber, 





Keep your eye on national ad- 
vertising telling your customers 
TIRE RAYON 


of new Super Rayon’s premium 


performance. 











American Viscose Corporation, 350 Fifth Avenue, New York 1, N. Y. 
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What Manufacturers Are Doing... 





Tire Retreading Institute, 1012 14th charge to the customer. All claims 
St., N.W., Washington 5, D. C., is are made good by the Institute, which 
circulating a statement explaining the in turn collects from the member 
new National Guarantee recently whose retread was adjusted 
adopted by its members. Claims for 
adjustment can now be handled by 
any member on the spot using his Esso Standard Oil Co. ts remind 
own list price for a comparable re ing dealers there is still a good profit 
tread as a basis for an adjusted in tubes, urging them to tie in with 


Car Air Conditioner 


Sorter sw ue ROR POSITIVE DELIVERY 


cooling instantly, changing air in the 


average car every 30 seconds. Maker J i nic g 
claims it can be dealer-installed in in Du p a ’ use 


less than four hours, in 59 different 


makes and models from 1952 to W. ath PUMPC 
1958. Made by the Frigikar Corp., | VIKING Alll- 4) er 


1602 Cochran, Dallas, Tex. 


Tractor Batteries 


... have been introduced by Willard 
and Exide to sell at low prices 
Motrex TC-1 is the name of the Ex- 
ide unit, while the Willard version is 
called WIC-1. Purpose of the new 
lines is to encourage the farmer to 
replace all his farm equipment bat- 
teries annually at minimum cost. 


Two-Tone Floor Mat 

. features a series of five two-tone 
color combinations designed to har- 
monize with the two-color interiors 
of today’s cars, and to give broad 


When you install Viking All-Weather, 
door-to-door coverage over expensive | positive displacement pumps, you 
floor mats. Made by Doan Mfg. Co., have FAST self-priming and smooth 
1761 London Rd., Cleveland 12 delivery without sudden jar on 


valves and fittings. You can cut 
New balancing method costs by installing these 





employs a circular steel frame | All-Weather units out-doors without 
concealed beneath the hub cap Gy- protection of any kind No pump 


roscopic action combined with mov house is needed. You can have a 
able weights on the frame are said 


to give superior results. List price $5 choice of pumps with mechanical 

per wheel. Made by Hub-O-Matic, seals or conventional packing in 

W. 503 Indiana, Spokane 17, Wash long stuffing boxes. Integral PACKING 
relief valves on pump heads enable 
you to close discharge line 


. .. 1S a new cartridge introduced by without concern for pump or motor 
Wix Corp., Gastonia, N. C. Said to 

give superior results with premium 
motor oil. Filter element consists of 
a springy, highly absorbent yarn sup send today for Catalog BR 


ported in the cartridge by a pure 


aluminum suspension designed to neu VIKING PUMP C 


OP ET, eens 


Wix-Knit filter 


For complete information, 


tralize acids and prevent any tendency mr ene s A ly at's “ROTO-KING™ pump 
to mat, pack or channel 


sified Teleohone Dir 
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BUILT TO CUT COSTS 
tue Ganolinc Unloading 


“NEWTYPE” 


TANK CAR—TANK TRUCK HOSE 


Easier handling and fast, unrestricted flow are two reasons why 
costs for unloading gasoline from tank car or truck are lower 
when “NEWTYPE” Hose is used. Durability . . . longer service life 
. . . is another reason for the savings this hose assures. Its re- 
liability and economy have been demonstrated through years of 
service to the Petroleum Industry. 


“NEWTYPE" is really kinkproof, 
with its tightly braided, wire- 
reinforcedcarcassretaining the 
full inside diameter even on 
sharpest bends. The tough, dur- 
able brown cover provides 
highest resistance to abrasive 
wear and weather. It has a 
yellow spiral stripe for easy 
identification . . . you can al- 
ways be sure the hose you buy 
is “NEWTYPE”. Available in 
1%" to 4" sizes, in maximum 
lengths of 50 feet. 


“If it’s GOODALL, it MUST be Good!” 


Contact Our Nearest Branch for Details and Prices 


Standard of Quality—Since 1870 HOSE + BELTING - FOOTWEAR - CLOTHING 
AND OTHER INDUSTRIAL RUBBER PRODUCTS 


GENERAL OFFICES, MILLS and EXPORT DIVISION, TRENTON, N. J. 


BRANCHES AND DISTRIBUTORS THROUGHOUT THE UNITED STATES. 
IN CANADA: GOODALL RUBBER CO. OF CANADA LTD., TORONTO. 
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the tube advertising of the Enjay Co. 
lo preserve its Butyl rubber market, 
Enjay is conducting a strong con- 
sumer Campaign on the value of new 
Butyl tubes for new or recapped 
tube-type tires, as well as for tube- 
less tires “that may resist repair.” 


Firestone has switched to a 5-gal. 
polyethylene bottle for packaging 
electrolyte for dry charge batteries. 
The bottle is shipped in a fiberboard 
container from which it need never 
be removed. With the bottle inverted, 
electrolyte may be gravity-fed into 
the battery through a = special dis- 
pense! kit. Firestone says the new 
method permits a lower price for the 
electrolyte than was possible with 
the former quart plastic bottles and 
1.4 quart polyethylene bags. 


Phillips Petroleum Co, becomes 
the first major oil company to see 
possibilities in the sale of air condi- 
tioners at the service station. Phillips 
has added the Vornado to its TBA 
line, and is posting its dealers on sell- 
ing and installation. Vornado offers 
a dash-mounted unit said to provide 
cooling for both front and rear seats. 


Dow Chemical Co. reports that its 
cartoon film on cooling system care, 
A Car Is a Woman has now been 
seen by a little over 13-million people. 
In addition to theater and television 
use it has been shown betore 7,772 
groups, including schools, — service 
clubs and lodges. Its a noncommer- 
cial film, in color, and runs 13! 
minutes. Available tree from any 
Modern Talking Pictures Service Li- 
brary 


(Continued on page 167) 
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“In 14: months...not 
a single bearing . ae 
lubrication failure \ = 


Conveyor-stacker handling moist, 
sticky material which builds 


with lithium-base grease!” wer terstes 


THE PROOF IS IN THE PERFORMANCE... 


lithitum-base orease 


does the job... . 


\\. Ore unloading conveyor rollers / 
handling 200 tons of 
ore per hour. 


Pinion gear transmitting power 
from 600 h.p. motor 
to a ball mill. 


Pan Conveyor handling hot clinker 
(1600°F), roller bearings in 
dusty, moist atmosphere. 


\, Leach tanks handling hot slurry, / V.A. Wemco classifier, part of wet 
\ agitators driven by Falk grinding system, lower bearing 
\ Bear reducing units. submerged in hot sludge. 


f 


Here’s a report of our own experience with lithium- 
base grease under extreme industrial service condi- 
tions, Approximately 95% of the grease used in the 
plant of AMericaN LituiuM CHeEMICcALs, Inc., our 
subsidiary at San Antonio, Texas, is lithium-base, 
one-type grease, In fourteen months operation .we 
have not been able to trace a single cause for bearing 
failure to the lubricant used. The on-the-spot photos 


above give graphic evidence of the rugged bearing 
service requirements in this plant where lithium ores 
are processed into high-grade lithium hydroxide, 
itself an important ingredient in lithium-base grease 
Performance like this is why grease chemists, manu- 
facturers, marketers and users all attest to the super! 
orily of lithium-base...the one grease in place of 


many for efficient and economical operation. 


<> American Potash & Chemical Corporation 


3030 West Sixth Street « Los Angeles 54, California 
Want to know more about TRONA 
lithium hydroxide monohydrate ? Send for our LOS ANGELES * NEW YORK * SAN FRANCISCO * ATLANTA * 
technical bulletin on this important 
chemical ingredient in lithium-base greases 


PORTLAND (ore ) 


Export Division: 99 Park Avenue, New York 16, New York 


April, 1958 * NATIONAL PETROLEUM NEWS 





MILLIONS OF 


customer-impressions 
WORKING FOR YOU! 


rm 
Any trip’ a better trip for... ; 


The Pause That Refreshes 6 cscas coms na essen tive 
a (abe, 


* 


drive on refreshed 


SIGN OF GOOD TASTE @ 


FALL 1957: This Week, American Weekly, 27 independent SPRING 1958: This Week, American Weekly, 27 independ- 
Sunday supplements ent Sunday supplements 


SPRING 1958: Nationwide outdoor poster 


TRAOE-MARK. COPYRIGHT © 1958 THE COCA-COLA COMPANY. 


@ ‘The Coca-Cola Company is proud to run @ When your station displays the familiar 
advertising like this... advertising which red cooler for Coca-Cola . .. more people 
reminds your consumers that a service sta- will stop and get out of their cars...so0 you 
tion is a pleasant place to pause for the profit from the sales of Coke, you profit 
best-loved sparkling drink in all the world! — from increased TBA sales! SIGN OF GOOD TASTE 
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Olin Mathieson Chemical Corp. Warner-Patterson Co., —manufac- OS. [1] 


starts this spring an extensive program turer of radiator and cooling system 
of consumer education on the value = chemicals, after spending some 40 


of draining the cooling system at the — years at 920 S. Michigan Ave., in “200” 
end of the antifreeze season. Spot Chicago, has moved its executive 
radio commercials by Peter Lorre oflices to new and larger quarters at 
will go out over 200 radio stations 600 S. Michigan Ave 

in May, supplemented by posters and 


booklets featuring Peter Lorre ex- News About People — 
plaining to motorists why antifreeze 
should be drained in the spring. Two 


films offered to dealers last year will Robert dD. 
again be available. , Park has been / 


named manager | H 
~ 
3 of TBA sales for & 
British-American Oil Co. Ltd., has Sun Oil Co. He e 
expanded its TBA program to include ; succeeds Robert 
six specialties now packaged and H. Eastman, who 


sold under the B-A_ brand name: ‘ has resigned to 

heavy duty brake fluid; gas line anti go with the Cristy 

freeze; upper cylinder lubricant; wind- Chemical Co. 

shield washer solvent; household oil; oe, Park has been 

and lighter fluid. Dealers can now assistant to the 

earn an annual TBA bonus on the Pawn IBA manager de- FOR 
entire TBA line. | 

@ FLEETS 


voting special attention to battery 
> sales. He started with Sun in the ad 
Dayton Rubber Co. has prepared vertising department in 1925. He was e FARMS 
a new automotive supplement on V- named assistant ree of bes —— e INDUSTRY 
belts and radiator hose, containing analysis section of the Motor Products 
ical fi ~ Dept. in 1943 and became assistant ¢ CONSTRUCTION 
alphabetical listings of applications <] - ms : 
for all 1958 passenger cars IBA manager the following yveat 
° 








: eh 
Coca-Cola Co. has the service sta Robert M. MeNeily has been 


eae 
travelers. Wide circulation, via 9,000 cago manufacturer of radiator and : 


+1 206 
billboards, will be given to the head- cooling system products. Formerly Model 200 
line: “Pause for Coke . . . Drive Re- sales manager and treasurer, he will 
freshed.” (Continued on page 168) The Super “200” gives you big pump perforr 


tion in mind, in devoting its May named vice president in charge of Ss 
outdoor posters to thirsty highway sales for Warner Patterson Co., Chi- ' 


ance at a budget price and in 
Space, too Attractive compact | 
Li id A p li h L d M k permits maximum installation 
qui uto Polish Leads Market ee 
IN THE FIRST SURVEY of the auto $5“ of 1956 production, the balance Powerful direct-drive pumping unit de 
motive wax-polish industry, the Chem consisted of paste polishes 14-15 GPM through accurate all-bronze 
ical Specialties Manufacturers Assn. Total Output of some 35-million with modern roller register. Check 


> 


output. Liquids accounted for about sumption of about 1.5 cans per cat inconvenient foot 


has assembled reports on the 1956 consumer-size units indicates a con iS built in, eliminating separate cost! 


! 
WV t Vaive 


Automobile Wax and Polish Production (1956) 


Units Units Bulk 
20 oz. and less) Over 20.07. and 5 gal. and over 
less than § gal. maintenance 
Liquid Form a 
Pre-wax cleaner 3.805.624 uy 
Polish and cleaner (no wax content) 9,486,519 Satisfaction 


een 


Combination cleaner and wax 1,393,583 32 ' ng 
Liquid wax for automobiles 1,736,275 F ‘) | 
1 ‘le . y 7 4 , — 
Chromium cleaner 2,944,874 3 -\-_- M p , 
Paste Form em - 
Pre-wax cleaner 1,351,476 176,131 
Automobile wax 3,725,894 77.900 


Combination cleaner and wax 10,865,583 34,988 WRITE FOR COMPLETE CATALOG 


ms CCE WH. M. WILSON’S SONS, INC 
. . , * 


TOTAL 34,378.62! 
. Lansdale, Pa. 


FLEETS INDUSTRY 
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CM 
NEW 


Lightweight 
ALUMINUM PUMP 


MEANS EXTRA PAYLOAD 


ROPER 


FIG. 1809 


50% LIGHTER 


Than Conventional Iron 
Pump of Same Capacity 


Pressures to 125 PSI © Capacity to 175 GPM 


Now! Roper engineers have developed 
this new, lightweight pump (Fig. 
1809) that can quickly pay for itself in 
extra payload profits alone. 


Fig. 1809 is versatile and compact, 
with simplified construction and big 
capacity for its small size. It is a 
high-speed unit, with operating speeds 
to match those available with truck 
power take-offs. 


For truck transport use, it’s the best 
because it’s Roper job-proved. For 
more facts send for your copy of 
Bulletin 30 today. 


ROTARY PUMPS 


ROPER HYDRAULICS, INC. 


formerly 
Geo. D. Roper Corporation, Pump Div 


474 Blackhawk Park Ave. 
Rockford, Illinois 








LIGHTWEIGHT 
Housing is heat-treated Aluminum- 
Silicon-Magnesium, an alloy recog- 
nized for its pressure holding, high 
tensile strength, and corrosion re- 
sistance. Pump is 50% lighter than 
iron pump of same capacity. 


BEARINGS 
Lightweight Aluminum-Tin alloy 
bearings for heavy-duty use. Unique 
design of bearings accurately posi- 
tions gears in housing. The four main 
bearings.support radial loads on shaft 
and also form full bearing surfaces on 
gear faces to accept all driving and 
thrust loads. 


RELIEF VALVE 
Adjustable low differential piston 
type relief valve is interchangeable 
for either direction of rotation. Can 
be removed without changing the 
setting. Adjustable in 4 overlapping 
ranges from 25 through 125 PSI. 


GEARS AND SHAFT 
Hardened chrome-iron pumping gears 
are cast. integral with hardened steel 
shaft. Construction promotes greater 
accuracy and hardness — thus giving 
quieter operation and long life. 


MECHANICAL SEAL 


Precision lapped face seal for positive 
shaft sealing. 


PORTING 
Standard 3” pipe tap ports are hori- 
zontal and on opposite sides of case. 
Design permits full capacity flow to 
and from pumping elements. 








Tires-Batteries-Accessories 





continue to serve as a director and 
the company treasurer. 

Irvin J. Fox, formerly manager of 
promotion and sales research, has 
been made vice president in charge 
of marketing. A former oil man, 
McNeily joined Warner Patterson 13 
years ago. He was previously mer- 
chandiser of Car and Home Supplies 
tor B. F. Goodrich at Akron. 


Robert F. 
Burns, Jr., has 
been named mer- 
chandising man- 
ager for tires, 
batteries and ac- 
cessories for Wil- 
shire — Products, 
Inc., Los Angeles. 
In the new post, 
Burns” will be 
responsible for 
IBA programs 
| for Wilshire salary-operated stations, 
las well as for all Wilshire distribu- 
| tors and dealers. Before his new as- 
| signment he was a sales supervisor. 





Burns 


Robert H. Eastman, formerly TBA 
manager for Sun Oil Co., Philadelphia, 
is now associated with Cristy Chemical 


| Corp., Worcester, Mass.. manufacturer 
| of Cristy Drygas and other automotive 
| chemicals. 


Wilson ©. Green, formerly head 
| of petroleum tire sales for United 


| States Rubber Co., has resigned to 


become executive vice president of 
| Gordy Tire Co., Atlanta tire dealer. 
Green was with U. S. Rubber for 
| 23 years, starting as a territory sales- 
|man in the Carolinas. 


Leland E. 
Spencer has been 
elected executive 
vice president of 
Goodyear Tire & 
Rubber Co. Ltd., 
of Toronto, Ca- 
nada. Spencer 
started with 
Goodyear in 
1926 in produc- 
tion operations. 
He has served as 
| plant manager at Topeka, Kans., as 
| vice president of Kelly-Springfield Tire 
|Co., a Goodyear subsidiary, and as 
| assistant to the president. He also 
| served in several U. S. government 
| posts related to the rubber industry. 


Spencer 
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MADE FOR EACH OTHER! 
TIMKEN-DETROIT 


SELAH EIGHT 


TRAILER AXLES 


...and “P” Series Power Brakes 


...and made for more profitable 
trailer operation for you! 


Paired to work together... teamed to give you proven performance 
and extra payload pounds! Popular Timken-Detroit TK-500 Series 
Lightweight Trailer Axles are available with a complete line of fa- 
mous Timken-Detroit “P” Series Brakes...in widths from six to 
ten inches (6”, 7”, 842”, and 10”). These are axles and brakes de- 
signed, manufactured, and tested to operate jointly for longer, more 


dependable, more economical service. 


TK-500 axles, lightest for their capacity ever built, give you greater 
payload capacity with no reduction in strength or quality. “P” Series 
Brakes mean cooler-running, longer-lasting service ...with features 
like Timken-Detroit “Econo-liners” tapered brake linings, Nylon 
bushings, rigid open-type one-piece flange and spider. 

Be certain you specify Timken-Detroit TK-500 Axles 
with “P” Series Brakes. 3 


. = 
= Ss: 
> 

- 


SAM\ 


WORLD’S LARGEST MANUFACTURER OF AXLES FOR TRUCKS, BUSES AND TRAILERS 


©1958, 8 S & A Company 


A PRODUCT OF ROCKWELL SPRING AND A 
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Load Proportioned Hot-Pierced 
Spindles . 
lighter weight. Hot piercing provides 


. hollow throughout for 


uniform, denser metal for greater 
strength. “Torsion-Flow’® forging 
aligns metal grain to forging shape. 
Plus all these extra features: 
@ Free-Rotating Brake Shoe Rollers 
© Rust-proofed Chrome-Plated Anchor 
Pins @ Self-aligning Camshaft Brackets 
@ Deep Case-Hardened Cam Roller 
Face © 100% Heat-Treated Brake 
Camshafts. 


TIM 
A 


ROCKWELL SPRING AND AXLE COMPANY 


XLE CO. 


169 






















































































MANUFACTURED BY STEBER We Se a date 


Sales and Engineering Offices in Principal 
Cities for. prompt, efficient cooperation 


es 4 
E TELCO, inc. 
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Bennett invites 
maintenance cost comparison 





0 0.0 
GALLONS 




















Open the door of a Bennett pump, and immediately 
apparent is the superb engineering, outstanding craftsmanship 
and painstaking attention to detail that have made 
Bennett pumps world famous for low operating and 
low maintenance costs. Every operating component is 
readily accessible for preventive maintenance. 








When you operate a Bennett pump alongside of any other 
pump, you will see for yourself why Bennett pumps are the eS 
standard for comparison with oil marketers everywhere. ANY 











Today, when maintenance costs have such an important 
bearing on profits, Bennett pumps are an outstanding 
investment that pays substantial dividends. 


You can’t discount quality 


THE STANDARD FOR COMPARISON 


voy JOHN Woop Com PANY BENNETT PUMP DIVISION, Muskegon. Michigan 
— 


IN CANADA: JOHN WOOD COMPANY LIMITED © Toronto + Mor W v 








Bennett oi! merchandiser 
plus THE RULE OF 4 plan 


helps sell more oil for you 


Put your oil business OUT FRONT with a Bennett Oil Mer- 
chandiser. Designed by service station experts to put oil where 





it is most convenient for you to reach and for your customers 
to buy, the Bennett Oil Merchandiser saves time and steps and 
helps sell more oil faster. 

Built-in can drainage and disposal keeps station clean. Panel 
lock prevents pilferage and eliminates need for moving when 
station is closed. Available in models with illuminated adver- 
tising panel or 4 casters for mobility and swiveling on tight 
island installations. 


Bennett Pump Division, 
JOHN Woop COMPANY : .....0. we, 
District Office Albuquerque « Atlanta « Baltimore « Boston « Charleston « hic 
alias * Denver © Detroit * Kansas City « ttle Rock « 
New York «© Philadelphia * Pittsburgh © Roct ter 
ANADA JOHN WOOD COMPANY LIMITED « T toe 
ExPORT r w 1 te at a at r 208 adway N Y 


* Sait Lake © Seattle « St 


MOTOR OIL SALES INCREASE! 


RATIOS IMPROVE! 


ke 


7 


YOu 
FOLLOW 


LTT ary: 


FREE «pune OF 4” plan 


Write today for Bennett's Oil Mer 
chandising Plan and learn how you 
can increase oil sales and profits. 


Door panels Illuminated advertising 
quickly and easily panels sell more oil 
“secure” display night and day 











Why permanentlp shed couplings ? 


Four good answers spell better service... bigger profits! 


F  ecweconiga _— ECONOMY A HINE- i. 9 AK-PROOF 
ATTACHED WITH PERMANENTLY- ATTACHMENT COUPLINGS. 
COUPLINGS COST LESS. ATTACHED COUPLINGS. ASSURES A MORE PERFECT Permanently-attache d 
And because modern hose Hidden expenses FIT. Permanently-attached couplings form a firm grip 
is so good... lasts so long time, paper work, packing, couplings are machine- with the hos« . they won't 
. re-attachable couplings shipping, ete.—involved in fitted by experts. You get leak. The ferrule is locked 
need replacement at about reconditioning of re-attach- a permanently fitted ank of the coupling, 


the same time hose does. able couplings eliminated. coupling every time. 


For fuel-oil hose... permanently-attached couplings by SCOVI L L 


For complete specifications on 
fuel-oil hose couplings write to 
Scovill Manufacturing Co., 
Merchandise Division, 

88 Mill St., Waterbury 20; Conn. 
Ask for Bulletin No. 520-H. 
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How ‘Tomorrow's Engine 


You don’t read so much today about gas 
turbine and free piston engines. Does this 
mean Detroit has thrown in the towel on 
power plant research? Not if you look at the 
drawing boards. Other engines are still be- 
ing groomed for the future. Designers at one 
company—Ford—are even looking as far ahead 
as an atomic-powered “Nucleon” car (cover). 


The new engines will make their bows when they 
can win the public’s favor as practical, efficient 
power plants. Right now Detroit is keeping quiet, 
while trying to squeeze everything out of the cur- 
rent piston engine. 

Because manufacturers still have millions of dol- 
lars tied up in the piston engine, they are under- 
standably reluctant to picture any plant as being 
“just around the corner.” At the same time, there’s 
recognized value in hinting at things to come—so 


there are periodic “teaser” progress reports on new 
engine developments. However, they’re released 
long after actual accomplishment. 

Engineers’ thinking on the turbine—or any other 
new power plant—is not as optimistic as it was 
six Or nine months ago. Here’s why: 


e Economic conditions are making auto men 
less eager to scrap existing production facilities 
and invest in new ones. They're looking a lot more 
closely at the dollar. 

e Similarly, the economic climate has created 
more demand for economy in present engines. 
Auto engineers are doing something about it now, 
and theyll continue to. That means a new power 
plant will not only have to equal today’s engine 
economy, but do much better—just to keep pace 
with upcoming improvements in today’s engine. 
Here’s a report on the current status of the race. 


Gas Turbine: Best bet for the long run 


Within the next two years, Rover of England 
will reportedly introduce a turbine-driven sports 
car in the U.S. It will be a kerosine-fueled vehicle, 
but definitely the sports or “playboy” type—on 
the expensive side. Current plans are said to be to 
export about 1,000 a year to the U.S. 

One expert says the Rover turbine is not nearly 
as advanced as its U.S. counterparts. But he be- 
lieves the move will definitely speed up turbine 
programming by U.S. auto companies. 

Phis auto man says we can expect a foreign-made 
turbine car in the U.S. by 1960. Consensus in 
Detroit is that the turbine introduction will follow 
about the same pattern as the recent growth of 
conventional European cars in the American mar- 
ket. A few years after original introduction, they 
believe, imports and interest will grow to the point 
where U.S. manufacturers will give the turbine a 
serious look and toy with market experiments—as 
GM and Ford are now doing 

How Long?—A Ford man says the next radical 
power plant change will come about 1962 or 1964 
and may very well be the turbine. Some others 
now think it may be later. 

One auto company engineer estimates it’ will 
cost about $750-million to convert to turbine 
production, and this figure (based on present stand- 
ards) represents almost one-third of all of Ford's 
capital assets. About the same ratios hold true for 
Chrysler and General Motors. 


The Ford man says turbines may come first in 


By HOLGER RIDDER 
Automotive Editor 


trucks or buses, depending on economic factors. 

Ihe merchandising appeal of any new power 
plant will also be a determining factor. If sales 
thinks the time is ripe to cash in on the turbine, 
then we'll probably have it—even if it’s only as 
good as the current reciprocating engine. 

Plus Factors—Armco Steel Corp. has developed 
a new high-strength stainless steel that withstands 
terrific heat generated by supersonic aircraft speeds. 
This adds another chapter to discovery of new 
metals that may help speed up turbine develop- 
ment. 

Armco says the new steel, known as PH15-7 
Mo., can withstand heat in excess of 1,000°. The 
company also says the cost of the new metal is 
less than one-tenth that of the high-strength ti- 
tanium alloys. One unanswered question is the 
productive capacity for this new metal. 

With this country’s missile program speeding up, 
it’s possible the turbine’s metallurgical problems will 
increase. But research into cheaper and non- 
Strategic metals is going forward and success in 
this field could cancel out military priority demands. 

Then there’s the Automobile Manufacturers 
\ssn.’s recent decision to deemphasize horsepower. 
his robs the sales departments of one of its big 
selling points. But it makes the turbine more ap- 
pealing because of its novelty. 

How Makers See It—Both Ford and GM feel 
the first turbine impact will be in the truck and 
bus field. The trucker stands to gain most in eco- 
nomy from a turbine power plant. There will be 
more power at less weight, lower maintenance costs, 
and wider flexibility in selection of fuels. 
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Looks Today 


Chrysler still remains the most enthusiastic about 
the turbine’s future. The company has developed 
new alloys that use no strategic metals, withstand 
high temperatures as well as cobalt and other 
scarce and costly metals, yet can be produced at 
about one-tenth of the cost of current engine 
materials, 

Military adaptation of turbine vehicles (NPN 
Mar., p88), may well prove another opening for in- 
troduction of civilian turbine cars. The manufac- 
turer will then have a basic (and profitable) demand 
for the engine and can go from there to the next 
step—production in volume at an economical rate 
to compete with conventional piston engines. 

Impact on Oil Marketers—As reported by NPN 


(April °55, p.45), the major impact on the oil in 
dustry would be largely in the type of oil products 
handled and services offered 

Furbine cars would require a lower-quality gaso 
line, possibly even kerosine or a distillate. Motor 
oil and oil changes would become minor parts of 
station selling. The TBA market would change; oil 
filters, fan belts and antifreeze might be among the 
casualties. Stations would be selling and servicing 
fuel nozzles and turbine wheel blades instead of 
today’s equipment 

Whatever change takes place within the oil in 
dustry, there will still be a transition period 
stretching over a period of 15 to 20 years—time 
needed for the industry to make adjustments 


Free Piston-Turbine: A specialized case 


Ford’s introduction of a free piston-turbine 
tractor is concrete evidence that the company is 
exploring all possibilities in that direction. General 
Motors apparently is following a similar course, 
though it’s confined its revelations so far to auto- 
motive application. 

How Long?—Arthur E. Underwood, General 
Motors research staff, predicts the free piston- 
turbine type plant will operate within the “imme- 
diately foreseeable future.” Underwood takes a 
more positive stand than GM_ spokesmen _pre- 
viously have—on the record. 

Plus Factors—As it looks now, initial (and per- 
haps principal) application of the free piston-tur- 
bine combination will be in trucks, buses and 
tractors. Present designs seem to place limitations 
on use in streamlined cars of the future. For farm 
tractors and off-the-highway equipment, however, 
it fills the bill much better. 

GM says problems of manufacturing costs and 
production methods are still to be solved. How- 
ever, spokesmen point out one advantage that ap- 
plies either to the turbine or the free piston-turbine 


Conventional Piston: Strong 


Consensus in Detroit is that the reciprocating 
piston engine will be with us several more years 
There’s a new factor going for it: fuel economy 

Compression ratios may remain stable next year, 
with little or no increase. But 1959 engines may 
have a lower octane requirement: this could move 
some of today’s “super-premium” engines back 
into the premium class. At the same time, some 
of today’s lower-price cars that now need premium 


April, 1958 * NATIONAL PETROLEUM NEWS 


combination: future truck requirements will be too 
large and heavy for piston engines 

How Makers See It—William A. ‘Turenen, head 
of GM Research Staffs gas turbine department 
says: “Engines of two or three times the present 
power will be required and will be economically 
feasible for future truck operation. Reciprocating 
engines, to meet these indicated power requirements 
appear prohibitively large and heavy 

Other engineers in the Big Three haven't gone 
on record, but indicate they agree with Turenen 

Impact on Oil Marketers—This would be com 
parable to the gas turbine’s, but with a few change 
For example, the free piston-turbine has an even 
more diverse fuel appetite than the turbine. And 
it requires a cooling system. This means it would 
require antifreeze in the winter and could use var 
ious conventional radiator concoctions now sold 
for piston engine radiators. It also means fan belt 
would remain on TBA shelves 

Since the free piston operates on a diesel-lik 
principle (NPN—June °56, p134), it will use no 
spark plugs; the turbine needs one for starting 


for a while 


vill probably work nicely on regular 

fo vet even more fuel economy, most auto 
companies are working to rovidk More ictual 
rasoline mileage. Horsepow vont be increased 
much, so the improved en es will deliver mot 
miles per gallon 

This means octane ratings may not continu 
their present climb, unle oil compani pusl 


j 


(Continued on pave 176 
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Ford engineers ponder a potential giant: their experimental “Typhoon” tractor, powered by a free piston-turbine 


(Begins on page 1!74) 


them up for reasons. That appears 


doubtful, in view of the economic situation 


competitive 


Auto) men impact on 
fuels injectlon—it it 
ever comes, which seems unlikely right now. At 
the moment, automotive Opinion is that fuel in- 
jection is too expensive and costly to maintain to 
make many inroads. American Motors and Chrys- 
ler Corp. have recently discontinued their fuel in 
jecuon optionals. Unless a fuel injection system 
can be produced as cheaply and reliably as car- 
buretors, auto makers will continue to rely on 


anticipate little if any 


from a switch to fuel 


carburetors. 

Projection of octane ratings by auto companies 
point to a steady increase in the next five years 
to about 102.5 for premium, with regular ranging 
from 95 to 98. These are maximums 

Other Factors—The fuel picture (and probably 
the selection of a future automotive power — plant) 
may be substantially affected by the growth of 
small and/or foreign cars (NPN—Oct. °57, p96) 

If the small car trend continues, this will reduce 
the amount of high-octane gasoline needed. Also, 
because of economic factors, it can hold off the 
debut of gas turbines for an indefinite period. Be- 
cause of small cars’ high mileage on a lower grade 
of gasoline, the turbine will be hard put to equal 
their fuel economy. And small car engines probably 
will be produced at lower cost than turbines. 

General Motors and Ford are currently using 
their own foreign car imports as a trial balloon 
in the growing small car field. Serious attention is 
being given to this market and its potential. 

Impact on Oil Marketers—Piston-engine engi- 
neers will continue to improve their power plants 


This could fend off the turbine and will make cer- 
tain demands on the oil industry for improved 
fuels. Look also for new demands on engine lubes. 
If the small car trend graduates from a fad to 
a national pattern (and that’s a big if), the oil in- 
dustry’s problem will be to reshuffle its refining 
and marketing schedules. Regular grade fuels will 
gradually become the predominant seller and pre- 
mium fuels will begin to dwindle in volume. 
Small car sales growth probably won’t diminish 
the TBA market, but it may bring some inventory 
problems during the transition period. Many items 
would be required in smaller sizes. It would mean 
fewer spark plugs, since most of the small cars have 
four or six-cylinder engines. Radiator (and anti- 
freeze) capacities would be smaller, as would 
crankcase sizes. For a while, automatic transmis- 
sions might not be available on small cars, but 
latest European developments indicate the auto- 
matic transmission is entering the picture there. 
And American makers will certainly be quick to 
adapt the automatic transmission to any small car 
they may make. fe 


Diesel for Passenger Cars? 


AN INVENTOR in Dayton, Ohio, is driving a ’55 
Ford powered by an English-made diesel tractor 
engine. He hopes he’s pioneering an idea. 

Norman K. Shaw imported the engine for about 
$1,400 and converted the Ford for about $3,000. 
He can make 94 mph and average 25-30 miles per 
gal. in town, 35-40 miles per gal. on the road. 

When Shaw gets the bugs out of his idea, he 
hopes to see an auto maker offer it as an option. 


NATIONAT 
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How Dodge saves you money 
by matching your truck to your needs 


Dodge medium- and heavy-duty trucks have 
always been built from a wide range of ‘“‘Job-Rated”’ 
components to match a truck exactly to your job. 
This means that you aren’t forced to pay for 
capacity you don’t need, and you don’t get under 
sized units that shorten your truck’s life. Just look 
at the range of components today’s line of Power 
Giants offers: 


In power, there are Sixes from 125 to 141 hp., 
Power-Dome V-8’s from 204 to 234 hp. Exclusive 
Power-Dome V-8 design reduces harmful carbon 
deposits, greatly reducing the need for engine 
overhauls to maintain maximum power. 


In payload, numerous Dodge medium- and heavy 
duty models offer G.V.W.’s from 11,000 to 46,000 
Ibs., G.C.W.’s from 30,000 to 65,000 Ibs. in gradual 
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steps. A wide range of “Job-Rated” axles, tran 
missions, tires, springs and other components make 
possible gradual Increases In Capacity and assure 
you a dependable, economical truck because it fit 
your job exactly 


In economy, Dodge provides the thriftiest and 
most efficient engine and transmission combination 
\ range of eight engines and eight transmission 
including automatic ‘Torqmatic, makes this possible 
You save on easoline. Loo hee ause Dodge engine 
operate efficiently on regi lar gasoline! 
Priced competitively throughout the line, in 
models Dodge is priced /owest! No matter 
Dodge Power Giant your job calls for, yo 


agreeably surprised at its thrifty price tag. See 
Dodge dealer soon, and ge 


Anniversary deal! 
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Chances are you've added a lot of compressed 
air jobs since you bought your air compressor. 
If you talk it over with the Brunner man, 

you'll find just the right size compressor for 
efficiency and economy. 

Brunner Automotive Air Compressors feature 
“slow speed” design for less wear of moving 
parts and longer life. H.P. range from Y% through 
50. Horizontal, vertical or remote tank 

models for "'start-stop" or continuous operation. 
Ask Brunner to analyze your compressed air 
requirements, recommend the right size 
compressor for your operation. A card will 
bring the Brunner representative your way. 


BRUNNER DIVISION 


DUNHAM-BUSH, INC. 


UTICA, NEW YORK 








AIR CONDITIONING + REFRIGERATION * HEATING * HEAT TRANSFER 


u TOWN 


i heat.x haaalaa ep" men oursim- 1S ional 
Ee con Gee Sern 
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Gult Gulf 


a caine 
ee had 

ih St Sl iy 

lant Aeenee By 


Avco Corp. designed and built this experimental prefab station for Gulf Oil. 
It’s one of several being put up by Avco for various oil marketing companies 


Rear light tester 


consists of an eight-inch convex 
mirror for mounting on the station 
wall next to the door track, inside 
the entrance to the lube bay. Called 
the G-E Tellerscope, it reflects the 
entire rear of the car back to the 
man at the wheel. Just before the car 
is backed off the lift, the man at the 
wheel switches on the rear lights and 
applies the brakes to operate the stop 
lights. General Electric Co., Nela 
Park, Cleveland 12, Ohio. 

Circle No. 1, on coupon, p. 180 


Steel valves 


eliminate galling or wear at the 
seating surfaces. Opening motion first 
withdraws discs from seat rings be- 
fore raising them out of position. In 
closing, discs are held away from 
seat rings until fully lowered, when, 
a wedge type spreader 
against the seat 
available in 2-in 


forces the 
rings. Now 
through 6-in. sizes, 
carbon steel flanged ends. Kerotest 
Mfe. Co., 2525 Liberty Ave., Pitts- 
hbureh 22, Pa. 


Circle No. 2, on coupon, p. 180 


discs 


Hot-water heaters 


fired by oil burners are avail- 
able in new line of factory-assembled 
glass- or copper-lined units. Come in 
30-gal. capacity (120 gal. recovery) 
or 50-gal. capacity (150 gal. recov- 
ery). Glasslined units have side con- 
nections for hookup to additional 
storage tanks. Can be cleaned from 
top without disconnecting water lines 
Quiet Automatic Burner Corp., New- 
ark 4; N.S. 


Circle No. 3, on coupon, p. 180 
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Temperature compensator 


combined with gravity selector 
automatically corrects meter  read- 
ings to a base temperature of 60 I 
Available with single counter read 
ing in net gallons only or with dual 
counters showing both net and gross 
gallonage. Bulletin No. 652, Ralph N. 
Brodie Co., San Leandro, Calif. 


Circle No. 4, on coupon, p. 180 


Interlocking drum 


is said to save space and reduce 
handling costs. Rolling 
slightly offset,—alternately raised and 
lowered,—on opposite sides of the 
drum. Interlocking will reduce dent 
ing and scuffing, manufacturer claims 
Vulcan Containers, Inc., PO Box 161, 
Bellwood, Ill. 


Circle No. 5. on coupon, p. 180 


hoops are 


Fire hose 


is said to be light-weight and 
flexible, with a guaranteed test pres 
sure of 400 Ibs. Constructed of Neo 
prene cover and tube with 
filler and cotton 
Tire & Rubber Co 


Dacron 
warp. Goodyear 
{kron 16, Ohio 


Circle No. 6, on coupon, p. 180 


Tire changer 


is an improved, manually op 

machine with a 
bead breaker said to give 50% greater: 
lift and 30% more leverage. The 3 
Star Iron Tireman is also built around 
a new, rugged stand 
withstand extra heavy service. Jacl 
P. Hennessy Co., Inc., 12 Depot 
Square, Englewood, N. J 


erated cam-action 


designed to 


Circle No. 7, on coupon, p. 180 
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Equipment 


Portable fill spout 


with a built-in Scully Ventalarm 
signal is designed for deliveries to 
tanks where the fill 
pipe has a straight drop. Permits fill- 


underground 


ing at high speeds without danger of 
blowback or spill. “Ventafil” is cali- 
brated so that tank may be filled to 
maximum capacity without 
ing and reference to a tank chart 
Scully Signal Co., Melrose, Mass 


Circle No. 8, on coupon, Pp 180 


measur- 


Lube oil filler 


has a speed of 600 quart con 
tainers per minute with a filling ac 
curacy of plus or minus ‘10 fluid 
ounce. Filling adjustments can be 
made during full speed operation. 
Tilt adjustment of can rails guards 
against centrifugal spillage; uniform 
incoming containers 
prevents high speed jamming; post- 
tive “no container, no fill” 
nism prevents product loss 


acceleration of 


mecha 
mainte 
nance downtime is reduced because 
there are only three primary wearing 
parts, piston rollers, valve rollers and 
valve trip cams. Pfaudler Co., 105 
West Ave., Rochester, N. Y. 


Circle No. 9, on coupon, p 


Piston hand pump 
especially 


for heavy-duty service 
in the highway and construction field 
has a capacity of 30 gpm pumping 
forward and back troke 
Pump 1s. selt-priming 
vertical lift up to 30 ft., available 
models including both hose 


on both 


C ipable ot 


in four 
and spout types, and automatic shut 
off nozzle. Tokheim Corp., kt. Wayne 
Ind 


Circle No. 10, on coupor p. L180 
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Equipment 


Rotary’s new frame contact handles Lincolns . . 


Frame contact lift 


has a superstructure claimed to 
handle cars” with frames, 
X-frames, or no New 
position wheel dishes io 
gether with a convenient chart, make 
it easy to spot any car from a Volks 
wagen to an Imperial 


standard 
frames. 
spoting 


two- 


Four cast 


Pre-set patent 


Ihe holder of a patent on a pre 
pumps 
manufactured 


setting device for gasoline 
claims that it can be 
and sold at 
stalled 
Patentee is Robert Feldser, 45 
Marietta St., Atlanta, Ga. Feldser in 
stalled a prototype of his device in a 
operated by Sam Levy, an 
American Oil dealer in Atlanta 
According to 
operated 
year period 


a price of about $35 in 


station 


Feldser, the device 
satisfactorily over a two 
It is said to permit pre 
delivery of any 
in dollars or gallons. So far, Feldser 


setting for amounts 


says, no manufacturer has been in 
terested in putting the device on the 
market. 


e FOR FURTHER INFORMATION 


On equipment or literature described 


. or Isettas 


adapters sliding on the two 60-in. 
parallel runners can be brought 
within 3-in. of each other or set 71-in. 
apart horizontally and have a fore 
and aft 87-in. Brochure 
available of the Frame Pick-Up 
model FPI1, from Rotary Lift Co., 
1054 Kansas, Memphis 2, Tenn. 
Circle No 


range of 


1/7, on coupon 


Cabinet line 


consists of two economy models 
of the Seloil motor oil island display 
units. Known as the Economy No. 28 
and Economy No. 42, both models 
have locking covers con- 
trolled by Empty oil 
cans are drained inside the cabinet by 
means of a new “telescopic” two-way 
drain chute that drains cans either 
standing or lying down. Motor oil 
signs are the same size as on Seloil 
Deluxe models and are interchange- 
able. Both units are made of the same 
bonderized steel and have the same 
high gloss baked on enamel finish as 
the Deluxe models. Modern Metal 
Products Co., Greensboro, N. C. 
Circle No. 12, 


overnight 
a single lock 


on coupon 
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Three new pumps 

. are designed for special fuel dis- 
pensing service. 

e First is a ticket-printing pump 
for truckstops or wherever a printed 
gallonage receipt is desired. Numbers 
and letters may be used to indicate 
a sale number, kind of product and 
gallons. 

e Second is the Erie Model 140-5 
Marine-Flight Fueler, now available 
for remote control systems. Includes 
built-in filter and SO ft. of hose. May 
be located away from storage tanks 
and still serve a 100-ft. circle. 

e Third is’ the Farm-Industry 
Fueler, now improved to include a 
rectangular dial and all the safety 
features of service station pumps. De- 
signed for small fleets, estates, farms, 
industry or wherever gasoline or ker- 
is dispensed for private use. 
Erie Meter Systems, Inc., PO Box 
259, Brie, Pa: 

Circle No 


osine 


13, on coupon 





Flash point tester 


for bulk plants, boat loading 
docks, pipe lines, control laborator- 
ies. Automatically indicates and _ re- 
cords flash point within 2 to 4 min- 
utes with an accuracy of plus or 
minus | deg. F. Precision Scientific 
Co., 3737 W. Cortland St., Chicago 
47, Ill 


Circle No. 14, on coupon 


Fuel oil nozzle 


. comes in two sizes: 142 in. x 1% 
in. and 14% in. x 1’ in. Features in- 
clude streamlined body, rugged con- 
struction for hard-wearing — service. 
lightweight but high-strength alumi- 
num, smooth control, low pressure 
drop and full-flow design. Milwaukee 
Valve Co., 2355-75 §. Burrell St., Mil- 
waukee 7, Wis. 

Circle No. 15, on coupon 
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Pickup truck 


known as the GMC “Wide-Side” 
is said to have 50% greater cubic 
inch load space than conventional 
models. The 6 -ft. long model has 
59.5 cu. ft.; the 8-ft. body offers 
75.6 cu. ft. Extra capacity adds only 
4 lb. more weight to the smaller box 
and 22 Ib. to the 8 ft. version. GMC 
Truck & Coach Div., 660 S. Boul 
vard, East, Pontiac 11, Mich. 

Circle No. 16, on coupon, p. 180 


Hot water heater 


will put out as much as 120 
gal. of hot water per hour. The Ascot 
heater is an automatic gas-fired coil 
unit said to operate at less cost than 
tank-type storage and to respond faster 
than electric heaters. Can be quickly 
adjusted to deliver a large volume 
of tepid water if desired for car wash- 
ing. Said to operate economically on 
LPG. Compact design, only 14-in 
wide by 43-in. high; may be wall- 
mounted. Porcelain enamel exterior 
finish with chrome trim. Southern 
Heater Co., Inc., 844 Baronne St 
Vew Orleans, La 


Circle No. 17, on coupon, p. 180 


Floodlight fittings 


include surface-wall and thru-wall 
mountings that make up approved 
Hoodlights without the need and extra 
cost of separate splice boxes. Fittings 
for pole or surface-wall mounting 
attach to any existing outlet box, but 
are also provided with simple acces 
sories that make separate splice boxes 
For thru-wall mounting, 
fittings include a compact splice box 
with full length cast covers that take 
one or two lampholders, and also 
provide for up to four lampholders 
time. Ot 
aluminum tapped '2-in. to accommo 
date lampholders or conduit. Fully 
UL approved tor outdoor use. Bul 
letin 106, Stonco Electric Products 
Co., Kenilworth, N. J 

Circle No. 18, on coupon, p. 180 


unnecessary 


at any precision die-cast 
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Equipment 


Engine testing set 


; consists of four basic units 
Generator-regulator tester; tach-dwell 
meter; ignition analyzer; and exhaust 
vas analyzer. Also included is a roll 
stand and two meter racks. Genera 
tor-regulator tester has 15-volt range 
for popular cars and trucks, in addi 
tion to 60-volt range for heavy duty 
systems above 12 volts The 60 
ampere range handles all cars and 
trucks. Snap-On Tools Corp., 8028 
Sth Ave., Kenosha, Wis 

Circle No. 19, on coupon, p. 180 


New meter 


. IS designed to offer more accurate 
measurement of slow-flowing liquids 
Teflon cups on top of pistons provide 
cvlinder wall 
and piston, preventing any liquid by 


positive seal between 
pass. Valve is also sealed with a 
Teflon band preventing any 
through the valve itself 


leakage 
Claimed to 
provide accuracy within 's of 1%. 
Measures high 
slow-flowing as 2 gal. per hi 


viscosity liquids as 

» and low 
viscosity liquids at the rate of 6 gal. 
per hr Bowse) Tne 1300 J 
Creighton Ave., Ft. Wayne, Ind 


Circle No. 20, on coupon, p. 180 


Five-drum attachment 


for lift’) trucks consists of a 
130-in.-wide plate, with six 3-in. di 
ameter rams on which the drums 
nest for carrying and stacking. Art 
ulates a short distance around a cen 
tral pivot to compensate for loads 
not exactly parallel with the ground 
Can be used on any model in Yale's 
line of gasoline and electric-powered 
lift trucks. Yale & Towne Mfg. Co 
11,000 Roosevelt’ Blvd... Philadelphia 
iS, Pa 
Circle No. 21, on coupon, | 
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NEWS 


FREE. 
NEW QUICK REFERENCE 
CATALOG F-10R 


QUICK COUPLING 
ASSEMBLIES 
for hose and pipe 


You'll want to keep this excellent, prac- 
tical working Catalog close at hand. 
Lots of illustrations clearly show the 
complete interchangeability of master 
gauged OPW KAMLOKS. Detailed recom- 
mendation and sizing charts, typical 
specials for unique applications and 
factual information will help you in 
planning, selection and determining in- 
stallation. 

Just write us on your letterhead and 
it’s yours! 

Your fluids handling may well be im- 
proved with OPW KAMLOKS. 


The Fastest, Safest, 
Surest Coupling Known! 








OPW CORPORATION 


- 





GEORGIA 


LFashoy Pumes 


For every size consumer- 
commercial account. 
MECO, INC 
Magazine Avenue 
Savannah, Ga 





NEW JERSEY 


SERVING THE OIL INDUSTRY 


FOR 25 YEARS 


e OPW Valves and Fittings 

e Marlow Pumps 

e Blackmer Pumps 

e Erie Pumps and Equipment 


WE SERVICE THE EQUIPMENT WE SELL. 


TEN HOEVE BROTHEKS 
359 Mclean Bivd., Paterson 3, N. J. 


NEW YORK 








EDWARD JOY COMPANY 
905 Canal St., Syracuse, N. Y. 
COMPLETE OIL EQUIPMENT IN STOCK 
Buckeye Valves, Tokheim Pumps, 
National Hose, ECO Tireflators 
Rectorseal Pipe Dope, Air Compressors 
Ever-Tite Quick Couplings, Pipe Fittings 








OHIO 





EQUIPMENT SALES CO. 
164 E. Exchange St., Akron 4, Ohio 
Phone—Jefterson 5-8215 
Factory Representative for 
Westinghouse, 0.P.W., Lincoln 
Neptune, Huffman, Goodrich, 

Air, Oil, Hydraulic and Gas 
Hose and Coupling Service 
SALES—PARTS ENGINEERING SERVICE 








PENNSYLVANIA 





PAUL WAGNER, INC. 


PETROLEUM MAINTENANCE & EQUIPMENT SALES 

DISTRIBUTORS FOR: Wayne Pumps & Equip- 

ment, O.P.W. Valves and Fittings, Gorman-Rupp, 

Fill-Rite Pumps, Whiteway Lighting, Saylor-Beall 

Compressors and National Hose. 

211 Lincolnway West, New Oxford, Pa. 
MAdison 4-4131 








E. O. HABHEGGER CO. 


24th & Fairmount Aves 
PHILADELPHIA 30, PA 


Engineering G Equipment 
BULK TERMINALS TRUCKS 
SERVICE STATIONS 
Member NAOEJ 











RUTLEDGE EQUIPMENT CO. 
334 Blvd. of Allies Pittsburgh 22, Pa 


Rutledge Service Station Flood Lights 
GOB Equipment—Buckeye Valves G 
Fittings 
Granco Pumps G Meters—Air 
Compressors 








Equipment 


New condulet series 


for control stations and_ pilot 
lights may be used indoors or out. 
Of threaded joint construction, with 
feraloy housing and aluminum cover; 
joints sealed with Neoprene O-rings 
Said to be explosion-proof and dust- 
ignition-proof, weather-resistant and 
rain-tight. Available in 1, 2 or 3 
gangs, push button stations, pilot 
lights and selector switches. Designed 
for Class I, Groups C and D; and 
Class II, Groups E, F and G. Crouse- 
Hinds Co., Wolf & Seventh North 
Sts., Syracuse, N. Y. 
Circle No. 22, on coupon, p. 180 


Engine indicator 


with various accessories and 
adapters is said to measure cylinder, 
manifold, fuel injections and detona- 
tion pressures, combustion pressure 
rates, engine vibrations, and crank- 
shaft torsional vibration. May also be 
used to adjust timing, and to check 
peak cylinder pressures, load distribu- 
tion, valve operation, pre-ignition and 
knock. Available in three models: 
marine-industrial, automotive, and 
laboratory. Bulletin ELA-114, Kistle: 
Instrument Corp., 15 Webster St., N. 
Vonawanda, N. Y. 
Circle No, 23, on coupon, p. 180 


Trailer control device 


is claimed to prevent a trailer 
from jackknifing, and also to prevent 
it from breaking away from the tow- 
ing vehicle. The device consists of a 
pivot-mounted cylinder anchored to 
the tractor in a horizontal position. 
From a piston traveling in the cylin- 
der a heavy chain is attached to the 
trailer. Manufacturer claims that if a 
vehicle sways in one direction beyond 
the safety point, the anti-jackknife 
device will counteract the sway and 
successfully prevent jackknifing. K-W 
Manufacturing, Inc., 218 S. Brandy- 
wine Ave., Schenectady, N.Y. 
Circle No. 24, on coupon, p. 180 


Drum dolly 


handles any drum with O.D. ot 
25-in. or less. Capacity: 600 Ibs 
Hot-dip galvanized, all-steel riveted 
construction, with 3-in. neoprene or 
iron ball bearing casters. The Witt 
Cornce Co., 2118 Winchell Ave., 
Cincinnati 14, Ohio. 

Circle No. 25, on coupon, p. 180 


Pulse battery charger 


. substitutes intermittent for trickle 
charging to maintain stock batteries. 
Batteries connected to the Pulse Main- 
tainer automatically receive a mainte- 
nance charge for a few hours each 
week. Manufacturer claims new 
method will keep batteries fully 
charged and in perfect condition for 
more than a year. Fox Products Co., 
Philadelphia, Pa. 

Circle No. 26, on coupon, p. 180 


Steam-hydraulic jet cleaner 


: provides either high impact, 
close-up steam cleaning, or a_ hot 
hydraulic jet stream for distant sur- 
faces. As a steam cleaner, produces 
280 gph at 90 to 100 psi; for hydrau- 
lic operation, delivers 500-600 gph 
at 220 psi to 210 F using a % HP 
motor. Clayton-Sellers Mfe. Co., Box 
550, El Monte, Calif. 


Circle No. 27, on coupon, p. 180 


Balance jiggler 


... for use with Bear On-A-Car wheel 
balancer is designed to better fit the 
lower bumpers on 1957 and 1958 
model cars. The new jiggler is shorter 
and an extension tube is included to 
facilitate use on older model cars as 
well. Otherwise, manufacturer states, 
the balancers do not require modifica- 
tion since use of 14 and 13-in. wheels 
was anticipated in origial design. 
Bear Mfg. Co., Rock Island, Ill. 
Circle No. 28, on coupon, p. 180 
(Continued on page 184) 
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HELPS BUILD 


Klein Oil Company System 
Gets High Performance Design — 
plus Minimum Operating Cost! 


‘Klein Oil Company's Plymouth, 
Indiana bulk plant was planned for 
profits from “the ground up.” Cof- 
field Supply Company, of South 
Bend, engineered the system to get 
extremely low operating and main- 
tenance costs: here’s how 


Short-Run Piping Cuts Losses 


The storage facilities consist of two 
15,000 and two 20,000 gallon, 
above-ground, tanks. The critical fuel 
handling operation was accomplished 
by using four 3” Marlow, self-prim- 
ing, pumps. The 3” piping system 
was laid out using minimum leneths 
of line, elbows and valves to hold 
friction losses to a minimum. This 
increased efliciency and cut power 
requirements. 


Double-Duty Pumps Used 


Because Marlow self-priming, pumps 
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are used in this installation, the same 
pumps that are used to load retail 
delivery trucks are also used to un 
load transports! While the loading 
rate is 160 G.P.M., transports are 
unloaded and stripped of all fuel at 
200 gallons per minute. Double-duty 
Marlows reduce original installation 


Costs 


Low Maintenance Costs Anticipated 


These dependable units maintain full 
factory efliciency over the entire life 
of the pumps...there’s no metal-to 
metal contact and no part 
out. Years of trouble-free service are 
built into every Marlow Pump. 


Marlow builds a complete line of 
pumps for every petroleum market- 
ing need. For complete information, 
write today for bulletin PM-06 and 
the name of your Marlow equipment 
distributor. 


to weal 


NEWS 


BUSINESS 


PROFITS! 


DIVISION OF 


BELL & GOSSETT CO. 


Midland Park, N. J. 


Morton Gr 





Tire buffer outfit 


consists of the new 
lougher-Butler 


ft various size 


Dillectric 
tool, plus 14 cans 
patches. Designed to 


prepare either tubeless tires or con 


ventional tubes for perfect adhesion 
of either heat vulcanized or cold cure 
patches. Dill Mfg. Co., 700 bk. 82nd 
S7., Cleveland 3, Ohio 

Circle No. 29, on coupon, p. 180 





L 
L 


NOZZLE 
PLUG 


Prevents Spillage 
For Nozzle Tubes 


from I!/," 


to 154" O.D. 
$1.95 ea. 


Dealer Inquiries 
Solicited 


RICHFILL NOZZLE PLUG CO. 


S. E. C. 39th & Market Sts. 
Philadelphia 4, Pa. 











Literature 





Quick disconnect 


couplers and adaptors for hose 
and pipe are covered in a new OPW 
F-10-R 
sections of the many types and styles 
of OPW Kamloks; how to simplify 
field repairs 


catalog Includes cutaway 


recommended operating 
conditions for aluminum, bronze, 
monel, stainless steel and semi-steel; 
charts metals and gaskets 
for specific applications; and general 
dimension proper 
Colerain 


covering 


charts to aid in 
OPN 2739 
4ve., Cincinnati 25, Ohio. 


sizing Corp., 


Circle No. 30, on coupon, p. 180 


Porcelain test chart 


shows how architects, designers, 
engineers can grade architectural por- 
celain as an aid in specifying or 
purchasing. Instructions are given for 
making simple, standard tests with 
Illustrated 
chart shows how to evaluate results 
Davidson Enamel Products, Inc., 
Last Kihby St Ohio 

Circle No. 31, on coupon, p. 180 


readily available materials 


Lima 


Hand pump catalog 


describes Blackmer’s complete 
designed for han 
from drums, barrels, 
underground and skid tanks. All 


accessories are 


Flo-master line, 
dling liquids 
styles, models and 

illustrations 
Grand Rapids 


shown with = cut-away 
Blackme) 
Y Mic hi 

Circle No, 32 on coupon, p. TSO 


Pump Co., 


Meter bulletin 


describes Rockwell “961° disc 
meters for measuring lubricating oils, 
kerosene, diesel fuel and gasoline 
Iwo models, one open and one en- 
3.4-in. and 1-in. 
sizes and weighing only 7 Ibs. are 
shown. Meter and Valve Div., Rock- 
well Mfe. Co 100 N Lexineton 
fve., Pittshurgh 8, Pa. 


Circle No. 33, on coupon, p. 180 


closed, available in 


Filler catalog 


features the latest line of Horix 
fillers tor liquid and semi-liquid prod- 
machine 
sizes and types, from hand operated 
to fully automatic rotary models 
Catalog No. 581-W, Horix Mfg. Co., 
Corliss Sta., Pittshureh 4, Pa 

Circle No 


ucts. Covers full range of 


If, on COUPON, P. 180 


NATIONAI 


Truck tank brochure 


devoted to Farrell’s Town & 
Country Platformer, illustrates the 
easy accessibility of pumping system 
components provided by the Plat- 
former design; oversize barrel car- 
riers with folding shelves; and loca- 
tion of faucets and draw-off lines be- 
hind the rear bumper. Farrell Mfg 
Co., 804 E. Cass St., Joliet, Il. 
Circle No. 35, on coupon, p. 180 


Vulcanizing guide 

is a pictorial description of the 
six steps involved in electric vulcani- 
zation of tire tubes. One page is de- 
voted to replacement of valve stems, 
also with pictures and explanatory 
text. Can be inserted in manuals or 
used as a wall chart. Dill Mfg. Co., 
700 FE. 82nd St., Cleveland 3, Ohio 

Circle No. 36, on coupon, p. 180 


Filter-separator folder 


. describes Bowser’s Fig. 842 unit, 
with complete specifications and di 
mensional drawings. Gives detailed in 
formation on the filter-separator’s re- 
moval of all traceable dirt and 100% 
of entrained water in light fuels, sol- 
vents, distillates and light petroleum 
liquids. Highlighted are two. special 
applications: dehydration of aviation 
fuels; and “dry cleaning” of domestic 
fuel oil. Bowser, Inc., 1300 EF. Creigh 
ton Ave., Ft. Wayne, Ind. 


Circle No. 37, on coupon, p. 180 


Filter brochure 


covers line of metal edge filters 
to handle flow rates from | to 1,000 
gpm, at temperatures from minus 260 
to 1,200 deg. F. 
construction, maintenance and types 
of optional equipment and tells how 
to order filters. Also includes flow 
chart and micron equivalent table 
Purolator Products, Inc Rahway 
Nea: 


Circle No. 38, on coupon, p. 180 


Brochure describes 


Valve catalog 


illustrates a complete line of 
valves, fittings and specialties for gas 
oline service stations and oil handling 
equipment. Included are number of 
newly developed products. Catalog is 
prepared for insertion into any three- 
ring binder; has both table of con- 
tents and numerical cross index. Uni 
versal Valve Co., 472 South St 
Elizabeth, N. J. 
Circle No. 39, on coupon, p. 180 
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Equipment 


Fire equipment Transmission manual Adapter guide 


including portable fire extin . . . covers the controlled coupling covers saddle and adapter 
guishers, built-in carbon dioxide ex- hydra-matic transmission, also known quirements tor handling 1958 and all 
tinguishing systems, smoke detecting as the Jetaway, Strato-Flight and previous model cars on all styles of 
systems, and rate-of-rise systems, 1s Flashaway. In 250 pages with 600 Weaver lifts. Under each type of litt 
described and illustrated in a new pictures, manual describes in minute the appropriate adapters are listed and 
12-page catalog. The P-40 catalog is detail everything required to under described, with prices shown tor each 
available on request from Dept. A, stand and service these units. Includes item. Diagrams are included showing 
Walter Kidde & Co., Inc., Main St special tool list, average flat rate times how saddles and adapters are used 
Belleville 9, N. J and quality control checks. Price Weaver Mfg. Co., Springfield, Il 

Circle No. 40, on coupon, p. 180 $4.50. Paul-Marsh Co., 520 W. Fort Circle No. 46, on 

St., Detroit 26, Mich 

Tank catalog i as in was hac 


. covers all types of Hammond 'e é és 
floating roof tanks for volatile liquids | ft th h d 
Includes description of the Springtite e mina e IS aZah / 


metal-shoe type seal and the Ham- 


mond Tubeseal. Details are also pre- USE 


sented for converting existing float- ~ — 

ing roofs to Tubeseals, whether tanks i a LACKMER 

or riveted or welded and regardless of .  ~._ BI EAM, Lt | ; 

size. Hammond Iron Works, 744 " X 

Broad St., Newark 2,32 4 arren, “ j . HAND PUMPS %,’ | 
; ; me 


Pa.; Bristol, Pa.; Provo, Utah; Cas- 


per, Wyo.; Birmingham, Ala. 
Circle No. 41, on coupon, p. 180 


Electrical manual 


gives automotive tune-up specifi- 
cations covering distributors, genera- 
tors, regulators and cranking motors 
for all American passenger cars, trucks 
and tractors from 1950 through 1957. 
Price, $1.50 per copy. Allen Electric 
& Equipment Co., 2101 N. Pitcher 
Ct., Kalamazoo, Mich. 

Circle No. 42, on coupon, p. 180 


New lift catalog 


No. 127, covers complete line 
of hydraulic lifts for service stations 
and truck terminals. Includes com 
plete details of 16 models of lifts rec 
ommended for lubrication and other 
service and repair jobs. Listed on the The risks of injury or fire from spilled indus 
back cover are 49 parts and service trial liquids are too serious to be neglected 
depots in major metropolitan areas Furthermore, dripping spigots represent waste 
Dept. A, Rotary Lift Co., 1054 Kan as well as poor plant housekeeping 
sas, Memphis, Tenn 


Ciele: No. 43; on conan: 6 386 Blackmer Flo-Master and Blackmet 


Rotary hand pumps are your best 
preventative against these dangers 
Porcelain panels They feature casy pumping elt 


. priming and long service life. Under 
are covered in a new 20-page, 


8’2 x 11 Davidson catalog. The cata- 
log illustrates the use of architectural 
porcelain panels as curtain wall and 
facing material, and shows examples it 
of modernization and new construc- Va WY iW | 
tion for many types of buildings, 3 a a 
along with porcelain panel construc- ave } 


tion details ( atalog 58, Davidson INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS. PRESSURE CONTROL VALVES 
Enamel Products, Inc., E. Kibby St. BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


py ets Ohio DIVISION SALES OFFICES 
a, Oo. NEW YORK e ATLANTA « CHICAGO « GRAND RAPIDS « DALLAS « WASHINGTON e¢ SAN FRANCISCO 


Circle No. 44, on coupon, p. 180 See Yellow pages for your local sales representative 


writers’ Laboratories ipproved 


models available 
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Equipment 


Degree-day data 


in handbook 
volumes. Vol. | 
summaries of degree-day 
171 Weather Bureau stations, ex 
plaining statistics and their interpre- 
tation in non-technical terms. Sepa 
tables list monthly and annual 
degree-day normals for 355 Weather 
Vol. 2 carries degree- 
month and year 
171 stations, plus short 
station 


form comes in two 
Statistical 


data for 


Carries 


rate 


Bureau stations 


day data for each 
of record for 
history of each 

Clothbound available from 
American Petroleum Institute, 50 W 
SOth St., New York 20, N. Y 


for APi members 


copies 


Price 
$4.50 per volume; 
for non-members, $7 per volume 


Fuel oil blending data 


is contained in eight-page bulle 
tin that 
two-component 
typical 
nomographs_ for 


economics of 
fuel oil blending, 
problems and 


also covers 


presents uses 
full-page solutions 
Div. of B-I-I 
Industries, Inc Providence, R. 1 
Circle No. 47 


Proportioneers, Inc 


on coupon, p TSO 


Self-priming centrifugals 


belt 
presented in an 
Complete 
given on pump ca 
1600 gpm, and horse 
power ratings from 1 to S50. Barnes 
Vite. Co., Mansfield, Ohio 
Circle No. 48, on coupon 


in 21 direct-connected and 


driven models are 


illustrated catalog sheet 
specifications are 


pacities up to 


p. 180 


Automatic filler folder 


covers the chief features and spe- 
cifications of six typical Geyer custom- 
built automatic filling machines for 
semi-liquids and _ semi-solids. Also 
briefly outlines manual and semi-auto- 
matic fillers and auxiliary equipment. 
Filler Machine Co., Inc., 10 Penn 
Ave., Rockledge, Philadelphia 11, Pa. 

Circle No. 49, on coupon, p. 180 


Pump selector chart 


is designed to help members of 
the petroleum marketing industry 
choose the right pump for a specific 
application. Catalog data sheet gives 
heads, capacities and other specifica- 
tions for variety of pumps used by 
oil companies, bulk plants, terminals, 
truckers, service stations. Covers 2aso- 
line, diesel and_ belt-driven 
centrifugal pumps, including portables, 
standard and self-priming models used 
in pressure boosting, pipe line cir- 
culation, tank transfer, cleaning, de 
watering and fire-protection applica- 
tions. Data Sheet No. 18169. Barnes 
M fe Co., Mansfield, Ohio 
Circle No. 50, on coupon, p 


electric, 


180 


Electric brake system 


for trucks is the 
20-page brochure clear 
account of the brake operating prin 
ciple, plus installation diagrams and 
details of the system components 
Form No. WEB 3266. Warner Elec 
tric Brake & Clutch Co., Beloit, Wis 

Circle No. 5] p 180 


subject of a 
Contains a 


on coupon 


13°34 chi meeeltistl, icieem), ia 
254 West 54th Street, New York 19, N. Y. 


NATIONAI 





Manufacturers .. . 





There’s no sign of slackening in 
oil marketing activity, say members 
of the National Assn. of Oil Equip- 
ment Jobbers. A few firms say plans 
afoot in their areas should make 
this their best year yet. Others look 
for competition to cut into their prof- 
its a little. All regard the general 
slowing of business activity as only 
temporary. 

The association reports more in- 
terest among its members in service 
and maintenance work than at any 
time since the group was formed in 
1951. Many are considering or have 
already inaugurated flat-rate mainte- 
nance contracts for service station 
equipment. Others are doing well 
outfitting field service units for heavy 
road-building equipment coming nto 
increasing use under the highway 
program. They find a demand for on- 
the-site service to avoid downtime on 
high-priced (up to $60,000 
earth movers. 


each) 


Henderson Co., 
Stamford, 

new 
Ware- 


Frederick B. 
agents of 
moved into a 


The 
manufacturers’ 
Conn., recently 
building housing office and 
house quarters. The Henderson 
firm distributes Guardian service sta- 
tion lighting equipment; Universal 
lubricating equipment; Acme rubber 
hose; Graham station supplies; battery 
carriers and vulcanizing materials. 
Gate City Oil Equipment Co., 
Inc., 1600 Marietta St., Atlanta, 18, 
Ga., has been admitted to member- 
ship in the National Assn. of Oil 
Equipment Jobbers. Phone number is 
SYcamore 4-8275. The firm is headed 
by B. H. Sasnett, chairman of the 
board; B. H. Sasnett, Jr., president; 
H. D. Edwards, Jr., vice president; 
Lewis Holley, plant superintendent 
Lines handled include: Wayne, Good- 
rich, Granco, Alemite, Oscar Phillips, 
Ardmore, OPW, MacDonald and En- 


terprise 


Personals... 





Frank B. Fairbanks, Jr., has been 
named administrative assistant for 
the Horix Mfg. Co., Pittsburgh, man- 
ufacturer of liquid filling machinery 
He will be active in all phases of the 
company’s business, with especial em- 
phasis on planning for new products 
For the past five years he has been 
associated with the Nuclear Energy 
Dept. of Alco Products Corp., Schen- 
ectady, N. Y. Fairbanks is a grand- 
son of Otto Horix, founder of the 
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business. It was later managed by 
Frank’s father, Frank B. Fairbanks, 
Sr., and is currently managed by his 
mother, Mrs. Helen Horix Fairbanks. 
e 

Jules a 

Kovacs, vice-pres- 

ident in 

of research and 


charge 


development of 
Purolator Prod- 
ucts, Inc., has 
been given the ex- 
panded responsi- 
bilities of new 
product market- 
ing and special 
engineering serv- 
ices. Kovacs has been with Purolator 


since 1929, starting as a design engi- 


Kovacs 


neel 


New officers of Roper Hydraulics, 
Inc., successor to the Geo. D. Roper 
Corp., pump division, are: John H. 
Makemson, president; Fred Dickerson, 
vice president; Charles Oehler, secre 
tary-treasurer; J. M. Hoskinson, sales 
manager; John Albright, chief engi- 
neer; and Richard Corrigan, advertis- 
ing manager. The new corporation 
will utilize the same plant and facili 
ties as the Roper Pump division, at 
Rocktord, Ill 


Robert W. 
Blake, new vice- 
president of 
Shand and Jurs 
Co., Is now man- 
ager of the re- 
cently established 
eastern sales re- 
gion. He was for- 
merly manager of 
the Chicago office 
and will continue 
to make his head 
quarters there. Effect of the new ar- 
rangement is to group the New York 
and Chicago offices under 


Blake 


regional 
control and to improve communica- 
tions with the firm’s Eastern Canada 
representatives. Herbert Durlam, fo: 
merly Blake’s assistant manager, will 
succeed him as manager of the Chi 


cago office 


William R. Ellis, Jr., has been 
elected vice president in charge of 
sales of Cruzen Oil Equipment Co., 
Inc., Memphis, Tenn. He has been 
sales manager for the past three 
years. Cruzen representatives call on 
oil jobbers in portions of five Mid- 
South states 
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John Lodwick, vice president, Cur- 
tis Mfg. Co., St. Louis, has been 
elected new president of the Auto- 
motive Lift Institute. A Liaison Com- 
mittee to assemble data on 1959 cars 
consists of Lodwick; Huston Brown, 
Joyce Cridland Co., and F. L. Bred- 
imus, Globe Hoist -Co., with Bredi 
mus acting as chairman. Others who 
will assist in contact with car manu- 
facturers are: Schuyler Reber, Ro 
tary Lift Co.; A. H. Howes, Gilbert 
& Barker; Glenn Tanner, Western 
Manufacturing Co.; and C. A. Ben- 
ing, United States Air Compressor 
Co. Wallace Stein of Globe Hoist 
will coordinate the technical informa 
tion 


Victor J. Car- 
nell has been 
named Midwest 
Manager - Sales 
Engineer, for 
Ever-Tite Coup 
ling Co., New 
York He will 
make his head 
quarters at 2107 
Carew Tower, 
—— Cincinnati, Ohio 

Carnell was for 
merly supervisor of the operations de 
partment for Esso Standard Oil Co.’s 
Pennsylvania division at Philadelphia 


William FE. 
elected executive vice president and 
general manager of Metal Hose & 
fubing Co., Dover, N. J., makers of 
National hose for 


Fogarty has been 


petroleum prod 
released 
trom active duty with the U. S. Navy 
as Commander on duty at the New 
York Naval Shipyard in Brooklyn 
He holds a Master of Science D« 
gree in Mechanical Engineering from 
the U. S. Naval Post Graduate School 


ucts. Fogarty was recently 


Lawrence M. 
Ferguson is thi 
new vice presi 
dent for sales of 
Vulcan Contain 
ers, Inc Bell 
wood, Ill He Wa 
formerly sales 
manager. and as 
sistant sales man 
avgel He succeeds 
Herbert B. Schar- 
bach who has re 
signed. Eugene W. Gehm, senior sales 
representative for the past 11 


Ferguson 


has been named assistant sales 


avel 


NEWS 


* Pump Islands * Curb Facings 
4 ® Sign and Light Pole Bases 
® Wheel Bay Guards y 


Long Lasting 
Neat Appearance 


SPIFFY Pretab Steel 


forms give that 
Attraction and 


Extra 
Drive-In 
help create the impres 


sion of quality 


STEEL CURB FACING 


* Tailor Made 
J a —__- = as ¥ 


Die-Formed Rolled Edges 


Give Added Customer Appeal 
Steel is easier to paint than 
oncrete reduce maint 


nance 


BAY GUARDS 
SIGN AND LIGHT POLE BASES 


Accurately formed teel bay 
guards protect both the station 
ind car from damage. STFEI 
BASES for sign and light 
poles have Built-In Templat 
Insure accurate mounti 

Pole 

Send for ondensed ¢ 

ind Price Sheet No. 1 
prefab Orvis 


NEW! 
K-D I 


GOOO APPEARANCE 


GOOD BUSINESS 


Representatives and Distributors in Principal Cities 


NEWBERRY EQUIPMENT COMPANY, INC. 


P.O. BOX 293 MEMPHIS. TENN 


MANUFACTURERS OF NEWBERRY STATIONARY DRIVE-ON 
GREASE RACKS, TRUCK TANKS, AND STORAGE TANKS 





MODEL 2640 — 
Bronze, non- 
rising stem, 
solid wedge. 


MODEL 2654 MODEL 2670 

Rising stem, double MODEL 2675 — Screwed bonnet and 
disc, bolted bonnet . Rising stem, ends, rising stem, 
Aluminum alloy with double disc, bronze. Ten sizes 
bronze trim . aluminum alloy from V4" to 3” 





MODEL P-555 — 
Angle check type, 
iron body, 
self-aligning. 


spite 


MODEL 901-U —Lever 
throttle type, screwed 
or flanged. Bronze. 


MODEL 2878 — 
Rising stem, 

double disc, vic- 
taulic coupling. 


a | j L pw A uU K cE ee Sizes and types for every need 


in bronze, iron body and rugged, 


GATE VA LVE a “1 :. Hs lightweight aluminum alloy 


Milwaukee has industry’s broadest 

ra range of gate valves. All performance- 

most proved for long-life service ... depend- 
ability ... positive, easy operation. And 


complete line MODEL 2965 Milwaukee offers a full selection of 


~~ Emergency = valves made of light, chemical-resistant, 
valve. Sure 


> > protection in non-sparking aluminum alloy that sat 
for flow control a z isfies even the most rigorous demands. 
* ‘ Stainless steel trim valves also available 
for special applications. 
For complete facts, check with your 
Milwaukee Valve representative or 
write for catalog data and _ prices. 


MILWAUKEE VALVE COMPANY 


A subsidiary of Controls Company of America 
2379 South Burrell Street 
Milwaukee 7, Wisconsin 
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Gasoline: A Gathering Storm? 


Nobody's talking, but April shapes up as a tricky month for gasoline. [his has been 
the most spiritless spring that gasoline marketers have experienced in many years 
Stocks are high and reta:] markets are showing more than just the usual amount of 
trouble ahead. It’s like watching a gathering storm 

In wholesale markets, no one says much. What happened to heating oils last win 
ter is fresh in everyone’s mind. At the Gulf, there’s no such thing as a gasoline bid 
Sellers, at the same time, end their telephone conversations with the reminder that 
they have gasoline for sale. 

A look at the numbers tells part of the story. East of California gasoline stocks 
are approximately 4% higher than last year, but refiners are beginning to think de 
mand may not go 2% above 1957. Some think it likely that demand may not go 
above 1957 at all. This means there could be almost 2-million bbl. of additional 
gasoline hanging over the market. Its almost axiomatic that a million barrels of 
product in the wrong place can swing the market against a seller. Partially relies 
ing the situation is the fact that larger working stocks are needed for pipe line fills 
and at terminals because of increase in facilities and in number of grades of prod 
uct being marketed. 

Gasoline will see some changes in the Midwest. It may take several months tor 
markets to shake out because of the new 99-oct. premium-grade product being added 
to the 98-oct. premium and 89-oct. regular carried in the Great Lakes Pipe Linc 

Most wholesalers say the shakeout in “pipe line territory” gasoline will stem trom 
sellers’ ideas as to what to charge for 99-oct. material over and above the price of 
regular. Another octane number means high costs. On the other hand, there’s such 
a thing as pricing a good product out of the market. Also, many expect to see the 
GLPL system eventually swinging over to 90-oct. regular from the present 89 grade 
This will mean that the system again will transport only two grades of gasoline at 
some future time. If this does develop, prices for both grades might level off some 
what higher than now, with the 2.75¢ differential maintained 


Michigan Becomes a Testing Ground 


As far as the Midwest is concerned, it looks as if Michigan will be the testing 
ground for marketing of 100-oct. premium gasoline. Bay Refining recently intro 
duced a 100-oct. product to the public through 200 private brand outlets in’ the 
state. While it puts the challenge to other marketers, this summer also will test 
whether the public will pay higher prices for gasoline—especially the motorist who 
patronizes private brand stations because of lower price. Wholesale prices in Mich 
igan have been under heavy shading for several months and observers say the mat 
ket appears to be in poor position for a price boost 


LPG: Good Times Ahead 


LP-gas inventories fell a whopping 53% in the two-month period from Jan. | to 
March 1, when stocks dipped 325,850,000 gal. from a year-end position of 694,605 
OOO gal. Phillips Petroleum commented that in the February cold spell its shipment 
were 100% over February, 1957; it shipped at three times the usual rate, and was 
supplying a daily volume equal to half of the nation’s normal LPG requirements. A 
marketer comments that it looks as though the summer price will not dip to. last 
vear’s 3.5¢, Group 3 





YOUR GUIDE TO NPN PRICES 
Market barometer page 1/91 
Refinery and terminal price 192 
Key crude. oil. prices ‘a 
Tank wagon prices 194 
Gasoline consumption by states 195 
Gasoline prices for 55 cities 196 
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FOR RELIABILITY SPECIFY 


SUBMERGED 
TURBINES 


These powerful pumps are extractable, of course. 
No need to disconnect piping either to lift the pump 
or inspect the check valve. You can remove them 
quickly and easily if you ever have to. Yet Gilbarco 
Submerged Turbines have proved so reliable that 
many marketers install them without pits or even 
access covers. They merely fill around the pumps 
with sand and cover with blacktop. 


@ Three capacities — 14, 14, 34:HP 


@ Double discharge outlets for cheaper 
installation 


@ Conduit goes completely through head. 
No possibility of gasoline leaking into 
pitbstanteyemelen.< 
@ Seals are standard “O” rings 
@ Check valve is not spring loaded 
Specify the turbine that’s better in every way — Gilbarco 


GILBERT & BARKER MFG. CO. 
West Springfield, Mass. - Toronto, Canada 
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PRODUCTS VS. CRUDE GULF COAST 


PRODUCTS VS. CRUDE MID-CONTINENT 








12.04 


11.04 

















REGULAR-GRADE GASOLINE 


oN 














12.04 





} 
| 
11.04 








REGULAR-GRADE GASOLINE 


KEROSINE 





10.0- 10.0 
Zz 9.04 KEROSINE | | - NO. 2 FUEL 
° NO. 2 FUEL re] 
= Sask) 3 
=< 8.0, TEST COASTAL CRUDE -+ =z 
o 30 GRAV. LOW COLD .. ©) 36 GRAV. MID-CONT. CRUDE 
x a —m 
we 7.0- & 
z [ITT Ty | ¢ 
NO. 6 FUEL & 
§ PA no, 6 rue, z 
t en a 5.04 
40- NO. 6 FUEL 
3.0-+ 3.0 
2.9 20 2 } 
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DOLLARS PER BARREL 
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Bunker ©, 

$ ~v bunkers 

Miami, Fla. 
_ No. 1 6v 


62v 











All prices are 
publication. Arrows 
price preceding the 
March 15 


Motor Gasoline 


Gulf Coast Cargoe 
‘) ( 


Albany, N. Y 


Baltimore, Mad 


Boston, Ma 


Buffalo, N. Y 


Charleston, S. ( 


Chicago, Hl 


Corpus Christi, Tex 


Detroit, Mich 


Houston, Tex 


t 


Jacksonville, Fla 


Miami, Fla 
( t.pr Ih 4 

e 13.4 
Viinneapolis/St. Paul, Minn 
> 156. 25-15 
12 4-12 


t pret 
reg 75 
Mobile, Ala 

i" t. pret 

1 


New Orleans, Li 


Norfolk, Va 


Penascola, Fla. 


Philadelphia, Pa 
Port E verglade 
RaveRinan, Ga 
Tampa Fla 


Wilmington, N. ¢ 
4 t. prem 

ct pre 
Okla. (Okla. Shpt 
8 oct. pre 14 5W-15 
12W-12.5 
Okla. Group 3 (Northern shpt 
s t. prer “uv 


ab) t 


t ) 


supplied by Platts’ Oilgram Price Service, NPN’‘s sister 
indicate upward or 
arrow. Prices as of Mar 


downward movement of the 
15. Last previous listing 


N. Tex. (Tex. & New Mex. shpt 


Pry 125” 
ov 

W. Tex. (Tex. & New Mex. shpt.) 

17 oct. prer 15. 2-15 8750 

") t 


E. Texas (Truck transport lots 
17 oct. prem 15-16 


‘|e 1 519 


sf tr 1 
Pe r-13.40 


M4 oct. re 13. 25W-13.5 

Cent. W. Tex. (Truck transport lots 
] 
14 


For shpt. to Ark. & La 
re ] ) 
11.75 
rey ll 
For Kans. destinations only 
12 75 
11.5 


Bradford-Warren 
14.75 


Western Penna 
4 oct. prem 

RS oct. re 

Oil City 

4 oct. pr 
Pittsburgh 

{ 15.4 

13.65 
Ohio—Quotations by Sohio for de 
livery to Ohio points 

10 oct. reg 14 

Central Michigan 

100 oct lf 

98 oct. pren 16 5 


pre 


) 


California-Los Angeles District 


al 
ht 


15 


0 


t 
M4 oct 
t 
t 


€é<«<<« <<<K< 


1 
prem 13 

1 

1 

| 


S40 
Tank Car 


1S oct. pret 


re 


1 
15. 
13.¢ 
l 


4 oct. pren 
at) r l 


oct f ’ 


14 
] 
l 


4 oct. reg 

Tank Truck (400 gal. or more 

16 oct. prem 20.6 

M4 oct, reg 17.4 

San Francisco District 

Tank Truck (400 gal. or more 
t. pren 21.1 


16 or 


M4 t. re 7 


Distillates & Fuels 


Gulf Coast Cargoes 
11-45 w.w. kere | 


aX 
Albany, N 
Kerosu N 
Diesel 


plants 
ilf. guar 


Baltimore, Md 


rosine, No, 1 


Cleveland, Ohio 


) 
Vo. Of 


eve 


Refinery and Terminal Prices ae $2 15 


$4.05¥v 
$3.90V 


10 


iV 
38¥ 


$3.07 
$2 65V 


$2 ¢ 


$3.96 
$2.62 


10W 


Vv 
af 
Vv 


11 


to bulk com 
0.15¢ higher 


65 


»25W-10.65 
95V 
IW-8¥ 


6.9 


}. 65W-6.75 


10. 8* 


10 O05 


Corpus Christi, Tex 


no 
1 


Detroit, Mich. 


Houston, Tex 


NATIONAIT 


1, shore 
iv 
uei, no 
guar 63 
jo barges 32 40W 


Light Diese 
7TH 


$2. 60V 
Minneapolis/St. Paul, Minn 


Range oil, No. 1..10 
o. 2 fuel ». 75-12 
No. 5 fuel, high 
sulfur 
No. 6 fuel, hig 
ilfur 
Mobile, Ala 
Kerosine, N¢ 
No. 2 fuel 
Light Diesel 
bunkers 


New Haven, Conn. 


Kerosine, No. 1 10 1v 
N 9. 6V 


No. 2 fuel 

Diesel oil, shore 
10W 
$3.55V 


$2.70V 
$2.67 
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No. 4 fuel 
No. 6 fuel, no 
sulf. guar 
do barges 


New Orleans, La 
Kerosine, N 


Light Diesel 
bunkers 
Heavy Diese 
bunkers 
Bunker C, 


bunkers 


New York Harbor 
Kerosine, No. 1 
do barges 
No 
do be 
Diesel oil, shore 
plants 
No. 4 fuel 
do barges 


No. { 


do barges 
No. 6 fuel, max 
l sulf 

do barges 
Light Diesel 
bunkers $41. 05V 
Heavy Diese 
bunkers $3.90 


Bunker ¢ 
$2.65V 


bunkers 


Norfolk, Va 
Kerosine, No. 1. .10.1W 
No. 2 fuel 


0 6W 
Diesel oil, shore 
plant 10W 


No. 6 fuel, no 
ilf, guar $2.70¥ 
do barges $2 44V 
Light Diesel 1.050 
Heavy Diesel, 
bunkers $3.90 


Bunker C, 
$2.44 


bunkers 


Pensacola, Fla 
Kerosine, No. 1. . 11 iv 
No. 2 fuel 10 uw 
Diesel oil, shore 

plants 10.9W 
Philadelphia, Pa 


Kerosine, No. 1 


ww 


$3.48V 


$2 64 
do barges 32 65Vv 
No. 6 fuel, max 


1"), sulf $2.65 
do barges $2.73 

Light Diese 

bunker $2.70 

Heav 

bunker $1.05V 
Sunker ( 


a $3.40 


Diesel 
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United States 
California 
Wilmington, 31 gravity 
Texas 
Weat Texas sour, 36 gravity 
Mid-Continent 
Oklahoma sweet, 36 gravity 
Williston Basin 
North Dakota, 36 gravity 
Pennsylvania 
Bradford, flat 
Canada 
Alberta 
Pembina, flat 
Venezuela 


Middle East 
Persian Gulf, FOR Ras Tanura 
Arabian, 34 gravity 





Key Crude Oil Prices 


(As of March 15) 


Bachaquero heavy, FOB Las Piedras, flat 2 03-2 23 








Port Everglades, Fla 
Kerosine, No, 1. .11 


bunker $2. 60V 
Portland, Me 
‘erosine, No. 1. .10.3W 
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| ( 
inker $2.66 
Providence, R. 1 
} sine, N ) v 


ait ; ,1W 
$3.47V 

ar $ v 

jo ba 32 66 
man) 
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Toledo, Ohio 


Diese ) 
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Wilmington, N.C 
Kerosine, N ow 
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Okla. (Okla. shpt. 
42-44 w.w 
erosine 1875-10. 25 
58 & above d 
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Vo. L tue ‘ ; 
No. 2 fuel 8 5W-9.125 
No. 6 fuel $1.20V 50 
N. Tex. (Tex. & New Mex. shpt 
42-44 w.w 


kerosine 9.9-11.25W 





$1. 20W-2 30 
W. Tex. (Tex. & New Mex. shpt 
12-44 w.w 
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98 & above du 

Diesel 0.75v 

No. 1 fue 05-11 
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No. 6 fuel $2. 60v 

E. Tex. (Truck transport lots 
42-44 wow 

ker ¢ 010 6v 

5s & al 1 


No. 6 fue $1.50 

Cent. W. Tex. (Truck transport lots 
42-44 wow 

kerosine 11v 


Diese 0750 

No. 6 fuel $2. H0v 

Kansas (For Kans. destinations only 
42-44 w.w 
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\ 1 fu ' 625-10 
No. 2 fue R ST5-4 
No. 5 fuel $1.70¥ 
No. 6 fuel $1.30¥v 
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Diese ; Vv 
ska ed 
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2 fue $0.75 
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No. 5 fuel $1.85¥v 
No. 6 fue $1.70 


Western Penna.— Bradford-Warrer 





i-40 ravity fuel. 10.75-11. 2 
Oil City bd 
Ke ine 1? 


. a 


Pittsburgh 

Kerosine 1-13 
50 cetane Diese 11. 15-11.45 
No fuel 1.4-1 


\-40 gravity { ) 


Central Michigan 
r 7” 


Kange oil, k 


in¢ W-14.1¥ 
P. W. distillat 6v 

No. 2 i v 
U. G.I. gas iv 

No. 5 fue 


Ohio Quotations for Sohio for delivery 
to Ohio points 
Kerosine 
No. | fu 
N < tue 
California -Los Angeles Dist 
ack 


PTROLEUM NEWS 


Diese! fuel 

P3200 0-11.25 
Light fuel 

PS 300 $3.25 
Heavy fuel 
PS 400 
Tank Car 
40-43 w.w 
kerosine 15.3 

Stove dist 

PS 100 0.5-15 

Diesel fuel 

PS 200 10-13.5 
Light fuel 

PS 300 $3.25-3 65 
Heavy fuel 

PS 400 $2 70 5 
Tank Truck (400 gal or more 
40-43 w.w 

kerosine is 8 

Stove dist 

P8 100 15 

Diese! fuel 

PS 200 14 

San Francisco Dist. 

Tank Car: 

41-43 w.w 

kerosine 15.8 

Stove dist. 

PS 100 15.5 

Diese! fuel 

PS 200 i4 

Light fuel 

PS 300 $3.30-3.48 
Heavy fuel 

PS 400 $2.95 

Tank Truck (400 gal. or more 
40-43 w.w 

kerosine 19.3 

Stove dist 

PS 100 16 

Diese! fue 

PS 200 14.5 

Pacific Coast 

Ships’ bunkers,or deep tank lots 
San Pedro, Calif 

Diesel — PS Ww $4.06 
Bunker C—PS 


400 $2.65 
San Francisco, Calif 
Diesel —PS 200.. .$5 
Bunker ( PS 

400 $2 
Seattle, Wash. 

Diese! PS 200...$5.4 
Bunker ¢ P 

400 $3.05 
Mexico 


Ships’ bunkers; US dollars per bbi. of 
159 liters 


Guaymas 

Diesel $6 45 
Bunker ¢ $ ) 
Manzanillo 

Diesel $5.73 
Sunker ( $3.55V 
Minatitlan 

Diese $41.43 
Bunker ( iV 
Salina Cruz 

Diesel $5 

B r $2. 45V 


Tampico 
Diese $41.43 

Bunke $2.45V 

Vera Cruz 

Bunke s24VW 

At most Atlantic Coa-t pomts pr 

some sellers for distillate fuels t bulk 
rommercia meumers are O.15¢ higher 
than prices show: 


Natural Gasoline 


Prices” are to blenders on freight basis 





shown; npments au in al 
Mid-Continent manuf trict 
FOB Group 3 

Grade 26-70 

4.5 (Quotations) 

FOB Breckenridge, Tex 

Grade 26-70 

4 (Quotations 

LP-Gas 

Producers contract prices, tank cars 
New York 

Harbor 9 8-10 05a° 
Philadelphia 13 

oiedo 5 

tioustor 5 5 » 

Oklahoma 

rout > 

Baton Kouge 5 376-5 628 
Shreveport 

New Orleans 5 #25 

Subject to fo wing discount a) O25¢ 
ga 

° 


lruck transport posting 9.8¢ ga 
less 0.26¢ gal. discount 


Lubricating Oils 


Western Penna 
Viscous Neutrals N Vie. at 
10” t 

200 vis. (180 at 100 


) 


420 to 425 flash 
150 vis. (143 at 100°) 400 to 405 flast 
i 


Bright stocks 
145 to 155 vis. at 210, No. 8 Col 


rp.t 


Cylinder stocks 


OUs able ) 
r is 
600 fla: 10 
0 flash 0-24 
Mid Continental 
} lulea basis, for d estic shipment 
right stock, v it 210° neutral 


is. at 100° O- 10 py 


Bright Stock Conventiona 


200 vis. D 


10-25 pa 25.5 
150-160 vis. D 
ee a | 
10-254 
0 s 1) 
-10 pp 
Bright Stock Solvent 
150 160 vis E 
-10 py vi 4.5-26.5 


Neutral Oils Conventional Pale Otls 
60-85 vis 


86-110 vis 
50 v N ) ) 
SO vie N \ 
200 vy N 5 
250 vis. No , ' 
80 vis. No. 3 col ».25 
300 via. No. 3 col ,5 
Neutral Oils Solvents 95 v.! 
U sO VE i 
) ) vis 1 
Wy ”) 75 
Cylinder Stocks 
O00 ar live 
gree 7 
Gulf Coast 
vent Refined © fr Mid 
ent grade crude: FOB ship at Gulf for 


ex[H rt 
Bright Stock, vis. at 210 
150-160 vis 


)-10 p.t 


Neutral Oils — Vis. at 100; 95 v.i. 0-10 p.t 


”) 


OO 
OO v 

00 i 
South Texas 

is, at 100° | ro) lex ‘ a 
fomestic and t 
Pale Oils 

OO vie N 

») ® 

30) 

0) wis 

) 4< 

50) vie. S 

Rae 

200 ’ 

14 g 

00 

4 

Red Oils 

OO vis. * 

00 v 

5f 

300) 

0 vis 

5-f x 

OO vis 

rin * 

>A iv 


Aviation Gasoline 


Gulf Coast Cargoes 
5/145 





rade 91/06 
Houston, Tex 
prade 100, 146 


Continus ent 


REFINERY AND TERMINAL PRICES 
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New York Domestic 
124-30 white 
crude scale. . 


(Continued) 
Grade 8. . 

New Orleans, La. 
Grade 100/130 
Grade 01/96 
Grade 80 

New York, N. Y. 
Grade 100/130 
Grade 91/96 
Grade 80 


8.6 
Fully refined 
jo Peery 


149-151 

New York Export 
121-30 white 

@ru lescale..... 
Fa 'y Refined 
12 |-133 

130-145 


20.05 
18.55 
18.05 


Paraffin Wax 


Western Penna. (t.c. in bulk) 
124-6 AMP white 
crude scale 
Atlantic Seaboard 
Melting points are AMP, 3° higher than 
EMP Prine for carload lots. Domestic 
prices FOU refinery; scale in bags or bbls.; 
fully refined, slabs loose. Export priees 
FAS; scale in bags or bbls; fully refined 
in bags or cartons 


7.35 


9.05 
9.05 


i Petrolatums 


Westera Penna. 

Bbis: carloads; tank cars, 2.25¢ less. 
8.625 

8.25 


Snow white 
Soft white. . 


Lily white New York Harber 
Cream pun Vv. M. & P, 

Soft yellow naphtha 

Light amber Mineral spirits. . . 


Amber... Philadelphia, Pa. 
Red V.M.& P. 


Jet Fuel 


Gulf Coast Cargoes 
Grade JP-4... 


Naphthas & 
Solvents 


Bal:imore, Md. 
Mineral spirite 


Boston, Mass, 
M. & P. 


naphtha... . 
Minera! spirits. . . 
Providence, R. I. 
Mineral spirits. . . 
FOB Group 3 
Stoddart solvent 
Cleaners naphtha 


13 
13 


375 
875 


875 
876 
. 13.875 
14.125-14.376 
15. 125-15.625 


13 
12 


naphtha....... 
Mineral spirite. . 
Rubber solvent 
Lacquer diluent. 
Bensol diluent... 


Western Penna. 
Oil City: 

V Stoddard solvent. 
naphtha 
Mineral spirits 


Pittsburgh: 
Stoddard solvent.. 





Tank Wagon Prices 











Prices for gasoline do not include taxes; they do however, include inspection fees, 
amounts of which may be obtained by writing to NPN. Gasoline taxes, shown in separate 
column include 3¢ federal and state taxes; also city and county taxes as indicated in 
footnotes. Kerosine tank wagon prices also do not include taxes; kerosine taxes where 
evied are indicated in footnotes. Discounts if any, are shown in footnotes. These prices 
pn effect March 1, 1958, as posted by principal marketing companies at their head 


quarters’ offices, but subject to later correction. 


Socony Mobil 


Mobiligas Gasoline 
(Regular) 
ir. Cons 


T.W 


Gasoline 
Taxes 


Di 
Yard 


New York Cit 
Manhattan 16.3 
16 
if} 
16 
16 
16 
16 


Mt. Vernon, N 
Albany 
Kinghamton 
Buffalo 
Jamestown 
Platisburg 
Rochester 
yracuse 


Danbury 
Hartford 
New Ilaven 
Bangor, Me 
Portland 
Boston, Mass 
Concord, N. i 
Lancaster 
Manchester 
Portsmouth 
Providence, R. I 
Hurlington, Vt 
Rutland 
*( 3 0.15¢ highe 
wes are eX 3 city sales t 
rosine & Mobilheat 


mm. cons. t 
Taxes: NYC y 
Discounts: Mobil Ke 

of 800,gal ort 


Notes 


pr 
© City Bales tax 


LY y 4 
& Mt. Vernon, t.w 


ix 8 ¢ 
hs 


NY¢ 


racuse pr 
(all boro 


ore 
Premium-grade t.w 3.5¢ above regular. Jamestown t.c. prices are delivered 


prices 





LUBE OILS} 


























*Mobil Kerosine 


less 0.5¢ f 


Gasoline Index 


Dealer T.W. Tank Car 
. (cents per gal.) 
March 15 5.47 12.73 
Month ago 7 12.90 
Year ago 13.43 


Dealer index is an average of dealer tank wagon prices ex tax in 50 cities 

Tank car index is weighted average of following wholesale markets for regu- 
lar-grade gasoline, FOB refineries or terminals: Oklahoma, Chicago District, 
Minneapolis-St. Paul, Western Pennsylvania, California, Philadelphia, Jack- 
sonville, Boston, and Gulf Coast. 











Mobil 
Special 
(No. 4) 
T.W. 


Mobitheat 
*(No. 2 Fuel) 
Yard 


Mobilfue 
Diesel 
Me T.W 


T.C 


5 
5 


2.35 
2.11 


] 
1 
] 
] 
l 
] 


1.27 


for deliveries of 300 gal or more. Mobilfuel Diesel—All points, t.w 


all other t.c. prices. FOBJbulk_ terminals 





Fluorescent color for 
solvent extracted and 
additive lube oils. 


_ 
Petroleum Colors 


PATENT CHEMICALS, 
INCORPORATED 
Paterson 4, New Jersey 


PETROLEUM CORPORATION 
INDEPENDENT 








New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


MARKETERS 
Maine to South Carolina 


630 FIFTH AVENUE, 


NEW YORK 20,N. Y. 
Boston 
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Atlantic Refining 





Imperial Oil 








(Prices are per imperial gal; to arrive at price per U.S 


gal, subtract 1, 6th) 
Esso Furnace 
Atlantic Gasoline (Regular Kerosine & No. 2 Esso Gasoline oil 
Dir. Cons, No. 1 Fuel Fuel (Regular) Gasoline Kerosine (No. 2 Fuel) 
Philadelphia. P Ba T.W. Taxes T.W Dir. T.W. Taxes T.W T.W 
uiladelphia, Pa 5.2 o.¢ & 00 3.9 q - a | 7 
Sasiier 15 4 9 P: oe a 3 St. John’s, Nfld 23.2 17.0 25.7 18.7 
Allentown 15.5 16.0 8 00 14.3 Halifax, N.8 23 2 17.0 24.7 “+e 
Harrisburg 15 5 16 0 8 00 14.3 St John, N. B. sa 22.2 15.0 26 ] Mv a 
Wilkes-Barre 15.6 16 1 8 00 14.6 Charlottetown, P. E. I 23.9 16 0 27.2 19.3 
Williamsport 15. 16.1 8.00 14.6 Montreal, Que 2.3 is aaa +p 
Pittsburgh 15.9 16.4 8.00 14.65 Toronto, Ont 22.8 13.0 5 8 18.3 
Altoona 15 7 16 2 8 00 14 65 Hamilton, Ont 22 8 13.0 25.8 18.3 
Erie 15 9 16 4 8 00 14 65 Winnipeg, Man.. 22 6 11.0 28.5 18.4 
Greensburg 15.9 16 4 8 00 14 65 Brandon, Man 25.2 11.0 28.5 20.6 
Wilmington, Del 15 2 15.7 80 Regina, Sask 21.9 12.0 25 2 17.1 
Hartford, Conn 15.4 15.9 0 Saskatoon, Sask 24.8 12.0 27.9 17.4 
New Haven 15 4 15 9 90 44 Calgary, Alta 21.1 10.0 M4 16.2 
Boston, Mass. 15.4 15.9 8.5 Fdimonton Alta 20.6 10.0 23.9 15.7 
Springfield 15.9 16.4 85 152 Vancouver, B. ( 22.6 10.0 5.4 18.1 
Providence, R. | 15.4 15.9 7.0 14.25 Taxes: Gasoline taxes are provincial taxes 
Camden, N. J 15.2 15.7 7.0 14.4 9 Notes: Premium-grade t.w 1., N.S., P.E.L., N.B., Que., 4.0¢ above regular: Ont 
Newark 15.2 15.7 7.0 14.4 9 Man., Sask., Alta., B.C., 3.5¢ above regular 
Albany, N. Y. 16.0 16.5 7.0 15.0 14.2 
org ton 16.3 16.8 7.0 15.4 14.7 ° 
Suffalo 16.5 17.0 7.0 15.9 15.5 | d St d d 
Elmira 16.3 16.8 7.0 15.7 15.0 n jana an ar 
Rochester 16.5 17.0 7.0 15.4 14.8 
Syracuse 16.5 17.0 7.0 Tank wagon prices listed below were obtained by NIN correspondents who visited 
Watertown 17.1 17.6 7.0 17.0 15.7 Standard of Indiana bulk plants where the company’s prices are publicly posted 
—— _ - 3 i : 9.0 14.0 Red Crown Gasoline Standard 
wchimond, va o.% 6 9.0 4.8 14.1 (Regular) Furnace Oil 
nao a Fla rs ; - - 10.0 15.0 l4 Dir. Cons. Gasoline Kerosine 1-99 100 gal 
Miami » Hila. 8 ; ‘. - 7 ; T.W T.W. Taxes T.W gal & over 
“Heavy gua , ' Chicago, Ill. 16.6 18 € 8.0 17.1 16 1 (a) 
Philadelphia No. 5 No. 6 South Bend, Ind 17.4 18.9 9. 12.8 , 6.3 
9.79 7.88 a — o 13.1° 19.0 9.0 17.4 15.7° 
P Mpls.-St. Paul, Minn. 18.4 8 0 0 
Notes: Premium-grade t.w. prices 3.5¢ above regular. Kerosine—Penna., add 1¢ ga Des Moines ‘os 17.8 9.0 ! 5 4° i“ 1° 
for t.w. deliveries under 100 gal at one time. Camden—Add 1¢ for deliveries of 100-299 St. Louis, Mo 17 7.5 1 ». 4° 4 9 
gal, 2¢ for under 100 gal Wichita, Kansas 15.6° 17.1° 8 0 14.1 13.1 
Omaha, Nebr 17.9 10 0 17.7 14.9° 39° 
Fargo, N. D. 17_f 19 2 9.0 18.9 16.7 48° 
Huron, 8. D 19.3 90 ik 8 | 15 4° 
Milwaukee, Wis 17.0 18.5 9.0 18.0 7.0 (a) 
(a) See below for prices on larger quantities. (b) 15.5° for 750 gal & over. 








Standard Furnace Oil 


Stanolex Fuel A 


Stanolex Fuel C 

















100-399 400 gal 1749 750 gal 1-749 750 gal 
f St d d gal & over gal ne over gal & over 
$s0 an ar Chicago 15.1 14.6 10.8 5 8 75 
Standard — e Oil 
Esso Gasoline 100-174 100-349 175-8 350 gal 850 gal 
De eee _ a : — gal gal a} & over & over 
7 A TW. — ' A ue —— . pls Paul 16.0 er 15.3 ae 14.8° 
° ° axe ilwaukee 5 5 § 
Atlantic City, N. J 15.2 15.7 7.0 13.9 13.4 Ts - St. 1 " k | " 
Niwask 15 2 157 70 ‘ 13 4 axes: St. Aus gasoline tax includes 1.5¢ city tax. Des Moines kerosine & furnace oil 
RelGmore, Ma in 3 15 8 9 13 prices do not include 7¢ state tax. State sales, occupation, consumer & use taxes to be 
Cumberland 17.0 17.5 0 added, where applicable 
Waahinetan: D. t 15 8 16 3 0 i142 Discounts: Red Crown e.t.w. prices at some points subject to varying discounts for 
Danville, Va 16.4 16.9 0 14.9° 144 iuantity deliveries 
Petersburg 15.9 16.4 1.0 14.5 13.8 Pemporary price 
ean I , i a ; 7 7 14 r Prices are tank truck postings, ex all taxes, ap 
Roanoke 16.9 17.4 90 15.9° 5 Landard OF Call. _ pivine tor deliveries of 400 gal or more: see 
Charleston, W. Va 54 16.9 10 146° a 
Fairmont 16.8 17 1.0 15.6° Ct Standard 
Parkersburg 16.6 17.1 0 15 1° ct poe vevron 
Wissstine 16 1 16 90 149° hevron sasoline Diese! Furnace Stove 
Charlotte, N. 1B 16 1 10:0 14 ¢ 130 : ; (Regular) Taxes Kerosine Fuel Oil Oil 
ye 15 7 16 2 10 0 14.8 14.2 San Francisco, Cali 17 9 9.0 19.3 15 45 160 
Mr. Airy 15.7 16.2 10.0 15.1° 144 Los Angeles +. 4 9.0 18.8 14.( a 15.6 
Raleigh. 15.9 16.4 10.0 5.0 14 4 Freano Se 8.9 a er + ~ 
Salisbury 15 ¢ 16.1 10.0 14.6 3.9 a Aris a . mn . ip vi ‘ai 
Columbia 16.4 16.9 10.0 i4 Se stle Wash “ge 9 5 TT 
Spartanburg 15 5 16.0 10.0 36 a a » Wash 6 ; 5 2 3 
New Orleans, La 13.9 14.4 10.0 12.9° “peg ots f 7S : 
Baton Rouge if 16.8 10.0 19.7" Longs } “ody ~e - 
Alexandria 17.3 17.8 10.0 13.8° sre eae moe ~<a ~ Le. 
"7 ‘ ‘ m Salt Lake City, Utah = 18 0 20.2 - 5 
Lake Charles ato ee 10.0 de. Honolulu, T. H 19.0 11.5 4 ; 
Shreveport 16.1 eS 10.0 14.7° Fairbanks, Alaska 0 8.0 { 
New Iberia 17.1 17.2 10.0 1° esa an 
Knoxville, Tenn 16.7 16.8 10.0 5. 0° sits ‘ * Standard nf 
1 15.8 147° _- 
er sees f is ‘ '. ° ‘4 ye Taxes: Honolulu— Diesel f rni riceisex l¢t tor Axia prices are ex 
Nashville 15 7 167 10.0 15 0° Hawaiian gross income tax of 1% to resellers, 2.5% to consumers. 
Little Rock, Ark 16.2 17.2 9.5 5.4° en oe eee eee 
‘ ie hevron (regular Add to 400-gal-and-ove 199 ga ¢f 0-3 
Prices apply for kerosine only, gal. exeept to marine trade in Alaska wher | et i 3 ga for 
Heavy Fuels eas than 40 gal, add gal, except at Ii add 5¢ for less 1 ga arine trade 
No.4 Fuel No. 6 Fuel an 100 gal to shoreside trade ; remiu rices are ¢ 
— N - $3.9 $3.2 hizher than Chevron (regular) for quantity delivered at ts above except Salt Lake 
Jaltimore, Md H i City—3¢ 
Washington, LD. C. 1,050 ga ] 4¢ Keromne—Add to 400 gal-and-over price 11¢ for less tha ) ga!, 6¢ for 20-199 gal, 3¢ 
Taxes: Louisiana ke e prices do not include I¢ state for 200-399 ga!; tank car/truck trailer, deduct 3.5¢ 
Notes: Kerosine/No. 1—Atlantic City prices are for del al or Jiesel, furnace & stove oils ~Add te 400-gal-and-over price 5¢ for tess than 40 gal, I¢ 
add 1¢ for 100-299 gal, 2¢ for less than 100 gal. Premiu: 8 2.5¢ 4 10-199 g of lor 200-098 ga 
regular. Continued on next page) 
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Figure use our FAST, once. tenant 
PETROLEUM CALCULATOR CARDS 


ONE RATE ON A CARD. CARDS AVAILABLE FROM .07 TO .351 IN 1 10c¢ STEPS ONLY 
EACH CARD SHOWS 1 TO 999 GALS. GALLONS PRINTED IN RED, PRICES IN BLACK 


New Feature: 1000 to 9000 GALS. in 1000 STEPS. | FREE Description on Request | 


7 DEGREE DAY SYSTEMS 39-30N 58th ST. WOODSIDE 77, N. Y. _TWining 8-6666 
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Ohio Standard 


Sohio X-Tane G 
Regular, Grade 


isoline 


N.B. Prices are 


No.1 
Sohio 


Heat 


No. 2 
Sohio 
Heat 


Gasoline Kerosine 
Ss. Taxe T.W.° 


Consumer 


onditions 


Continental Oil 


Continental's 


Conoco 


~ ] ) 14 


Gasoline 


T.W 


Gaso- 
line 


Regular) Taxes T.W 


Humble Oil 


Gasoline 
(Regular Kerosine 
T.W. Ret. Taxes T.W. Ret 
16.3 21.8 80 143 18.5 Atlanta, Gia 
Birmingham, 


Kentucky Standard 


Kero- 
sine 


T.W 


Gaso- 
line 
Taxes 


Crown 
Gasoline 


16 
Houston 16.2 21.7 0 
an Jacksonville 

Antonio 16 1 0 ! 

Notes: T.W. prices 
lealers & imers, Hasse 
rices 2.5¢ above 
 5¢ above I 


Jackson, Miss 


are to all classe ln 

Kirminghan 
lude I¢ Jefferson Co 
taxes not included 


Mississippi, O.5¢ 


Extra Taxes 


iden 


cone 
| regular; G 
Extra #80 Extra to cor 


Jealers only 





Gasoline Markets 











) 0 YY 


lude 
well 
et 


tank 
wagon prices. Current selling prices may 
vary from those shown because of local 


Kero- 
sine 


these 
0.5¢ 


Discounts: Salt Lake & 
Zasoline prices apply tor 
than 200 gal; 200-399 gal, 
400 gal & over, deduct 1¢ 


Notes: Premium-grade t.w 
above regular, t Utah 
premium grade 3.0¢ 


*Pr 


excel 
Ces apy t 
t OKlahoma 


l¢ 


Texas 


Fire Chief 
Gasoline 
(Regular 
Dealer 
T.W. 
Dallas, Tex 16 
Ft. Worth 16 
Wichita Falls 


Amarillo 


line 
Taxes 


Tyler 

El Paso 

San Angelo 

Waco 

Austin 

Houston 

San Antonio 

Port Arthur 1¢ 
Notes: T.W 

deliveries; they apply to 


price 
sumers. Premium-grade t.w 
above regular, except | 


higher 


Gasoline Consumption by States, November 1957 


American Petroleum Institute Figures 
Month of 

Nov. 1957 
Gallons 


Tax Rate 
Nov. 1957 
Cent 


Oct. 1957 
Gallon 

71.959. 000 

624,000 

44,144,000 

} | in) 


(mn 
O00 


O00 
On 
O00 
OM 
5, 000 


O00 
OO) 
> O00 
000 
000 


OOO 
Ooo 
OM) 
OOO 


O00 


O00 
OOO 
OOO 
OK) 


O00 
000 
O00 
OOO 
OOU 


Ooo 
OOO 
O00 
O00 


Nov 


1956 


Gallons 


74,518 
4,473 
15,767 
44 
1s 


000 
000 
000 
OOO 


000 
O00 
OOO 
OOO 
000 


OOO 


5, 000 
2,000 


O00 
OOO 


+, OOO 
7, OM) 


780 
601 


O19 
11 
t 
1b 


0 


42 
920 
127 


& 


’ 
602 


, O30 
106, 305 
18, 662 


257,406 


50, 210 
252,110 
19, 268 
95,214 


OOO 
O00 
OOO 


OOO 
O00 
O00 
OOO 
OOO 


O00 
000 
OOO 
OOO 
000 


OOO 
000 
000 
OOO 


000 
000 
000 
Ou 
O00 


O00 


56, 000 


NATIONAL 


O00 
OOO 
OOO 


PETROI 


Twin 
leliveries of less 
leduct 0.5¢ 


prices 


& Idahe 


ire for mir 


Paso, 


Falls 


i¢ 


Company 


Gaso- Kerosine 


Dealer 
T.W 
14.3 
14.3 
14.3 
14.3 
14.3 
15.2 
14.3 
14.3 
14.3 
14.3 
14.3 
14.3 


1. 50-gal 
lealers & con 


prices 3.5¢ 


2.7¢ 


11 Months Ending With 


Nov. 1957 
Gallons 
833,885,000 811 
7] 4 O00 54 

506 
015,982, 000 
612.649. 000 
x01 
On 
167 
70S 


OAS 


000 
O00 
O00 
000 
OOO 


tn) 
O00 
OOO 
7o. O00 
5, 000 


>, OU 
52,000 
OOO 
OOO 
000 


000 

(WK) 
41.000 
132,000 
180. 000 
590 
&47, 000 


OOO 
000 
000 


54, 000 
O00 
000 
000 
OOO 


OOO ay 
O00 
OOO 
OO) 


l 
105 
280 


? OOO 100 


Nov. 1956 
Gallons 


662,000 
$44,000 
rf O00 
2,000 
OOn) 


O00 
On) 
8, 000 
O00 
oOo 


OOO 
OOO 
OOO 
OOO 
OO 


OOO 
O00 
>, OOO 
OOu 
OOO 


O00 
Ooo 
O00 
Mn) 
O00 


000 
OOO 
000 
OOO 
000 


O00 
, 000 
000 
O00 


§96 
00 
m0 


703 


tell) 


O00 
O00 
000 
OOO 
O00 


S71 
5Y2 
042 
330, 000 
5581, 000 
021, 000 
073, 000 
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per gallon. In addition t 


1) Not available at time publicatior 


Gasoline Prices for 55 U. 


Dealer tank wa 





n 55 representative | t March 1, 1458S as « 
News are shown bel I ire in ¢ per ga and (d 
nl mmpared with I y§. Lax col. indica t 
Service 
Dir. T.W. Station 
ex tax ex tax 
Average | 16. 5 21.7 
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E Sy | Siffy- Lift 


NOW WITH PUSHBUTTON, ELECTRIC OPERATION! 








ORDER DIRECT AND 
SAVE $150 to $170 


Jiffy-Lift Is Delivered 
Completely Assembled. 
Installs With 6 Bolts. 


2 2 3 Hand Operated Model 
Electrically Operated 


Includes Federal Excise Tax Slightly Higher 
FULL DELIVERED PRICE 


*East of Rockies. Local and 
stote taxes, if any, extra 


MID WEST BODY & MANUFACTURING - 


Please ship us . JiMy-Lifts DATE 
Electrical e-nanicol 
NAME 
ADDRESS 


Send Illustrated Folder 


| 

| 

| 

| Check enclosed Shy C.0.D 
| 

| No 


April, 1958 NATIONAL PETROLEUM 


e Fits 1/2, 3/4, and 1 Ton Trucks 
e Electric or Hand Operated 

e One Man Operation 

e Easily Lifts Up to 600 Lbs. 


Makes Loadin 
Fast, Easy, Sate! 


Saves labor on every load- 
ing job. Touching a switch 
raises 600 lbs. Rugged, all- 
steel construction. Hand- 
operated model weighs 175 
lbs.—Electric, 225 lbs. Re- 
versible motor has brake 
to prevent coasting. Switch 
has built-in lock. No bat- 
tery drag. No hydraulic 
lines, pumps, or cylinders 
to cause trouble. 33 Ibs. 
pressure lifts 600 lbs. on 
manual models. All safety 
devices incorporated. 


ORDER TODAY! 


Paris, Ilinois 
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This Is Your 
Market Place 


Write today for Advertising 


Space Rates 


NATIONAL PETROLEUM NEWS 
330 West 42nd St., 
New York 36, N. Y. 





Dependable Supply 


Uniform High Quality 





Naphthas & Solvents 


KERR - Mc GEE 
OIL INDUSTRIES, Inc. 


306 N. ROBINSON 
PHONE: RE. 9-061) 
OKLAHOMA CiTy 
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Whatever type you like—Continental makes ‘em both 


in quantity and quality for quick delivery 


Continental settles the argument! We have both the 
oblong and round type anti-freeze cans. The popular, 


prestige-pack oblong can saves space, offers easier stack- 


ing and handling. Both types are precision-made to meet 


highest quality standards. Order all the cans you need... 


you get them fast, exactly when you want them. Take 


your pick of style, but pick Continental for highest qual 


ity and outstanding service. Call Continental today 


19S 


Also round quarts! 


Of course Continental also 
makes round quart anti-freeze 
cans to give you a complete 


selection 


=> CONTINENTAL 
C can COMPANY 


Eastern Division: 100 East 42nd Street, New York 17 
Central D on: 135 South La Salle Street, Chicago 3 
Pacific Division: Russ Building, San Francisco 4 


Canadian Division: 5595 Pare Street, Montreal, Que 
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Miller 


Loudon 


Tanner 


Lammers 


Skelly Consolidates Marketing Operations 


IN A MOVE to streamline marketing 
operations, Skelly Oil Co. has merged 
retail and wholesale into one 
department. The move is also designed 
to bring the company into closer con- 
tact with its distributors, Jess 
Knowles, vice president in charge of 
marketing. The new assignments: 
Don H. Miller, who has been whole 


sales 


Says 


Re 
ba 


Davison 


Gildersleeve 


Clarence M. Davison, president ot 
Penola Ol Co., has retired after 
46 years with Esso Standard Oil Co 
named 


the 


and its affiliates. Davison was 
head of Esso’s wholesale lube oil sales 
in 1934 
president of Penola during a reorgan 
ization that assigned Penola 
responsibility marketing lubricat- 
ing and 

Stanley P. Gildersleeve, vice presi 


gs? 


Seven years later, he became 


added 
for 
oils greases 

dent and general manager since | 
Before 
Gildersleeve 


moves up to succeed Davison 
Penola in 1950, 
had been head of marine lube oil sales 


jomning 


at Esso. 
* 


Missouri Petroleum Assn has 
elected a new president: William S. 
Jones, Jr., Jones Airline Oil Co., Ken- 
nett. Paul A. Finck, Paul A. Finck Oil 
Co., Union is the new vice president 
April. 1958 + 
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NI 


sale sales manager and assistant to the 
vice president in charge of marketing, 
becomes new manager of 
marketing. 

L. S. Loudon, formerly 
advertising, moves up to become sales 
manager of petroleum products 

Paul A. Tanner, formerly 


wholesale sales manager, becomes as 


general 


manager of 


assistant 


John Rupp, John Rupp Oil Co., Chilli- 
cothe, and Ray W. Blair, Lincoln Oil 
Co., Troy, re-elected honorary 
secretary and respectively. 
New board members are Elmer Man- 
gelsdorf, Home Service Oil Co., Barn- 
hard, representing the southeast dis 
trict, and N. M. Callaway, Callaway 
Oil Co.,Ava, for the southwest district 


were 


treasurer 


Robert E. Wilson 
chairman of the board ot 
Oil Co. (Indiana) after 13 
the Frank O. Prior, 
1955, moves up to succeed him 
oth 


execulive 


retired as 
Standard 


years In 


has 


post president 
sinee 
and chief executive 
Swearingen, 


LYS6. 


as chairman 
John E. 


vice president since 


Cel 
moves up 
to the presidency 

At the same time Standard 
announced that additional responsibil 
the 


activities with some of 


Indiana 


coordination of 
the 


been 


ities, largely in 
company s 
major subsidiaries, have given to 
Robert C. Gunness, exe 


president 


ultive 


Herriott, Jones-Herriott 


lowa City, was 


James FE. 
Oil Co. (Texaco), 
elected to 
of the Iowa Independent Oil Jobbers 
Also re-elected were John Pe- 

Hawkeye Oil (Gulf), Cedar 
president, and B. M. 


a second term as president 


Assn 
tersen, 
Rapids 


vice 


WS 


sistant sales manager of petroleum 
products 
R. W. Kerr, who 
manager, becomes operations manage 
of petroleum products 
Walter W. Lammers, 


wholesale sales manager in 


was retail sales 


assistant 
the 
as advertising 


past 


succeeds Loudon man 


ager 


Fahey, Rainbo Oil Co. (Texaco), Du 
buque, treasurer 

Newly-elected directors Miles 
M. Mills, Jr., Oils, Inc. (Skelly), Des 
Moines; E. G. Bock, Bock Oil (DX) 
Garner; R. B. Ritter, Ritier and Run 
dle Oil Co Waterloo, Rich- 
ard Goy, Goy Oil (Conoco), Malvern 
Claude Sheldon, Red Oul 


(DX), Thurman 


are 


(Lexaco) 
and | ine 
Co 


Harry J. Kennedy, administrative 


president in charge of marketing 
Oil Co has 
The indu 


rar partments 


vice 


for Continental been 
made senior vice president 
trial 


will report to him now, as well as the 


ind public relations 


marketing department 

rank 
bulk 
ifter 


Conoco also announces that 
Walker, 
plant at 
more than 


Rocky 


Continent areas 


uperintendent of the 
Butte, Mont., has 
SO years with the 


Mountain 


retired 
ompany 
Mid 


n the ind 


Don P. Neverman, Neverm 
Co. (Phillips), Marinette, W 
lected) president of the W1 
Petroleum Assn ond 
Ray Johns, Chicttain Oil (Pure) Chiy 
ill NaS re-cle 


for a se term 


pcwa I ted VICE pre 
ident 
New sec Dave W. 


200) 


retary-treasurel 


(Continued on page 
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Trade Mark Registered @ 
and Patent Pending 


Oe gee Tm 


Saves concrete 


suction pipe, electrical, water or air connections. 


No Chipping or Cracking 


Stays Neat and Attractive for Years 


WRITE FOR INFORMATION OR PRICES 


W. B. GOODE COMPANY 


2915 W. LEIGH ST. * RICHMOND 21, 


/ STEEL GASOLINE 
PUMP ISLAND FORMS 


For that new service station or remodeling job. 
. » Reduce gasoline pump installation costs . . . 
Plenty of room to make 
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(Continued from page 199) 


Gluck, International Oil (Phillips). 
Milwaukee. 

Three new three-year term direc 
tors are: Robert Felker, Lloyd L. Fel- 
ker Co. (Shell), Marshfield; Emmett 
rerwilliger, Bailey Oil (Texaco), Lan- 
caster, and Joseph N. Hunt, Hunt Oi! 
(Wisco), West Allis. 


Edward V. Dorr and James B. 
Smith have been named to the new 
posts of area industrial sales coord! 





Modern farming calls for modern 
handling — AND IT COSTS NO MORE! 


SWITCH YOUR FARM 


CUSTOMERS TO 


TOKHEIM 
HAND PUNMPS 


Now it Costs NO more to equip your 
farm customers right—with pumps. And 
the advantages are many. You cut 

down driver's service time... build up 
customer loyalty. Modern methods 
mark you as modern, too! Farmer 
reduces fire hazards... and saves 
precious time, since mobility of skid 
tank permits refueling anywhere. 
fokheim High-Vacuum Hand Pumps 
deliver up to 20 Z-p-m. ( ontinuous 
delivery. Low cost; ruggedly built; 
require minimum maintenance, 
Get the complet facts from 


your Tokheim representative. 


LOADED WITH MODERN FEATURES! 


e Faster, easier installation with bung 
adapter that swivels e Flexible diaphragm 
of tough, molded synthetic material 
e No piston to leak, stick, freeze or jam 
e Stainless steel shaft, valves, springs 
e Die-cast aluminum alloy housing 

corrosion-resistant in and out e Sliding 


suction tube adjusts itself to tank depth 
TOKHEIM SERIES 688 HIGH-VACUUM HAND PUMP 


General Products Division 
TOKHEIM CORPORATION 
DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
1650 Wabash Ave SINCE 1901 Fort Wayne 1, Ind. 


OKHEIM 


High-Vacuum 
HAND PUMPS 





Subsidiaries: Tokheim N.V., Leiden, Holland — GenPro, Inc., Shelbyville, Ind. 
Factory Branch: 475 Ninth Street, San Francisco 3, California 
In Canada: Tokheim-Reeder of Canada, Ltd., 205 Yonge St., Toronto, Ont. 
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nators in the New York headquarters 
of Esso Standard Oil Co.’s marketing 
department. They will serve as liaison 
between New York and the sales divi 
sion. Dorr, formerly manager of the 
Rochester, N. Y., sales district, has 
been assigned the area north of the 
Virginias, which includes five of the 
company’s ten sales divisions. Smith 
will work the five southern sales divi- 
sions. He has been in various sales 
engineering posts with Esso for eleven 
years 


Samuel F. Katz has sold the Dolan 
Fuel Co., Niagara Falls, N. Y., to 
Simon Oil Co., Inc., also Niagara 
Falls. Katz will act as consultant and 
general manager for Simon. 


W. Kenneth Davidson is the new 
merchandising coordinator for Union 
Oil Co. of California. Before joining 
Union, he was with Coast Fisheries, 
a division of the Quaker Oats Co 


New committee chairmen have been 
appointed in the American Petroleum 
Institute marketing division. They are: 
fuel oil committee, C. M. Blickens- 
derfer, Sinclair Refining Co., N. Y.; 
jobber advisory committee, R. B. 
Goodykoontz, Esso Standard Oil Co.. 
N. Y.; lubrication committee, G. H. 
Osborne, Kendall Refining Co., Brad- 
ford, Pa.; marketing research com- 
mittee, D. S. Warning, Standard Oil 
Co. (Indiana), Chicago; membership 
committee, E. K, Ketcham, Anderson- 
Prichard Oil Corp., Oklahoma City, 
Okla. Incumbent chairmen include 
general committee, D. T. Colley, 
Atlantic Refining Co., Philadelphia: 
aviation technical service committee, 
Aubrey Keif, The Texas Co., New 
York; Awards Committee, J. G. Jor- 
dan, Shell Oil Co., New York; com- 
mission wholesale marketers advisory 
committee, G. M. Sullivan, Continen- 
tal Oil Co., Houston; coordinating 
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committee. D. T. Colley; nominating Ralph B. Rodgers, general superin the department 
committee, H. L. Moir, Pure Oil Co., tendent of distribution planning fo! 


responsible lo co 
ordinating all forms of transportation 
hicago; operations and engineering Standard of Indiana’s Supply and for Gult and its subsidiaries. Wessel 
committee, P. W. Engels, Shell Oil lransportation department has been C. Brodhead has been transferred 
Co., New York; personnel develop- clected president of the Private Truck from the New York marine depart 
ment committee, V. A. Bellman, Council of America, Inc. At the same ment to succeed Brown at Pittsbur¢h 
Socony Mobil Oil Co., New York; time Robert L. Francis, manager 
program committee, E. M. Toby, Jr., \utomotive division, Esso Standard 
American Mineral Spirits Co., New Oil Co.; L. E. Reed, motor vehick 
York, and service station advisory manager, Socony Mobil; and B. E. 
committee, L. J. Hoar, Sinclair Refin Rogers, Richfield Oil of California 
ing Co., New York were elected to the association’s board 


* 
Charles L. Jarrell, president 
Olonial Oil Industries Savannah 
Gia., has been named chairman of 
board. Robert H. Demere, son of thi 


founder of the 37-year-old busin 
. of directors 


William Bursaw, Bursaw Oil Corp.. . 
has been named president of the Mas H. Barksdale Brown, marine co 
sachusetts North Shore Home Heat erdinator for the transportation de : 
Council. Anthony Pascucei of Rocky’s partment of the Gulf Oil Corp., has John R. Mitchell has been named 


Oil Service is vice president been appointed general coordinator of idministrative assistant to the i 


succeeds Jarrell as president Demert 


has been with Colonial sin¢e 1946 


VERSATI ul IY techs, 


Balanced opposed piston construction 
“Whirlwind” cooling system 

I-R Channel valving 

Motorshaft mounting no belts 


Unusually low oil consumption 


Ingersoll-Rand 


11 Broadway, New York 4, N.Y. 
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GET A 100% 
| MODERN JOB... 


| AUTOMATIC 
CONTROL 

| PLUS 

; AUTOMATIC 

, DRAINAGE 


Preventative maintenance begins at ] 
the compressor 
If the receiver is kept constantly dry f 
and clean it maintains the rated capac 
ity, preventing unnecessary starts and 
stops, saves electricity and reduces 

i compressor maintenance 
Water and oil in the air causes 90% 

| of the expense of maintaining the 
service station air devices 

| Hand drainage is at best, uncertain 
and unreliable. Why expect it? The 
GEORGE automatic air receiver ejector 
operates every time the compressor 
starts and stops. It is the most modern 

i] in design, simplest in construction and 
completely reliable 
Specify them on your next compressor 


order and FORGET DRAINAGE t 


Literature on request. 


MANUFACTURING CO. 
10-16 W. Harvey St. 
Phila. 44, Pa. i 
MeN 
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manager of the Ohio Oil Co. He suc- 
ceeds H. L. Knapp, named assistant 
district manager for sales of Ohio’s 
Robinson, Ill., marketing — district. 
Mitchell was formerly coordinator and 
assistant to the Robinson district man- 
“ager 


William M. 
Schmitt has been 
appointed general 
manager of adver- 
tising for Sun Ol 
Co. He has been 
assistant general 
manager of the 
motor products 
department since 
1956, and before 
that was manage! 
of the tires, bat- 
teries and = accessories department 
William B. Daug and Palmer McKay, 


both former assistant advertising man 


Schmitt 


agers, Move up to advertising manage! 
for industrial products and advertising 
manager for motor products, respec- 
tively. 

Sun also announces that John Van- 
derVoort is now Hackensack, N. J., 
district sales manager. He succeeds 
John E. Maloney who retired. Ernest 
R,. Johnson, formerly manager of the 
Holyoke, Mass., sales district succeeds 
VanderVoort as manager of the South 
Amboy, N. J. sales district. Russell 
D. Bonney, former motor products 
manager at Hartford, Conn., 
Johnson 


succeeds 


J. D. Sterling, president of Sunset 


International Petroleum Corp. for 
many years, is now chairman of the 
board, a newly created position. Mor- 
ton A. Sterling, executive 
vice president and member of the 


executive committee, is the new presi- 


formerly 


dent 


George H. Priggen, Jr., has been 
promoted to assistant division man- 
ager for the southern zone of Socony 
Mobil Oil Co.’s White Eagle division. 
Formerly manager of automotive sales 
for White Star in Detroit, Priggen will 
move to Kansas City 


James S. Mahan, Jr., has been 
named manager of retail gasoline mar- 
keting for Frontier Oil Refining Co., 
Buffalo, N. Y., a division of Ashland 


Oil & Refining Co. He succeeds 


NATIONAI 


Charles D. Thomas, who has trans- 
ferred to Arizona. Mahan has been 
sales manager of Ashland’s marketing 
division in Ashland, Ky. 


The Oil Men’s Club of St. Joseph, 
Mo., has elected a new president: 
Clyde Criswell, Criswell Oil Co. 
Other new officers are: Irving Slack, 
first vice president; Bill Moles, D-X 
Sunray Oil Co., second vice president; 
James R. Wilson, secretary, and 
Maurice Rozell, General Petroleum 
Co., treasurer. 


Robert A. Mannix has been named 
supervisor of service stations for the 
Oklahoma City area of the central 
division of Tidewater Oil Co. 


P. C. Spencer, president of Sinclair 
Oil Corp., has been elected treasure: 
of the American Petroleum Institute 


James J. Kelly, marketing vice 
president for Kerr-McGee Oil Indus- 
tries, Inc., is now president of General 
Asphalts, Inc., a new wholly owned 
marketing subsidiary with headquar 
ters in Oklahoma City. W. W. Rice 
and J. H. Mitchell have also trans- 
ferred to General Asphalts as vice 
presidents. Rice was manager, bulk 
fuels, for Kerr-McGee and Mitchell, 
manager, asphalt sales 


Kerr - McGee 
also announces 
that W. H. Doyle 
has joined — the 
company as vice 
Presraent in 
charge of branded 
marketing. He 
was formerly with 
Standard Oil Co 
(Ohio), most re- 
cently as manage! 
of the Cleveland. 

He joined Sohio 
in 1930 as a service station operator, 
and later became a general salesman, 
terminal superintendent, district man- 
ager and division manager. 


Doyle 


Ohio, sales division 


John J. Walsh has been elected vice 
president of Penola Oil Co., 
Standard Oil Co. lube subsidiary. He 
has been manager of Penola’s whole- 
sales lubricating oil department for 
the last six years. 


Esso 
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George Calkins, Merchants Oil Co., _~ we y , 7 
recently opened a new station in Den- — = ey 


ver, Colo. Gallonage at the grand 
opening was over 15,000-gal. 


EN SS oh _—_— e 
NOP—O-CTViCe 
Arthur M. Miller is the new south- emcee —. Peer FF. 


west division credit manager of Gen- 


eral Petroleum Co. Assistant credit WITH 
manager since 1955, Miller moves up - 
to succeed the retiring B. J. Delsman. 


Irving Greenberg has reiired as ex- 
port manager of L. Sonneborn Sons, 
Inc., after 47 years with the company. 

John J. Brown has been appointed 
Baltimore, Md., district manager for 
the Amalie Division of L. Sonneborn 
Sons. He will direct Amalie sales in 
Maryland, District of Columbia, North 
and South Carolina, Virginia and 
eastern Pennsylvania. 

. 


A, V. Winther has retired as as 
sistant to the vice president of Stand- 
ard Oil Co. of Texas’ purchasing and 
motor vehicle division after 30 years 
with the company. He has no plans | 5 39 inches 
at the present time but says, “It is : “in to in” 
possible that when I get tired of being SS of tires 
‘out in pasture,’ I will take up some Regardless of Make or Model 
form of activities.” whether U. S. or Foreign made, 
e the CURTIS low-profile lift will 


. accommodate all cars, sport or 
J. W. Sinclair, manager of the auto ‘ 47 
; . stock cars... new and old. Total runway height only 47% 


motive department of Union Oil Co Runway surface height only 2'\42”. 
of California, has retired after 34 
years with the company. He had been 
manager of the department for the 
last 20 years. R. W. Thompson, auto 
motive superintendent of the southern 
division, moves up to succeed Sinclats 





W. B. Englebrecht has retired as 
assistant to the assistant manager in % 4 ; 
charge of wholesale sales at Phillips s —_ — “ FRAME TYPE LIFT 
Petroleum Co. He has been with Phil i | WITH 360 
lips sales department since 1930 when | = ROTATING SWIVEL ADAPTERS 
he joined the company. K. E. Gardner 
succeeds Englebrecht. 


The new 360° rotating swivel adapters on the CURTIS 
frame type lift adds flexibility to your service depart- 
ment. Rotating and sliding adapters easily reach all lift- 
Deaths... ing points; lifting pads are adjustable to 3 heights to 
assure proper clearance for all cars and light trucks. 





Pads can be located anywhere on swivel arm. 

Kermit R. Howell, 52, owner of the = 
Ohio Fuel Oil Distributing Co., To 
ledo, Ohio, died Feb. 19. 

. 

W. Claude Myers, vice president of 
Signal Oil Co., died in Los Angeles 
— oi ange He had been pine OUR 104th YEAR 
Signal for the past nine years, anc 
before his appointment as vice presi- MANUFACTURING COMPANY 
dent had been manager of distributor PNEUMATIC DIVISION 
sales. 1965 Kienlen Avenue, St. Louis 20, Missouri 
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When the day ‘broke at night’ 
Regal had its’ biggest opening! 


“Pump-Lite Merchandising 
Equalled All Expectations!” 


says Gene Delay, Regal San Leandro Mgr. 


This Regal station enjoyed the biggest opening 
in Regal's history. 'Pump-Lite Merchandising’ by 
Electric Lighting, Inc. is an important factor in 
Regal's continuing success. Dominating lighting puts 
Regal T.B.A. and consumer household items in the 
best light. 

Like hundreds of 'Pump-Lite’ stations Regal de- 
pends on Electric Lighting engineering for the fastest, 








least costly way of building and servicing added 
traffic. 

Passing motorists get the full merchandising im- 
pact of five types of Pump-Lites, each designed to 
do a specific selling-servicing job --- enabling this 
station to sell as much at night as day! 





Discover how ‘Pump-Lite Merchandising’ can 
“ey make the difference between night and day! Write 
. right now! 


—~ Electric Lighting Sates, we. 


P.O. BOX 1907 STOCKTON, CALIFORNIA 
3303 COMMERCE ST., DALLAS, TEXAS — RIVERSIDE 1-6592 
M. E. MEAGER, 3423 VISTAVIA DRIVE, TUCKER, GEORGIA 
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Coming Meetings 


APRIL APL Division of Marketing, lubrication committee meetin 


Grand Hotel, Point Clear, Ala... May 19-20 
Northwest Petroleum Assn., management institute, Oil Club, 


Nicollet Hotel, Minneapolis, Apr. 8-10 National Oil Jobbers Council, mid-year meeting, Hotel Jun 


New Orleans, May 19-21 
Florida Petroleum Marketers Assn., management institute, Ft 
Harrison Hotel, Clearwater, Apr. 9; annual meeting, Apt API Division of Marketing, Roosevelt Hotel, New Orlea: 
10-11. Mav 21-23 


Independent Oil Men's Assn. of New England, 34th annual con Louisiana Oil Marketers Assn., annual meeting, Roosevelt 
vention, Statler Hotel, Boston, Apr. 15 Hotel, New Orleans, May 23-25 


Assn. of Eastern Petroleum Credit Managers, Sheraton Hotel 
Philadelphia, Apr. 14-16. JUNE 


APL Oil Information Committee, Sheraton Hotel, Chicago 
Michigan Petroleum Assn., semi-annual meeting and booth ex June 4-6 
hibits, Detroit Leland Hotel, Detroit, Apr. 15-16 

Arkansas LP-Gas Assn., annual meeting, LaFayette Hot 
National Petroleum Assn., SSth semi-annual meeting, Hotel Little Rock, June 8-10 
Cleveland, Cleveland, Apr. 16-18 

Society of Automotive Engineers, summer meeting, C halton 


. . . m ans 
Empire State Petroleum Assn., annual spring meeting, Hotel Haddon Hall, Atlantic City, June 


Onondaga, Syracuse, Apr. 20-22. , ? ; 
Oil Heat Institute of America, annual meeting (trade show 


Coliseum), Park Sheraton & Barbizon Plaza Hotels, Ne Y ork 


Oil Industry TBA Group, Central Division, annual meeting, City. May 9-13 
ay 5 


Chase Hotel, St. Louis, Apr. 21-22 


Maine Oil & Heating Equipment Dealers Assn., annua! 
North Carolina Oil Jobbers Assn., management institute ing and trade show, Sebasco Lodge, Bath, June 12-13 
University of North Carolina, Chapel Hill, Apr. 21-25 

Pennsylvania Grade Crude Oil Assn... annual meetin 
American Society of Lubrication Engineers, annual meeting hills Club, Bradford, June 19 
and exhibit, Hotel Cleveland, Cleveland, Apr. 22-24 


American Society for Testing Materials, annual 


National Tank ‘Truck Carriers, annual meeting, Boca Raton <hibii, Hotel Statler, Boston, June 22-28 


Hotel & Club, Boca Raton, Fla., Apr. 27-May 1 
Interstate Oil Compact Commission, mid 


Utah, Salt Lake City Jurme »3-25 


MAY 


Georgia Oil Jobbers Assn., annual meeting, The King & Prince AUGUST 
Hotel, St. Simon’s Island, May 2-3 ; . 

Society of Automotive Engineers, | 
Liquefied Petroleum Gas Assn., annual meeting and_ trade ing, Ambassador Hotel, Los Angel 
show, Conrad Hilton Hotel, Chicago, May 4-7 


SEPTEMBER 


> National Petroleum Assn., 56th 
Hotel, Atlantic City, Sept. 10-12 


Assn. of American Battery Manufacturers, Waldorf Astoria 
Hotel, New York City, May 5-7 


Oil Heat Institute of New England, annual convention, Hotel 


© Pennsylvania Petroleum Assn., 
Sheraton-Plaza, Boston May 


Inn Pocono Manor S pt 


Connecticut Petroleum Assn., 8th annual convention and trade 
show, Statler Hotel, Hartford, May 8& 

OCTOBER 
Virginia Petroleum Jobbers Assn., annual meeting, Hotel Johr > American Petroleum Credit Assn., 
Marshall, Richmond, May & Plaza Hotel, Atlanta, Oct | 


Pennsylvania Petroleum Assn., Hotel Bedford Springs, Bedford Kansas Oil Men's Assn., 
May 11-13 Wichita, O | 


Tennessee Oil Men’s Assn., semi-annual meetin le in th > Packaging Institute, 
Clouds Hotel, Chattanooga, May 11-13 C} o, O 


North Carolina Oil Jobbers Assn., spring ny ion & West Virginia Petroleum Assn. 
Carolina Hotel, Pinehurst May 11-14 Hot Charleston. Oct. 1¢ 


Gasoline Pump Manufacturers Assn., annual m« National Assn. of Oil Equipment Jobbers, 
Cloister Hotel, Sea Island, Georgia, May 12-14 nd trace sh \dolphe Ho Dallas, Oct 


Society of Automotive Engineers, 


Oil Heat Institute of Wisconsin, management institute. Bostor | ' H ' 
: neeting ord Baltimos ol ; 


School of Advanced Oil Heat Training, Milwaukee. May 14-16 


& Nebraska Petroleum Marketers Assn., 
& First listing tion. Paxton Hot Omaha. Oct. 71 
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_CLASSIFIED | FACTBOOK Issue 
coming in May 


EMPLOYMENT PROVIDES MULTIPLE BENEFITS FOR OIL MARKETERS AND 
POSITION VACANT ADVERTISERS WHO WANT TO REACH THEM 


Qualified pume mechanic familiar with Tok- 
heim Wayne, Bowser hydraulic lifts and alr 
ompressors to w ork in Miami, Florida. Write 
other giving references, experience, age. P-7547, 

National Petroleum News 


EQUIPMENT- awa sii 


an e 4 I EN 
k railers—Sale or Lease 000 to 8300 ER 
gal.—steel & Aluminum. Hacket Tank Co., Inc., 


1400 _Kansas Ave K. C Kansas MA- 1 236 | . PROVEN YEAR-ROUND USE 


-« BUSINESS OPPORTUNITIES. BY MARKETING MEN 


Bulk Oil Plants Propane Gas Plants—Selected 
properties throughout me midwest. We specialize« 
in selling petroleum propertic Ole Brodd Petro 
leum Marketers, 605 Desires Bank Bldy., Minne 
apolis 3, Minnesota 


AN OPPORTUNITY FOR YOU 


Petroleum Equipment Jobbership in growing 
outhern area. Will sell or accept partner. BO 
7244, National Petroleum News 


STEEL STORAGE TANKS 


Railroad Tank Car Tanks The 18,000 subscribers to the monthly National 
oS eee | Petroleum News and its annual 1th FACTBOOK issue comprise 


Cleaned — Painted — Tested | > aL er 4 . . “7, ee 
son elgg mayor | the oil marketing management group in the major oil companies and 


Other Tanks Too , >, ne > il ors. These > > r6 sible fi 
PMG ab on among the independent oil jobbers. These are the men re sponsible for 


8,000 and 10,000 Gal. Cap. . hiep Sadirs ee sacar : ancy ee 
Your lnquiries Solicited the purchase and maintenance of practically all facilities and equip 


MARSHALL RAILWAY ment required for the storage, transportation and merchandising of 
petroleum products. They are also the men who buy the tires, batteries, 


EQUIPMENT CORPORATION accessories and other products sold through service stations. 


328-332 Connell Building 
Scrantoea 3, Pennsylvania 
Telephone— Diamond 3-1117 











NEW 6M 6-71 BLOWERS $125.00 “/srd of a page and over advertisers 


12V Starters $30 Oil Coolers (12 Stack) $15.00 in the 1958-59 NPN FACTBOOK issue 
Mor-Powr Engine Sales will have the readership of their advertisements 


Engines—New GM ‘71 Series Parts in this oil marketing management reference annual 
8003 S. Alameda LU 7-1330 : 
Los Angeles 1, Calif. Res. PL 5-5521 studied, scored and reported to them 

by MeGraw-Hill’s READER FEEDBACK Research 











EXCLUSIVE 
ei gee Your report will show also the READER 
AUTOMOTIVE LUBRICANTS FEEDBACK scores earned by all the other 
THUNDERBIRD OIL 24rd of a page and larger advertisements 


RODAC D'STRIBUTING CORP in the FACTBOOK, This will allow you to 
306 Main St., Hempsted, N. Y ’ 





compare the effectiveness of your copy, 





PROFESSIONAL SERVICES use of color, size of space, illustrations, 


ete. with that of your competitors and 
other FACTBOOK advertisers. 





PROPANE GAS PLANTS | | _ eniieshiiienias 
ANHYDROUS AMMONIA PLANTS ||| ¢ losing date for ade ortising 
i AES in the 1958-59 FACTBOOK AP RIL * 


PEACOCK CORPORATION 


Box 268, Westfield, N. J Publication date —mid-Mz ay °58 
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—ADVERTISERS IN THIS ISSUE— 


AC Spark Plug Div. GMC 38-43 
Amalie Div. L. Sonneborn Sons, 

Inc. 150 
American Can Co. 62 
American Flange & Mfg. Co. 100 
American Petrofina, Inc. 19 
American Petroleum Institute 143 
American Potash & Chemical 

Corp. 165 
American Rayon Institute 72-73 
American Viscose Corp. 162 
Ardmore Products Div. Amco 

Corp. a 
Aro Equipment Corp. 87 
Ashland Oil & Refining Co. 119 


Barrett Equipment Co. LT 
Blackmer Pump Co. 185 
Bowser, Inc. 47 
Brodie Co., Ralph N. 2nd Cover 
Brunner Div.-Dunham-Bush, 

Inc. 178 
Buckeye Iron & Brass Works 14 
Butler Mfg. Co. 46 


hevrolet Motor Div.-GMC 66-67 
‘oats Co., Inc. 152 
oca-Cola Co. 166 
olumbian Steel Tank Co. 124 
ommercial Solvents Corp. 74 
ompco Corp 23 
‘ontinental Can Co. 198 
ontinental Oil Co. 80-8 | 
rescent Co., Inc. 48 
rown Cork & Seal Co., Inc., 

Can Div 69 
urtis Mfg. Co. 


( 
( 
( 
( 
( 
( 
( 
( 
( 
( 


Dayton Rubber Co. 

Degree Day Systems 

Dodge Div., Chrysler Corp. 

Du Pont de Nemours, & Co., 
E. I. Petroleum Chemical 
Division 


Auto-Lite Co. 50-51 
Electric Lighting Sales, Inc. 204 
Electric Storage Battery Co. 158 
Enjay Co., Inc. 149 
Equipment Sales Co. 182 
Erie Meter Systems, 

Inc., 4th Cover 
Ethyl Corp I 
Ever-tite Coupling 

CO, , 150, 186 


Electric 


Farrington Mfg. Co 33 


Firestone Tire & Rubber Co 
Ford Motor Co 
Fram Corp. 


Fruehauf Trailer Co 


General Electric Co 

GMC Public Relations Staff 
General Tire & Rubber Co. 
George Mfg. Co. 

Gilbert & Barker Mfg. Co 
Globe Hoist Co. 

Globe Union, Inc 

Goodall Rubber Co. 
Goode Co., W. B. 
Goodrich Co., B. I 
Granberg Corp. 

Gray Co., Inc. 
Guardian Light Co. 
Gulf Oil Corp 


Habhegger Co., E. O 
Hartol Petroleum Corp 
Hennessy Co., Inc., Jack P. 
Humble Oil & Refining Co. 


Ingersoll-Rand Co 
Inland Steel Container Co 


Joy Co., Edward 


Joyce-Cridland Co. 


Kerr-McGee Oil 
Inc " 


Industries, 


Lincoln Engineering 


Mack 
Magni Flood, Inc 

Marlow Pumps 

Matlack Co., E. Brooke 
Mid-West Body & Mfg. Co 
Milwaukee Valve Co 
Modenco of Canada Ltd 
Morrison Bros 


lrucks, Inc 


National Can Corp 
National Cash Register Co 
National Petroleum 

News 
Neptune Meter Co 
Newberry Equipment Co., Inc 
New England Petroleum Corp 


OPW Corp 

Oronite Chemical Co 
Overhead Door Corp 
Paragon Oil Co 
Patent Chemicals, Inc 
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200 
208 
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70-71 
49 
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194 
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197 
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Petelco, Inc 
Philadelphia Valve Co 
Porter Company, Inc., H 
Pure Oil Co 


Purolator Products, Inc 


Red Jacket Mtg. Co 

Revere Electric Mfg. Co 
Richfield Oil Corp., of New York 
Richfill Nozzle Plug Co 
Rockwell Mtg. Co 
Rockwell-Nordstrom Valves 
Roper Hydraulics, Inc 

Rotary Lift Co 

Rutledge Equipment Co 


Schrader’s Son, A 
Scovill Mfg. Co 

Sinclair Refining Co 
Smith Corp., A. O 
Socony Mobil Oil Co., Inc 
Standard Oil Co. of Calif 
Sun Oil Co 


Fen Hoeve Brothers 

Fexas Co 

[hermoid Co 

limken Detroit Axle Div. Rockwell 
Spring & Axle Co 169 

Tokheim Corp. 26, 200 

Pokheim Corp srd Cover 


Prailmobile, Inc 60-61 


U.S. Rubber Co 
U.S. Steel Corp 
Universal Oil Products Co 
| 


niversal Valve Co 
Viking Pump Co 


Waener, Inc., Paul 

Warner Lewis Co 

Wayne Pump Co 

Wheaton Brass Works 

White Motor Co 

Wilson’s Sons, Inc 
Wm. M 


Wood Co John 


Profe ssional Servi 


CLASSIFIED ADVERTISING 


F. J. ERERLE, Business Meg 


Employment Opportunities 


Equipment (Used or Surplus 
New) For Sale 





B.EGoodrich 


They replaced the 
truck chassis but kept the hose 


¢ 11 years that B.F.Goodrich hose 
hia lelivered ilmost i million gal 
lons of fuel oll and it’s sall vomny strong 


It has even outlasted the tr } ! 


PUCK CilaSSIS, 


Which was re } Lace { last Veal 


Mr. ]. P. Baker, oil department man 
of Colonial Fuel Oil of Wash 
ington, D.C., recently purchased addi 
tonal BOF. Goodrich icl oil hose as 
rey lacement hose for his other trucks 
He said We have ordered 
B.F Goodrich hose | | 


LDASCC 


additional 
on the rec 
ord this hose has achieved 

Recent improvements make today’s 
B Fe Goodrich Types fuel oil hose bet 
ter than ever. A special kind of rubber 
keeps the hose flexible, easy to bend in 


208 


the coldest weather. Braided construc to show you a sam} le and tell you 
rein more about Fype 83 fuel oil hose an 
This means B.F.Goodrich 
hose will noccrush ifaccidentally run over 
Its thick, tough cover is built for 
se. Dr igging it Over 


tion eliminates the need for wire 
forcement improved hose that’s easier to handle 
and reduce 
Operating Costs Th B.F. Goodrich 
In li trial Produ SS 40s Dept M-313 
Akron 18, Ohio 


can make taster deliveries 


CUPS; 
won t 
Letting it stand in gasoline, oil 
Oilproot 
Won tC Swe lI to reduce innet 


eter. No flaking to roughen the inside 


surface and decrease flow 
Either one-time Permaloc k Type ie iad 
Or fe ittachable 


| 
sidewalks lriveways 
ise won t imaye it 


diam 


Type 66 couplings can 
be used. Static wire bon led to coupling 


(BFGoodrich 


INDUSTRIAL PRODUCTS 


NATIONAI 


at each end of hose 


Ask your B.F.Goodrich distributor 
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Dream pump for the jet age! 


die iat ie ah | 
2 nace % yh , 


OKHEIM 


GASOLINE PUMPS 
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